


In This Issue—Profit in the Automobile Business 











; 
“E\ 
eth 


" \\Z i aa Hey 
H i] I/F 
fas Ne ZN 
Aa \ 
a) a re Yi 
WN AGaANN 
NS . 


hat Winners Say 
about Champions 


Champion spark plugs were a factor of great importance 
in our winning the Indianapolis race with Duesenberg 
Car No. 15. We never changed a plug. Victory at 
tremendous speed necessary to win would have been 
impossible without perfect firing of every spark plug 
throughout the race. 


L. L. Corum 


Champion spark plugs were used in the winning car at 


Indianapolis and performed very satisfactorily through- 
out the race. Joe Boyer 


In wianing second place at Indianapolis in the Stude- 
baker Special ,Champion spark plugs gave perfect service. 
Earl Cooper 


Jimmy Murphy, who finished third in this great race, 
also used dependable Champions in his Miller special. 





Every one of the 12 cars to finish in the great race 
at Indianapolis on Memorial Day was equipped 
with Champions. 


The Champion spark plugs used in these racing 
cars are identical in materials and workmanship 


with the Champion plugs sold as equipment and 
for replacement. All are of the same two-piece 
design with the special alloy electrode and the 
Double-Ribbed semi-petticoat sillimanite core, 
the finest insulator ever produced. 


Champion Spark Plug Company, Toledo, Ohio 


Champion Spark Plug Company of Canada, Limited, Windsor, Ontario 
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The illustration shows the wrecking car of 
Roberts & Jerrold, Little Falls, N. Y. They 
have invested a lot of money in this outfit. 
Write and ask them if it pays. Ask them 
what kind of a wrecking crane they 
would recommend. They will say ““GET A 
MANLEY’”’. 


Real business men know that the BEST IS 
ALWAYS THE CHEAPEST IN THE LONG RUN. 
In the course of a recent survey along the main 
highways of ten states more MANLEY WRECKING 
CRANES were found than all other makes com- 
bined. 


It is easy to understand why a car owner prefers 
to have his car salvaged by the man who has an 
outfit like the one shown above. 


Vanley Jobbers everywhere can supply any 
Manley Equipment promptly. 






A REAL BUSINESS GETTER— It’s a Manley 


Crane of Course, and a Manley Towing Truck 








Specifications of the 
MANLEY FIVE TON 
CRANE 
illustrated above 


Two independent hoists carry the 
load on two quadruple chains sus- 
pended from two heavy /7-inch 
channels, 

Rated capacity 5 tons, with an 
ample overload capacity so that it 
will carry as much as any truck 
chassis will stand. 

It has, of course, the Manley 
Tilting Beam with adjustable over- 
hang and is equipped with a center 
pulley between the two channels for 
use with single chain for light work. 

Width of frame 30 inches. 

Length of frame 96 inches. 

> 


Projection back of king pin 42 
or 48 inches as preferred. 


Distance between centers. of 
hooks 23 inches. 


Total weight 950 pounds. 
PRICE $275. 





OGhe Manley Mfg. 


Co., York, Pa. 
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Typical of thousands of Buick dealer establishments all over the country 





N 1923 Buick sold over 73,000 more cars 

than any other manufacturer of high 
gerade automobiles. Easy to see why live 
automobile dealers are always anxious 
to get a Buick franchise—why Buick 
dealers remain Buick dealers year after 
year. Why not have your name on file? 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 


Pioneer Builders of Valve-in-Head Motor Cars Branches in All Principal Cities—Dealers Everywhere 








WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 
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More than 
An Adding 


Machine — 


It’s a Machin 


It will add two groups of items at the 
same time and give a separate total of 
each such as cost and selling price, labor 
and material, quantity and amount. 


It will add several columns of figures; give 
separate totals of each; remember the 
totals and givea grand total without any re- 
listing. Think of how much time this will 
save in analyzing sales, expenses and costs. 


What a difference a Burroughs Duplex 
makes in a garage! Samuel E. Cass Inc., of 
Haverhill, Mass., have been using one for 
years. Mr. Cass writes, “‘Being firm 
believers in the value of good service to our 
customers wecame to theconclusionthat the 
office end of our business needed jacking up. 








| Reccemae Adding 
Machine Company 
6137 Second Blvd. 
Detroit, Michigan 


Please tell me how a Burroughs Duplex 
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e With a Memory! 


This Burroughs Duplex will do all that 
any adding machine will do. And it will 
do more. For instance— 
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“We listened to your claims and finally 
decided to install a Duplex model, with the 
result that before long one clerk was doing 
the work previously done by two, and has 
been ever since November Ist, 1915, when 
the new system was started. 


‘*‘We use the machine in trial balance work, 
sales analysis, footing our cash book journal 
and in other ways which enable us to know 
where, in our business, we are making or 
losing money.” 


It will pay you to investigate a Burroughs 
Duplex. Why not have a Burroughs rep- 
resentative demonstrate one for you and 
show you how it will save time and money 
in your garage? Of course there is no obli- 
gation. You can get in touch with your 
nearest Burroughs office by looking in your 
telephone book or consulting your banker. 
If more convenient, mail the coupon. 
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Sales Jump 
50%in Eight 
Months! 


“After handling 


your tires and tubes 
for the past eight 
months we would 
like to say some- 
thing regarding 
your product and 
methods of doing 


business. 


Our tire sales 
have increased fully 
50% since we be- 
gan selling Good- 
rich. We believe 
your Cord Tires 
and Red Tubes the 
best on the market, 
in fact we are ‘sold’ 
on everything Good- 


rich makes.” 


HASTINGS MOTOR CO. 
Hastings, Florida 


Build with Goodrich for Permanency 


THE B.F.GOODRICH RUBBER CO. 
Established 1870 


Goodrich 
TIRES 


““Best in the Long Run’”’ 


Goodrich Gesanaks 
Tires @/ Tires @ 
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“Twice as long— | 


without relining!” 
Red Top Cabs’ Experience 


WW: have tried out probably every 

make of brake lining on our cabs, but 
our experience with Taxitrux is absolutely 
different from that with any other. 


“There is no more severe test of a lining 
than a taxi’s constant stopping and starting. 


“With Taxitrux, we find that our taxi 
brakes go at least twice as long before 
relining is necessary, as ever before, and 
that they do not require readjustments. 


“We are gradually equipping all of the 
cabs we operate in Detroit, with Taxitrux. 


MULTIBESTOS 


is a brake lining made especially for cabs, busses and trucks 
of every description; made especially to meet the terriffic 
strains of constant stopping and starting. 








Like all Multibestos Brake Linings, Taxitrux is made of 
highest content, long-fibred asbestos yarn. It contains at 
least 50 per cent more asbestos than ordinary passenger car 

,brake linings. The yarn, reinforced by high annealed brass 
wire, is securely interwoven and solidly compressed into a 
fabric that won’t ravel or loosen. This fabric is impreg- 
nated with a special compound that makes it resist heat, 
grit, oil and water. 


Taxitrux responds instantly, regardless of load, speed or 
grade. And it retains this responsiveness until worn down 
to wafer thinness. That is why Taxitrux saves money in 
operating cost, increases efficiency. May we send you 
figures proving these economies? 








MULTIBESTOS COMPANY, Dept. MA7 Walpole, Mass., U. S. A. 


NEW YORK DETROIT CHICAGO NASHVILLE 
105 West 63rd Street 930 Taylor Avenue 1241 Michigan Avenue 1200 Broadway 


EXPORT OFFICE—461 Eighth Avenue, New York 
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The Buyer- 


THE WORLD’S LARGEST PRODUCER OF QUALITY AUTOMOBILES 


and the dealer’s responsibility 


HE local success and standing of a dealer in the 

average community is about the same as the 
national success and standing of the car he is 
selling. 


The Studebaker dealer takes his place among 
the leaders in his community, just as Studebaker 
does nationally. In his town he is Studebaker. 


He has three distinct models to sell with thir- 
teen body types — three different markets, three 
opportunities for profit. Each model is a leader in 
quality and price appeal. In price appeal, because 
overhead and production costs of each model are 
spread over all three models. 


Motor car buyers more than ever are demand- 
ing the permanent service protection of a name 
like Studebaker. 


And they want the local service responsibility 
of a leading dealer—and this is almost always the 
Studebaker dealer! 














LIGHT-SIX SPECIAL-SIX BIG-SIX 
5-Pass., 112-in. W. B., 40 H.P. 5-Pass., 119-in. W. B.,50 H.P.| 7-Pass., 126-in. W. B., 60 H. P. 
Tee «6 6 « 4 $1045 | Touring ...- -« $1425! Touring ..... $1750 
Roadster (3-Pass.). - - 1025/ Roadster (2-Pass.) . . 1400} Speedster (5-Pass.) . 1835 
Coupe-Roadster (2-Pass.) 1195 
Coupe (S-Pase.) . . . 1395 Coupe (5-Pass.) . . . 1895 | Coupe (5-Pass.) . . 2495 





a a ee 1485 Sedan a ee ae 1985 | Sedan ee, ee 2685 











All prices f. o. b. factory 


Siuebo?” 
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Nash Leads the Worldin Motor Car Value 


Two Roads— 


Which Will You Take? 


Motor car dealers not connected now with one of the 
handful of very strong manufacturers are at the point 
where the road they have been traveling forks two ways. 


The decision as to which fork to take cannot be long 


delayed. 


Turn to the left and you simply prolong for awhile the 
losing struggle against the overwhelming advantages 
possessed by rival dealers handling stronger lines. 


Taking the turn to the right means dropping your 
present line and securing one of the really permanent 
and profitable franchises such as Nash. 


Your future depends upon what you do now. And the 
way to insure your future is to start at once after a 
Nash contract. 


Remarkable as the Nash rise to the front ranks of the 
industry has been, you can count with confidence upon 
the next stage in its history eclipsing by far its record 
to date. 

Far-reaching plans are reaching maturity. Vigorous ex- 
ecutive administration, exceptional product, and widest 
resources in men, money and machinery are uniting to 
extend even further the purchasing preference for Nash 
and to lift the company still higher among the leaders. 


Tie up to Nash and you'll progress and prosper. Wire 
today about territory. 


NASH 


THE NASH MOTORS COMPANY 
KENOSHA, WISCONSIN 


Nash Leads the World in Motor Car Value 


= es — fo (366) 






























July 17, 1924 























MOTOR AGE 





These Four Had Never 


Driven Marmons Before 


Four Marmon cars recently left the Marmon factory 
in Indianapolis for Peoria, Illinois. 


All four of these cars were for owners who had never 
owned Marmons before. 


John Wakeman, Marmon distributor in Peoria, is 
one of the many active distributors who are benefiting 
by the rapidly increasing appreciation of the Marmon. 


All over the country the users of fine cars are learn- 
ing that the Marmon holds something for them in road 
comfort and all-around motoring satisfaction that no 
other car has ever been able to give them. 


Our daily sales records show that the public is grav- 
itating toward the Marmon as never before in its history. 


NORDYKE & MARMON COMPANY, Indianapolis, Ind. 
Established 1851 


MARMON 
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‘The Good. 


MAX 





ELL 


A Guarantee of Success 


Walter P. Chrysler is not only President 
and Chairman of the Board of the com- 
panies producing the good Maxwell and 
the Chrysler Six, but is also 
actively supervising and di- 
recting all Maxwell-Chrysler 
activities. 


That fact alone constitutes a 
very positive guarantee of 
success; of success not only 
for the manufacturer, but of 
success for his dealers. 


Mr. Chrysler’s achievements 
in the past have won for him 
an outstanding position among a race 
of giants. Dealers by the hundreds who 
have handled his products in the past 
testify to their implicit confidence in him 
and in his cars; hundreds of them are 
rich men today. 


Back of the good Maxwell and the 
Chrysler Six, is the accumulated wisdom 
of years of experience, together with 
personal fortune and prestige. 


It is but natural, therefore, that the good 
Maxwell and the Chrysler Six should 
be as good and as great as they are. 


It must be perfectly plain that Walter 
P. Chrysler would not, could not in 
reason, deliberately associate his name 





with any automobiles—unless he knew 
that those cars were destined to establish 
new heights of efficiency and value. 


How well he succeeded in 
putting unheard-of quality 
into the good Maxwell is 
known to all today. 


The sensational and sweep- 
ing success instantly made 
by the Chrysler Six needs no 
comment here. 


But that is not all. Back of 
the cars is a factory policy 
that is planned and adminis- 
tered for mutual helpfulness; 
which has for its purpose the building- 
up of success for the whole organization 
—factory and dealer alike. 


And that policy is administered by men 
intimately familiar with a dealer’s diffi- 
culties and a dealer’s desires. Some of 
these men have themselves been dealers. 
This is true—more applications for the 
Maxwell-Chrysler franchise are coming 
in today than ever in our history. 

And the applications are coming from 
seasoned men, with years of experience 
in the successful handling of good cars, 
and with a thorough knowledge of cars 
and of the public’s demand. 

If you see the opportunity also—write 
or wire now. 


All Maxwell and Chrysler dealers are in position to extend the con- 
venience of time-payments, on a plan that is attractive to the buyer. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICHIGAN 


CHRYSLER MOTOR CORPORATION, DETROIT, MICHIGAN 
MAXWELL-CHRYSLER MOTOR COMPANY OF CANADA, LTD. WINDSOR, ONT. 





sler 


nounced as though spelled, Crysler 


‘GChry. 
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How is business in your own community ? 
ing article are based upon analyses of trade conditions throughout the United States. The 
automotive merchant should analyze his own trade territory and then ask himself if he 
is doing all that he can to make business better. 
ders, and genuine optimism is salesmanship’s most powerful ally. 
necessary, but without optimism they are weak. It would be wrong to undertake to create 
false optimism, but with conditions as fundamentally sound as they are in the United 
States today every man engaged in the selling of useful commodities is justified in paint- 
ing the picture of the future in bright colors. 


The opinions expressed in the accompany- 


Good salesmanship can accomplish won- 
Logic and reason are 








Business Should Be Good 
From Now On 


Motor Car Manufacturers Analyze Conditions and Tell Why Prosperity 
Should Smile Upon the Industry in Next Six Months 


chants in the second half of 1924? 

After the lull that has marked the early months of 
the year it is natural that automotive merchants should ask 
themselves this question. It is important, however, that they 
should answer it for themselves, for at no other time in recent 
years has the amount of business that can be obtained by the 
retailer depended so much upon his own efforts. 

The conditions require the highest type of optimistic sales- 
manship to overcome a more or less artificial feeling of cau- 
tion that has spread among the people. Despite considerable 
recessions in employment in certain industries the country is 
prosperous. Bank accounts are larger than ever before. Taxes 
have been reduced and the prices of many necessities of life 
have gone down. Under the circumstances the hesitancy of 
people to buy is not compelled by necessity but by fear of 
What may happen in the future. It is the business of good 
sales organizations to dissipate such fears and to do it by 
sound and logical argument. 

Those sales organizations which realized this some months 
ago and acted accordingly are not complaining of poor busi- 
hess today. Those that threw up their hands and said “Times 
are hard, there is no business,” are suffering the natural con- 
Sequences of their folly. 

There are some mighty good reasons why business should be 
$0od from now on. 


\ i JHAT will be the state of business for automotive mer- 


The country is prosperous. Income taxes have been reduced 


one-fourth on payments made this year by the average tax- 
payer. The automotive industry has benefited specifically by 
a reduction of one-half in excess taxes on accessories, tires and 
other equipment. Complete removal of many other excise 
taxes has lifted a revenue burden from the people. A down- 
ward trend in commodity prices is reported by the Federal 
Reserve Board affecting practically all necessities except food. 
The average decrease from May, 1923, is reported as 6 per 
cent. The Reserve Board reports a great abundance of avail- 
able money, thus easing the money market to an unusual 
degree. 

Such conditions give the determined salesman with a useful 
commodity a wonderful opportunity to encourage and en- 
lighten his customers and to show them the advantages of 
making wise investments at this time. And the man selling 
automobiles has a commodity whose utility and reasonableness 
of price are universally admitted. 

At this point when the year is turning toward its final 
period and when motor car manufacturers are laying their 
plains beyond 1924 it is of value to find out what the leading 
men in the production branch of the industry think of the fu- 
ture. To describe these manufacturers, however, as being 
interested only in production is not exactly accurate. Their 
organizations are merchandisers as well and have an intimate 
contact with the retail field. 


To ascertain what the car makers look for in the next six 
months and why, Motor AcE asked them to write for it a frank 
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statement of their opinions, giving in as clear a manner as 
possible the reasons why they believe the industry will enjoy 
a good business from now on. On these pages we are re- 
producing some replies received up to this time. 





From H. H. Bassett, president of Buick 
Motor Co. 
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To the Editor of Moror AGE: 

With the improved prices of farm products and with the 
natural demand which there should be from larger and smaller 
cities due to delayed buying for the past several months, it 
would certainly appear to any sensible man that the automo- 
bile business the last half of the year should be very good in- 
deed. 

There is great promise of early settlement of the foreign 
situation through the medium of the Dawes plan and this 
should gradually formulate an outlet for certain farm products 
which will make even the present good prices considerably 
better without doubt. 

Our political situation seems almost as good as settled, for 
the majority of business men believe we will have as leaders 
our present President backed up by an unusually smart busi- 
ness man, namely, Mr. Dawes. 

I personally feel that business will be good not only for the 
next six months, but for three or four years to come for such 
automobile companies who make an absolutely sound and good 
car and to all dealers who will show the same energy in getting 
sales that competitors in other lines of merchandise are show- 
ing in their own community. The automobile merchant must 
not feel that he can wait for business to come to him. He has 
got to get out and go after it the same as every other mer- 
chant has to do in any other line of business and the harder he 
works, the better his financial return will be. 





From G. A. Kissel, president of the Kissel 
Motor Car Co. 











July 3, 1924. 
To the Editor of Moror AGE: 

I believe in spreading optimism if it is real optimism. I be- 
lieve it is equally wrong to publish a lot of statements merely 
to create an optimistic feeling if those statements are not 
founded on real facts and which facts in themselves if properly 
handled would bring the favorable results. 

I believe that we are facing certain conditions which if han- 
dled properly should bring very favorable results for all con- 
cerned in the automobile industry, therefore we should be opti- 
mistic because the possibilities are there if these conditions are 
handled properly. 

We all know that the dealer organization must be on a good 
sound basis and make money if the automobile industry as a 
whole is going to be kept in good condition for the future. I 
believe everybody is of that same opinion because it doesn’t 
take a lot of brains to figure that out. 

The question therefore is—What are the conditions that have 
put the dealers in the very bad financial position that they are 
in today and can those conditions be corrected? As I look at 
it I find those conditions under two heads, namely: 

(a) The policy of the manufacturers. 

(b) Proper analysis by the dealer of his own business. 

In referring to the first I believe the biggest part of the so- 
called problem can be answered right by the manufacturers 
(referring mainly to those who are building most of the out- 
put). They must recognize the fact that we have about 110,- 
000,000 people—that there are about 24,000,000 families—that 
there are only 225,000 wage earners earning $10,000 and over 
a year—that very few unless they earn over $10,000 a year 
can afford more than one automobile—that every family out 
of the 24,000,000 cannot own an automobile—that it is fair and 
conservative to figure that at least one-third can never own an 
automobile—that the potential market therefore ranges some 
place between 16,000,000 and 18,000,000 cars—that the number 
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of cars in use today is practically up to this market and there- 
fore it becomes largely a factor of replacement, which means 
trade-ins—that every used car traded in must again be sold 
and the party to whom it is sold is one of the approximately 
18,000,000 that go to make our market—that because of these 
and further analyses which can be made it brings us right 
down to the one important factor, and that is the manufacturer 
must recognize the limit of the market and must only produce 
cars in accordance to the possible market, therefore eliminat- 
ing from now on that over production which has been prevalent 
for sometime. 


By curtailing that production to meet the market conditions 
it will eliminate forcing cars to the dealers, causing them to 
pay excessive warehouse, interest and other charges which they 
should not be obliged to stand. It will also eliminate the ex- 
traordinary advertising and extraordinary sales effort, as well 
as very bad trades, in order to move those cars when the 
dealers’ bankers get after them and want the line cleaned up. 


It would relieve the dealer of that tremendous worry and 
burden and allow him to have his mind working toward better 
merchandising and a better analyzation and following up of 
his own business. 


Over production in any commodity always creates a very un- 
healthy condition, therefore if that is regulated properly, the 
balance is going to be very simple and very easy. 

The manufacturer should always wait in coming out with 
any new models if his dealers are loaded up with a lot of cars 
of the old models. This is particularly true if he comes out 
announcing a new model without being ready to make even 
deliveries on samples. It has a tendency to stop that dealer’s 
business until the customers can at least see the new models. 
The dealer’s expense, however, goes on just the same. 

Referring to the dealer’s analysis of his own business, I mean 
that there are at the present time a great many dealers who 
have been over organized and have a great many excessive 
expenses all based on a bigger business than he really is going 
to be able to do. If he will analyze his local conditions and 
start out with a figure which is reasonable and safe as to the 
number of cars that he can sell in his territory, he will have 
the proper starting point. This is very important because on 
this fair estimate will depend largely whether or not he is 
going to make money. After he has done that he should then 
carefully check every item of expense which is going to be 
necessary and then see whether or not that leaves him a mar- 
gin of profit. If it doesn’t, he should then arrange his ex- 
penses so that he will surely make a profit on the sale of this 
estimated amount. 

If conditions are better than he originally figures, he will be 
making some additional profit and that is what he should hope 
for. 

In other words, the dealer should budget his expense accord- 
ing to his sales and in that way be sure of making a profit 
practically as he goes along. 

By estimating his sales on a conservative basis and budget- 
ing his expenses it will also make him do such merchandising 
as is necessary to sell the product, while otherwise he may 
sort of feel his way along or just over estimate and in that 
way go along wrong both ways, winding up with a big deficit 
if the original sales were not forthcoming. 

If the dealer realizes that the factory is not going to force 
him to take a lot of cars beyond what he feels a reasonable 
sale should be, he can then conduct his business in a proper 
manner and can eliminate this extraordinary sales work and 
can make every trade a good trade and every deal a good deal. 
He can then have his second-hand car department at least 
break even and not be a loss to the new sales division. He 
can also create a good prestige in the second-hand car division 
because he can sell the second-hand cars at what they are 
worth and have a reasonable allowance for putting the second- 
hand car in good condition so the customer will be able to 
realize the proper amount of transportation when he does buy 
that second-hand car. Because of the fact that the future de- 
pends upon the sale of the second-hand car, nothing is more 
important than to place the dealer in a position where he cat 
sell the second-hand cars properly and with satisfaction to the 
buyer. 

If the dealer has fully analyzed his own conditions and rec- 
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ognizes that he must do a reasonable amount of merchandising 
to sell any commodity, he must remember that his sales and 
results will then depend largely upon the amount of work his 
organization puts back of it because when it is all said and 
dene it is the dealer who continually keeps after it that always 
gets his share and sometimes a little more than his share. 


sasically conditions throughout the country are sound. 





There is plenty of money. In fact, too much in the hands of 
the banks at the present time. The farm conditions are im- 
proved. In fact, compared with other lines the farmer is in 


generally good condition. Indications point toward at least 
fair crops and with it we can look to at least better than fair 
prices. Manufacturing of all commodities has been very much 
curtailed for quite some time, therefore the excessive stocks 
are rapidly becoming depleted. Foreign conditions are becom- 
ing adjusted and we are again beginning to do an export busi- 
ness. That is true even with respect to automobiles. Presi- 
dential year in the minds of the public usually means a poor 
year, but I believe it is quite set in the minds of plenty that 
President Coolidge will again go in and therefore establish that 
confidence that is needed at this particular time. In view of 
all this it seems that there is every reason to expect a gener- 
ally good business this fall, yet without any boom and by regu- 
lating ourselves to a fair business we can make it more profit- 
able than figuring on an excessive amount and not get it. This 
is the time of careful analyzation and figures, but with it there 
is no reason for the dealer not making money the balance of 
this year. 





From Walter C. Davis, president of the 
George W. Davis Motor Car Co. 











To the Editor of Motor AcE: 

Business is still good—for fighters and for those that go 
after it, and for those who have their organization well planned 
and established on an efficient basis and the proper capital 
and credit established over a period of years of consistent good 
management, and the outlook is bright. 

Sentiment throughout the Middle West is cheerful. The 
farmer is in the best state of mind since 1922. The United 
States Department of Agriculture says that in the immediate 
future farmers as a whole stand to gain from cheaper labor 
and material. 


While labor is not completely employed, the purchasing 
power of the country is in a healthy state. Savings accounts 
are increased and wages taken on the average for all trades 
and considered collectively, are high. 

The fact that this is a campaign year need not slow down 
all manner of business. In one respect, it gives the aggressive 
automobile dealer an advantage because less courageous com- 
petitors will settle back to wait for trade to pick up. 





From Alvan Macauley, president of the 
Packard Motor Car Co. 











July 3, 1924. 
Tu the Editor of Motor AGE: 

I have never felt more confident than I do now of a prosper- 
ous period ahead of the automobile business. The fundamental 
business conditions are sound throughout and there is an 
abundance of money which this fall will be available to move 
our crops and in other ways start the activities of commerce 





and industry that make prosperous times. 


I am not expecting a business boom. I hope it will not come 
because it is always followed by an unfavorable reaction. But 
I look for a steady, solid increase in the volume of business 
Which will be satisfactory to those who are able to make the 
most of it by enterprise and good business management. 

. While I believe the average automobile dealer is superior in 
intelligence and in activity to the general run of merchants, 
they yet have much to learn. Keen present-day competition 
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offers temptations to over allowance for used cars that too 
many dealers fall for. Too many dealers lose sight of the 
fact that when they exchange their new cars for an inventory 
of second-hand cars, taken in at high prices, they have not im- 
proved their position. On the whole, it still costs 15 per cent 
of the average price realized for used inventory, in selling ex- 
penses, which means approximately that to come out even on 
second hand cars they must be traded in at 15 per cent less 
than can be realized for them. 

The public has no right to expect or to receive more than 
the market value for the cars they sell to automobile dealers. 





From E. S. Gorrell, vice-president of Nor- 
dyke & Marmon Co. 














July 11, 1924. 
To the Editor of Motor AcE: 

Replying to your letter of July 1, in which you ask our opin- 
ion concerning the future of American business from now on, 
may we please say that we are “bulls” on the present business 
situation. 

Economic conditions in the United States are fundamentally 
sound. This fact, coupled with the known resources and help- 
ful attitude of the Federal Reserve System, make the business 
men of America thankful for the country in which they live. 


Even though this is a “Presidential year,” the political situ- 
ation has turned in such a way that the prevalent opinion is 
that business can now go forward. In Mr. Coolidge, the Re- 
publican nominee, business men see a leader who, if elected, 
will be helpful and not detrimental to prosperity. When the 
Democrats nominated Mr. Davis, business men felt that the 
Democratic party also had as their leader a constructive and 
progressive person. Any doubt or timerity that had existed, 
previous to the two conventions, in the minds of the business 
men of the United States, concerning the attitude towards busi- 
ness of our next government administration have now been 
decreased by the nominations of these two men, both of whom 
are constructive persons and not destructive individuals. 
Business now feels that the check-rein has been released from 
business and that it can automatically make progress. 


We, ourselves, have already felt this release of the pressure 
upon the reins of business. It is reflected in our sales. The 
actual sales made by the retail salesmen upon the firing line 
of Marmon business were greater in June this year than they 
were in June of 1923. So far this month, July is somewhat 
better than July of 1923. We must all remember that, when 
we are comparing this year’s results with those of 1923, we 
are making comparisons with the greatest year that the in- 
dustry ever had. 

Again I say, we of the Nordyke & Marmon Co. are “bulls” 
upon business conditions. We believe that the automobile 
business, like all business conditions in the United States, is 
on a fundamentally sound basis. It should and will proceed 
without uncertainty. To illustrate how much we believe in the 
future of business conditions, may we please say that our pro- 
duction plans from now on are bigger than they were in the 
first part of this year and even larger than they were in 1923, 
the largest year the industry has ever known. To be more ac- 
curate, our production plans for the future are larger than 
they have ever been in the 22 years this company has been 
producing motor cars. 

To make this possible, we have strengthened the man power 
of our organization, increased our financial resources, rear- 
ranged the entire tool equipment of our factory in order to 
make possible a larger and more economical production than 
we have ever before attempted. 


Our dealer representation has constantly improved both in 
kind of representation and in the completeness with which the 
territory is being covered. We now have a larger number of 
dealers than was ever before the situation with the Nordyke & 
Marmon Co. 

Although we are increasing our activities, our production, 
our efforts, and although the sun is, in our opinion, shining 
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more brightly on Marmon than it has ever before shone, we in- 
tend to work 100 per cent with the dealers and salesmen in 
our organization. We are giving considerable time to the edu- 
cation and sales effort of the individual man on the firing line. 
We are co-operating with the dealers from all angles of their 
business. We believe that no dealer should ever be overloaded 
with any motor cars. This has always been the gospel of the 
Marmon factory since its inception and it will be our policy 
during the future. We expect Marmon dealers to make money 
and every effort is directed to this effect. 

To sum up our thoughts, we believe that conditions are 
sound not only in the automobile businesses in the United 
States, but also in other businesses. We are strongly “bullish” 
on the business situation and we are backing up our judgment 
with the progressive plans which make the Marmon factory so 
active and our production plans the largest in our history. 





From B. J. Westcott, president of the West- 
cott Motor Car Co. 











July 5, 1924. 
To the Editor of Moror AGE: 


Because conditions in this country are fundamentally sound 
and because the motor car has established itself definitely as 
a necessity in our national life, the automobile business today 
offers an outlook to the progressive dealer that is brighter than 
it has ever been in the past. 

It would be foolish to believe that there will be no periods of 
slow sales in our industry. This is true in every other busi- 
ness and to an extent this fact may be a benefit. 

Nevertheless, year in and year out, the market for motor cars 
will continue to show a healthy growth, and the intelligent 
merchant who watches his business and keeps his house in 
order will make good profit and will keep clear of serious diffi- 
culties during any slow periods. 

The successful dealer operates on good business principles. 
He differentiates between big sales and big profits and watches 
the smallest details that go to make up his intricate business. 

Through a combination of conditions—poor weather, politics 
and other causes, it is only natural that a temporary slowing 
up has recently existed in all lines. This will not continue 
long. Our basic soundness is sufficient assurance of that. 

Our own estimate of the outlook, based not on optimistic 
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hopes but on careful analysis, indicates that we are returning 
to a substantial volume of business which will continue to in- 
crease during the late summer and fall. 





From Stewart McDonald, president of the 
Moon Motor Car Co. 








July 2, 1924, 
To the Editor of Moror AGE: 

We frankly believe that business has turned the corner. We 
believe the last six months of this year will be better than the 
first six months. We can see nothing but continued improve- 
ment ahead for the remainder of 1924 and think the year 1925 
will be the biggest year American business has ever seen. 


We base our belief on the following fundamental facts: 


Most of the political rumpus is about over. The rest is suf- 
ficiently over to be thoroughly discounted. It really doesn't 
make much difference whether there is a Republican or Demo- 
crat elected President. Both houses of Congress are now so 
non-partisan that the particular political party doesn’t make 
much difference. 


The United States is the richest country in the world; not 
only in money but in resources. The natural increase in popu- 
lation wealth is sufficient alone to cause business activity to 
go forward in an ever increasing rate or volume. 


The knowledge that has been acquired in the past twenty 
years in respect to agriculture is such that the present genera- 
tion of farmers have no fear of a country-wide crop failure. 

With such fundamentals as these to build business on there 
can be no question but what the structure will mount grander 
and grander with each succeeding month. 





From A. R. Erskine, president of the Stude- 
baker Corp. 











. July 2, 1924. 
To the Editor of Motor AcE: 

Replying to your letter of the Ist inst., will state that I ex- 
pect business to improve constantly from now on, because 
fundamental conditions are sound. Consumption of goods has 
been exceeding production for some months; merchants’ stocks 
are lower; money is cheap; grain prices have advanced, and 
the fall buying season is just ahead of us. 





Separate Entrance and Exit Here 


Drive in, order your parts from the seat of 
your car, and then drive right out through 
a separate exit. This is the unusual mer- 
chandising appeal of the Beedee Distribut- 
ing Co., Los Angeles replacement parts 
house, which recently entered its new home. 








The Beedee company’s new building is lo- 
cated near the point of a junction of two 
streets, which allows a complete drive- 
through from one street to another. The 
driveway is 20 feet wide, and as there is 
only one-way traffic, the customer can run 
his car up along the counter, get his order 
filled and drive on without ever getting up 
from his seat. By providing its own brand 
of “uttra fast service,’ the Beedee Distrib- 
uting Co. has been able to show a remark- 
ably increase in business during the last 
few months over the preceding period when 
its establishment was lécated on one of the 
principal streets of Automobile Row in Los 
Angeles, where it was difficult for custom 
ers to find parking space 
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Putting the Sell in the Battery 


Business 


Far Dealing Is the Foundation on Which the Neil Battery & Electric Co. of 
Canton, Ohio, Bult Up a Profitable Electrical Jobbing Business 


the manager of the Neil Battery & 

Electric Co., of Canton, O., “but 
there is just one way I can treat a cus- 
tomer and that is the way I would like 
to be treated. 

“When a test on a battery shows it 
to be in fair condition so that there is 
every chance that the owner of the car 
can get several months’ service from it, 
I tell him just that rather than give him 
the idea that it will go bad tomorrow. 
Of course we are thorough in our tests 
and use not only high rate discharge 
readings but cadmium tests as well, so 
that when we make a recommendation 
it is as near right as human skill and 
accurate instruments can determine. 


“Cars today should give the public the 
maximum of service for the money, and 
this should be equally true of the elec- 
trical system and battery. Of course the 
high pressure salesman will sell a bat- 
tery every chance he gets and he may 
have success, if you wish to call it that, 
but if the sale is not absolutely right 
from the customer’s standpoint as well 
as from ours we do not want that sale. 
In fact, while a sale may occasionally 
get away from us by working this way, 
yet we feel that the good-will built up 
by this method of fair dealing is respon- 
sible for the rapid growth of our busi- 
ness.” 


7 KNOW I lose some sales by it,” said 


The idea of playing the game square is 
not a new one, but it is interesting to 
see it as the basis of a successful busi- 
ness. George C. Muckley is the man 
who insists on this idea being embodied 
in every deal, for he is the chief stock- 
holder, president and general manager. 


Hardly four years have elapsed since 
the business was first conceived, at 
which time Dave Neil went in with the 
Exide battery man, to handle the electri- 
cal work. After a year or so, the Neil 
brothers and George Muckley established 
a shop of their own, taking on U. S. L. 
batteries on a franchise which gave them 
Seven counties around Canton in which 
to build up their business. 

Many a shop would have let it go at 
that, selling batteries whenever ordered, 
but not taking the initiative to push the 


sale in their territory. Not so with the 


Neil Battery & Electric Co., for perceiv- 
Ing that a,real success in business in- 
Cluded sales volume as well as shop 
Work, the battery business was pushed 
among the garages and small shops 
around Canton and thereby hangs a tale. 


No sooner was a garage battery cus- 


BY A. H. PACKER 








The parts department. 


Packages shown ready for shipment are sealed with tape which 


carries the concern’s trade mark 


tomer obtained than the question would 
be asked, “What sort of outfit can I get 
to charge batteries?” That question was 
answered by taking on a line of charg- 


ing equipment so as to make a profit on 


both the battery and the device which 
kept it in condition. One thing lead to 
another until the rectifiers were accom- 
panied by motor generators, then came 
charging clips, meters and a comprehen- 
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Locking from the entrance toward the rear. 


The exit is at the back of the shop, opening 


on a side street 


sive line of similar items, until at present 
the following lines are handled: 

Weidenhoff products, battery parts, 
charging clips, Tungar rectifiers, Mohawk 
rectifiers, Marshall constant potential 
motor generators, Jewell meters, Ambu 
battery equipment, Besco_ products, 
Purox torches, products of the Reliable 
Parts Manufacturing Co., U. S. L. bat- 
teries, Heine pullers, Scott & Ewing 
pullers, Thompson undercutters, Wilson 
Ford coil tester, Burton Rogers products, 
Lamp bulbs, Cutler Hammer switches, 
E. A. Horns, Bronze bushings, Kilark 
fuses, Hoyt meters, Flat-lite reflectors, 
American Bosch shock absorbers, Wind- 
shield cleaners, Spark plugs and ignition 
outfits, armature rewinding service, as 
agents for a Cleveland concern, and 
Atwater Kent radio equipment. 


The last item in the list is one that is 
ercdited with keeping up the volume of 
winter sales which equaled the best sum- 
reer months, radio sets being stocked 
heavily in December, the stock being cut 
down in the spring on account of the 
feeling that possible changes in radio 
design may bring out new types of equip- 
ment for next winter’s business. For 
the spring and summer, the practice is 
therefore followed of keeping in stock 
enly one set of each type, ordering an- 
cther set when a sale is made. 


With sales developing in such a sub- 
stantial manner, some men, less sincere, 
tight have made the fatal mistake of 
noglecting the local service needs, but 
satisfaction to the car owner and fair 
dealing were still upheld as the founda- 
tion on which the rest of the business 
structure must stand. 


“Not only do we do the best sort of 
job,” said Mr. Muckley, “but we guaran- 
tee our work for 90 days, and with us a 
guarantee means something. 

“Tt means we stand back of our work 
and the parts we put in, although we do 
not guarantee parts which were not re- 
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placed. If an armature should develop 
a short after we had done other work 
on the machine, we would not consider 
that we were responsible, but if new 
bearings which we had installed had 
given trouble, and due to their failure 
the armature had rubbed on the pole 
pieces and burnt out, then we would fee] 
responsible and would make the whole 
job right without additional charge to 
the owner. 

“Another way that we build up eood- 
will is by backing up the manufacturers’ 
90-day guarantee on new equipment. The 
standard guarantee, of course, refers to 
replacement of parts which are defective, 
but the makers of electrical “equipment 
expect us to supply the labor necessary, 
and we are glad to do this on account 
of the friends we make. Some electrical 
shops may charge for this labor, but we 
do not believe in doing guarantee work 
that way. 


“We are strong for well-advertised 
lines and for official service, for we find 
that customers will come to us for genu- 
ine parts even when they could get other 
parts cheaper. This is probably due to 
campaigns which have been carried on to 
educate the public, and also to the ex- 
perience sometimes encountered where a 
replacement part does not fit just right, 
so that the time spent in adapting it to 
the job more than offsets the apparent 
saving.” 

Then the question was asked as to 
whether any trouble was experienced in 
getting the right men and keeping them 
and the answer was an emphatic “No.” 

“Because we adopt the policy of pay- 
ing fair salaries and keeping the men 
even when the season is slack. Then 
when the rush comes we have a loyal 
crew on which we can depend. The car 
owners are given the best possible serv- 
ice, and again you have a reason for the 
good-will built up for this organization. 





The electrical shop includes good equipment for repairing and testing 
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“Our superintendent has been at this 
sort of work for over ten years. Another 
man has been at it about five years and 
the rest are also well fitted, two of our 
employes being expert engine men as 
well as being versed on electrical trouble 
shooting. For this reason we are able to 
tell the difference between carbureter 
trouble and ignition trouble, also to give 
suggestions as to engine repairs that 
may be needed, all of which makes cus- 
tomers that come back. 


Flat Rate Electrical Charges 


Perhaps the most notable thing about 
the way the electrical work is handled 
is the fact that flat rate for labor per- 
formed is used to the practical exclusion 
of the hourly system. Some have said 
that it can not be done, but the Neil 
Battery & Electric Co. not only use the 
system in their own shop, but gladly 
give out information to the garages and 
shops in the surrounding territory. With 
their system there is a definite charge 
for repairing generators and starters on 
various cars, if the machine must be re- 
moved and installed and a lesser charg 
if the machine is brought in. 

Of course the work of repairing may 
vary somewhat, for occasionally field 
coils may have to be changed which may 
take more time, while in other cases the 
repair may be quite simple, but it is felt 
that the all around satisfaction given 
makes the system worth while, and con- 
tributes to the success of the whole busi- 
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ness and especially to the promotion of 
sales on which profits depend. 


INTERCITY BUS LINE 

KEWANEE, Ill., July 12.—The Public 
Service Bus Company, 818 Jefferson 
building, Peoria, Ill., has been incorpo- 
rated with $20,000 capital to operate 
buses between Peoria and Kewanee and 
Peoria and Canton. Stockholders are 
George E. Sadler, Orin L. McCord, Erle 
W. Thompson. 





Columbia Motors Brings Out the Tiger 


NEW model called the Tiger has 
A been put into production by the 
Columbia Motors Co., Detroit. The car is 
essentially a sport roadster with a tor- 
pedo deck in the rear. A roomy, fully 
upholstered and comfortable extra scat 
for two folds into the rear deck when 
not in use. A step makes this seat easy 
to enter or leave. The hood and cowl 
are finished in Pharoah yellow, the body 
in Rameses yellow with green bcdy 
molding. The fenders and splash apron 
are in black. 

The Tiger is equipped with practically 


ernest 


The Tiger, latest model to be added by the Columbia Motors Co. There is an extra seat 
for two in the torpedo deck 


every convenience possible, including 
balloon tires, disc steel wheels, snubbers, 
combination stop and tail light nicke - 
plated radiator nickel-plated head lamps, 
motometer, bar lock, automatic wind- 
shield wiper rear view mirror cigar 
lighter, step and scuff plates, frcnt 
bumper, divided rear fender bumper, 
spare tire and cover, windshield winzs, 
pistol grip spot light, transmission Icck, 
rear fender parking light, tonneau comn- 
partment light and the Rumbo runni-g 
board cover. 
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GMC Dealers Sell 354,098 
Cars of 379,950 Total Stock 


Company’s Report Under New Pol- 
icy Indicates Retail Surplus Was 
but 25,492 July 1 


NEW YORK, July 14—As promised, 
the General Motors Corp. has inaugu- 
rated its new policy of issuing monthly 
reports not only of sales to dealers by i's 
various units but also retail sales made 
by the dealers themselves. This is an 
innovation in the industry which will te 
in the nature of a barometer showing ac- 
curate trade conditions month by month. 

General Motors has for some time been 
reporting on dealer stocks, but June 
is the first month in which retail deliv- 
eries have been included. The comb na- 
tion report shows that General Motors 
for the last three months has been fol- 
lowing a policy of not overproducing, 
keeping production well in hand so 
dealers might have a chance to move 
their stocks without being asked to take 
more than they could safely handle. 

Units of General Motors, as shown by 
the report, pushed production hard for 
the first three months, thus accumulat- 
ing a surplus which enabled their deal- 
ers to stock for the spring demand. 
When the anticipated business did not 
develop because of weather conditions, 
production was materially cut. Figures 
for June show that retail sales were 
twice dealer deliveries, 33,983 being ab- 
sorbed by dealers, while 66,146 cars 
were bought by consumers. 

For the first six months of the year, 
General Motors units sold 354,098 cars to 
consumers and 379,950 to dealers, which 
would indicate that on July 1 dealers had 
only 25,492 cars in stock. Figures for 
1923, for the same period showed 97,181 
retail deliveries as against 408,985 dcaler 
sales. In this connection it should he 
recognized that 1923 was the largest year 
the industry yet has experienced. 

The report on retail sales for the first 
six months of 1924 and for correspend- 
ing periods in 1923 and 1924 is as fol- 








—_ 1924 1928-1922 
January ...... were 33,295 30,464 11,520 
February ............ 50,008 41,448 14,795 
ii. | ee 55,845 74,137 29,615 
) i as . 89,610 97,667 48.353 
BE nakenninsors 84,686 89,317 51.98% 
1. eee 66,146 75,952 47,058 
1 | re 379,590 408,985 203,324 

Sales to dealers: 

1924 1923 1922 
A | | or 61-398 49,162 6.C88 
February ............ 79,668 55,497 20869 
hal, rns 75,484 71.669 34.082 
 iiciacapivicicnntin’ 58.500 75,822 4047+ 
DR aisceicntncxnoannte 45.985 75.393 46.736 
IY Siicsecieicteceecs 33.983 69,708 48,541 
Me sitneien 354,098 397,181 206,790 


It will be noted from the above that r>- 
tail sales for the first half of this year 
are 93 per -cent of the corresponding 
period of the previous year. 
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This Tire Store Didn’t 
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Beauty and dignity were present here but the only merchandise for sale was two lines of tires. The place didn’t attract 


customers. 
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Pay— 


Exclusive Establishment, Although High Class, Had Forbidding Atmosphere 
W hich in Many Cases Served to Scare Customers Away 


vent of William B. and George W. 

Kluge, the South Side Tire & Rub- 
ber Co. in Chicago, had been regarded 
with a sort of fear by the tire buying 
public of that section of the city. It 
was spoken of in that tone of voice that 
is not good for a transportation store, 
for, it was “high priced” and “high 
class.” 

The average car owner looked at it as 
he passed, remarked about the beautiful 
windows and interior, but never stopped. 
Decorating had been overdone. No one 
will deny that the rooms of the South 
Side Tire & Rubber Co. under the old 
management were worthy of Marshall 
Field & Co. and no one will deny that 
this did not have the effect of making 
the name mean as much in its way as 
that of the famous State street store. 

But in only this one thing did it re- 
semble the Field establishment. In its 
merchandising policies, it was as far 
removed from State street as the Chicago 
White Sox are from a world’s champion- 
ship. Under the old regime, the tire 
company boasted but two lines of tires 
and no accessories, save, of course, a 
jack, a pump and a gage. 

It scoffed at price cutting, ignored the 
“syp” and went on for a while in peace- 


. INCE its inception, and until the ad- 


By JAMES V. MALONE 


ful solitude to awaken one day and find 
that it had awakened too late. The beau- 
tiful windows, like a set in Mr. Ziegfeld’s 
Follies, had failed to stir the money lying 
restlessly in the pockets of the city’s tire 
buyers and then came the change. The 
Kluge brothers made their appearance 
as managers of the South Side Tire & 
Rubber Co., and almost immediately 
there was a noise like Rip Van Winkle 
must have made when he tore himself 
loose from the effects of his pre-war 
stuff. 

The Kluge brothers grabbed this busi- 
ness from the brink of failure and in a 
few short weeks set it aright and are 
plugging away, making money and 
friends. The venture of these men was 
not at all an easy one—they were up 
against an unexampled condition. 

They were up against an even harder 
thing than breaking in on new territory 
or in taking hold of a place that had 
been run by irresponsible men, for they 
had that “high-priced, high-class” opin- 
ion to remove from the minds of their 
customers. 

Also, they had the “gyp” to contend 


with, and while we want to make this 
story the story of how the Kluge brothers 
did the whole thing, we want to feature 
how they coped with with gyp—it is a 
story, told by George W. Kluge, that will 
interest every honest merchant in the 
automotive business. 

Scared away by the aristocratic ap- 
pearance of the South Side Tire & Rub- 
ber Co. under the old management and 
having heard the whisper of high prices, 
people were not interested in the change 
in management. They naturally assumed 
that it would continue under the same 
policy. 

They had been drawn to the lair of the 
“gyp” where they bought their merchan- 
dise at what they thought were reduced 
prices and they seemed satisfied. But no 
sooner had the Kluge brothers come in 
than they remodeled everything. 

What is now a sales room had formerly 
been a lounging room where easy chail’s 
were placed here and there in an inviting 
array with flowers and vases and statues. 
But these came out and the transforma- 
tion was not long in working its way to 
the windows. Realizing that the people 
who should have been their customers 
had been attracted to the gyp store by 
lying low prices for inferior merchan- 
dise, and, in some instances for standard 
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—But This Brings in Profits 
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A complete line of automotive accessories was installed and attractively displayed along with tires. Now the business pays. 


Transformed Into a General Automotive Store with Quality Matched Against 


“Gyp” 


merchandise, the Kluge brothers, vet- 
erans of the tire business, decided to put 
into practice a few of the “gyp’s” tactics 
but in an honest way. 

They determined to mark down their 
goods, too, and to sell cheap tires or 
rather to advertise cheap tires. Signs in 
their windows soon told buyers that they 
could buy tires and accessories there at 
the same prices as they paid at the “gyp” 
house. 

The difference was that in buying at 
the South Side Tire & Rubber Co., people 
bought from a responsible house, a house 
that was known as high class and there- 
fore a house that would stand behind its 
merchandise. 

Just how the “gyp” gets by was no 
puzzle to the Kluge brothers. They had 
Studied his methods and discovered that 
he is just a born merchandiser with no 
honor or principles. There is nothing 
wrong with the way a “gyp” entices busi- 
hess into his store—the wrong is in the 
way he does business. 

_Every seller of merchandise in every 
line of business at times advertises bar- 
gains. There are items which he sells 
habitually at lower prices than are listed, 
but this does not mean that he is a “ gyp.” 
It is simply a good way of attracting 
buyers, of getting them to come in, 
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Here’s How to Handle the Gyp 
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Once inside the store, if the merchant 
is a good salesman, he will not let a cus- 
tomer buy cheaper materials but will en- 
deavor to sell him quality. If the buyer 
insists on the cheaper material, he is sold 
and either he is told that what he buys 
will not make the showing that the better 
stuff would or he knows that the house 
will make it good. 

With the “‘gyp,” who “plunders” stand- 
ard goods and, upon getting customers 
within his store, puts all his energies on 
moving inferior goods, representing them 
as first class, the difference is readily 
seen. The Kluge brothers, therefore, ad- 
vertised cheap tires but they did not sell 
them. Rather, when a buyer, attracted by 
a $7.50 tire in the window, comes in and 
asks about it, he is told about the tire 
and a comparison with the better mer- 
chandise made. 

When the customer sees the difference, 
he buys the better tire. This is salesman- 
ship. The Kluge brothers have never 
sold a cheap tire because people can be 
reasoned with—they can be shown the 
difference and when they see it, they 
realize that the merchant is on the 


Tactics, It Draws a Paying Trade 


square and they not only buy the better 
thing but also come out feeling that that 
man is honest and means to do the right 
thing. 

But what of the customer who insists 
upon the cheap tire? Would the Kluge 
brothers sell it to him? Would they tell 
him that it was not “guaranteed” and 
would they make it quite plain to him 
that they would not make it good? 

Yes and no. They would sell him the 
cheap tire but they would tell him that 
they would make it good. In doing this, 
they would make a friend. Then, when 
the cheap tire fell apart or otherwise 
proved its unworthiness, the customer 
would bring it back. With the utmost 
courtesy must this customer be handled 
for one word will either make him a 
friend or an enemy. 

He would be reminded in the most 
courteous manner that the tire was a 
cheap one and, of course, could not stand 
the abuse that a better one would. But 
the Kluge brothers would make the cheap 
tire good and by so doing gain the ever- 
lasting respect and confidence of that 
customer. 

The customer would then reason it out 
for himself: the cheap tire had proven 
itself just that—he had made a mistake 
in buying it, He should have taken 





18 


Kluge’s advice and bought the better one 
—well, the next time, he’d listen to 
Kluge, for he was a fellow who not only 
knew his business but was on the square 
about it. 

The Customer Is Edueated 

Thus, the customer becomes educated 
—he sees the folly of cheap goods and is 
saved forever from the lies of the “gyp.”’ 

But what do the Kluge brothers do 
about the “gyp” who “plunders” standard 
goods—the man who boldly advertises 
spark plugs that everyone knows sell for 
60 cents, at 49 cents? The Kluge broth- 
ers have an answer for this, also. It is 
this: sell the plug at 49 cents, or rather, 
advertise it at 49 cents. But when a cus- 
tomer comes in and asks for it, SHOW 
HIM A PLUG of another make and talk 
its quality until the customer buys it at 
the regular price. 

Again, the “gyp’s” tactics are applied 
honestly. Where the gyp would try to 
sell an inferior plug at the advertised 
price, the honest merchant must sell a 
good plug at a profit. It is nothing more 
or less than being a good, honest sales- 
man. 

When you talk to George Kluge, you 
can see why he is a success. He is a 
salesman of the highest type—a salesman 
who would rather not sell than let the 
customer go out with the wrong impres- 
sion. He radiates honesty. 

It all resolves itself into this: You can 
lead a horse to water but you can’t make 
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The Building of the South Side Tire & Rubber Co., where a change recently took place 


him eat fire-crackers. People have always 
been attracted by bargains. Croesus, 
that famous financier of the dim and dis- 
tant past, would today jump at a sale of 
golf knickers at $2, just the same as the 
most rabid fan, and he would probably 
be fooled by “gyps” into buying cheap 
rims for his chariot, too. 

People are only attracted by ads of 
cheap goods—-if the right salesman gets 
hold of them, they will always buy the 
better stuff or go without. 

The shop of the South Side Tire & 


Rubber Co. is the conventional tire re- 
pair shop, as one can readily see by hold- 
ing the thumb here and casting an eye 
over the accompanying illustrations. 
The men are not garbed in spotless 
gowns, but that means that they are 
working. The floor is not polished but it 
is not a dance floor. The crust of oil and 
grease means that cars have been in 
lately and, having gone their way must 
needs have left behind a few of the pretty 
yellow and silver and green things for 
which it is said wars are fought. 





The shop is not like a movie set, but it is full of work 








Ca 
Hik place for a garage, storage and 
repair, is not “half-way”; it should 

be either in the residence district or in 

the business district, is the opinion of 

O. L. Allen, who has a storage garage 

and repair shop in the shadow of down- 

town office buildings. He suggests that 
garage space can be shown to be worth 

a certain number of dollars more, the 

closer the garage is to large buildings. 
His own garage, at 905 Baltimore ave- 

nue, Kansas City, is 100 feet from the 
entrance to one large office building, and 
within a block of several others. He has 
secured $2.50 a month more on storage 
than garages located two blocks away; 
the occupants of these buildings pre- 
ferred to pay that extra $2.50 a month, 





than to walk the extra two blocks to the 
other garages. These other garages are 
now getting the extra $2.50 also, because 
large office buildings have risen within 
a block of them, 

Mr. Allen suggests that more garages 
will be installed in the heart of the city— 
his own business program seeming to be 
one cue. He has leased for 25 years, two 
rather decrepit structures; and in a few 
years will rebuild. The storage charges 
are one earning factor; the really big 
money-maker being the repair shop. He 
services practically all the cars he stores 
on day storage—and in the case of many 
of them, has carte blane from the owners 
to see that any work necessary is done. 
Every month he accomplishes the com- 


ty Garage Downtown Gets Much Repair Business 


pletet overhauling of many cars, doing 
the work a few items at a time, during 
the days, while the owners are in their 
offices, and having the cars ready for the 
owners when they call in the evenings. 
He maintains that the city-center garage 
can get much more of such work to do 
from day storage cars, than can the 
residence district garage that stores the 
car at night. And he contends also that 
the downtown garage is surer of 100 per 
cent occupancy of its space, than is the 
outside garage. 

However, his chief comparison is be- 
tween the locations midway, and at either 
end of the line. The garages half way 
downtown, he says, are not increasing 
their repair business. 
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A Simple Follow-Up System 


Method Recommended to Its Dealers by Willys-Overland, Inc., Said to 
Greatly Increase Retail Efficiency 


an up-to-the-minute check on 

prospective purchasers is recog- 
nized as a valuable item in the equipment 
of the successful automobile dealer. The 
tendency in installing such systems is to 
make them so complicated that they be- 
come expensive to operate. 

The Willys-Overland Co., however, has 
recently recommended a system to its 
dealers which the sales department as- 
serts will repay its cost many times the 
first year it is used. The system is 
called the Rand Willys-Overland sales 
follow-up system and is made by the 
Rand Co., Inc., North Tonawanda, N. Y. 

The recommendation of this system is 
a part of the intensive selling assistance 
being rendered Willys-Overland mer- 
chants by the factory sales department. 
In this connection it is significant to 
note that the factory reports deliveries 
by its dealers in May this year were 20 
per cent greater than in the correspond- 
ing month last year, in spite of the gen- 
erally slowed up condition of automotive 
retail sales as compared with a year ago. 
The method of checking up on retail de- 
liveries is by means of a coupon which 
the dealer returns to the factory. 

Complete Deseription of System 

A complete description of the follow- 
up system is given by O. P. Kilbourn, 
assistant sales manager of Willys-Over- 
land, Inc., in a recent issue of the com- 
pany’s house organ, the Willys-Overland 
Starter. Mr. Kilbourne describes the 
system and its use as follows: 

“The filing system and method of sales 
follow-up used by the merchant of today 
must be flexible. It must show the sales 

manager or dealer 


Ari follow-up system to keep 
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notebook. Conditions change too rapidly. 
Prospects must be followed more closely, 
worked harder, seen oftener and closed 
or ‘killed’ more quickly. 

“More people must be seen per day. 
The time is past when a salesman can 
afford to waste his time calling day after 
day on people who have no immediate 
intention of buying an automobile. We 
must concentrate only on live prospects 
—people who we know will buy an auto- 
mobile some time within a period of the 
next two or three weeks. And we must 
have more of these live prospects. 


“Realizing, then, the need for a mod- 
ern, up-to-date retail filing system which 
would speed up sales, permit a more 
careful study and analysis of each pros- 
pect, and insure greater efficiency on 
the part of the salesman, Willys-Over- 
land, Ine., has designed a new standard 
retail filing and sales follow-up system 
which marks a distinct step forward in 
this phase of automobile merchandising. 


“At once apparent are the advantages 
possessed by this new filing procedure. 
The sales manager or dealer can observe 
at a glance the number of Overland 
prospects and number of Knight pros- 
pects. At the same time he can tell, 
accurately, the proportion of open and 
closed car buyers, the prospects to whom 
a demonstration has been made, the date 
of the next call, the number of people 
upon whom the salesman is calling that 
day. 

“The daily work sheet has been elim- 
inated, since all the information it con- 
tained for the salesman’s guidance was 
the name and address of the buyer, and 
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the model of car he was interested in. 
Substituted for the work sheet is the col- 
ored salesman’s daily report card, which 
contains all the information found on the 
master card, besides the record, in the 
salesman’s own handwriting, of the re- 
sults of the previous interview. 

“This daily report card is handed to 
the salesman on the morning of the day 
the prospect has been marked for follow- 
up. The report of the interview is writ- 
ten on the card by the salesman, who 
turns it in at night to the sales manager. 
The report of the interview (not ‘D. N. S.’ 
or ‘Not at home,’ or ‘Busy—see tomor- 
row,’ but actual interviews) is then 
transcribed upon the master card, the 
daily report card replaced in the pocket 
back of the master card, and the blue or 
yellow date signal then is moved ahead 
to the day specified as the date of the 
next call. 


Flexible for All Needs 

“With the new standard Willys-Over- 
land system there can be no lost pros- 
pects, no overlooked appointments, no 
laxity in reports on the part of the sales- 
man. A real check can be maintained 
upon the number of demonstrations and 
the degree of energy with which the 
salesman is following up each prospect. 
“The system is flexible enough to fit 
equally well the needs of the largest mer- 
chant in the biggest cities, employing 
from 10 to 30 salesmen, or the require- 
ments of the dealer whose yearly con- 

tract only calls for twenty-five cars. 
“There is nothing experimental in the 
procedure we are offering you. Some of 
our best and larg- 
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and these salesmen 
have all increased 
their earnings 
through the use of 
the Rand _ visible 
card records. 
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This card is the holder for the salesman’s report card. It is called the master card and 
contains information which gives the sales manager or dealer at a glance the complete 


story of the negotiations with the prospect. 


These cards are hinged and lie flat in a drawer 


with the lower tab of each visible 


able to secure a greater degree of effi- 
ciency from its salesmen. L. S. McPhail, 


president of the company, is most out- 
spoken in his praise of the filing system, 
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and states that more salesmen can be 
handled, and watched more carefully, 
that less clerical effort is required with 
the new procedure than was ever pos- 
sible with the old-style box file. 

“Clark, at Utica; Miller-Lee Motors, 
Inc., at Rochester; Aspey-Barr Motor 
Co., at Meadville, Pa.; Leonhardt-Geller, 
Toledo, and scores of others have used 
the visible filing system for their pros- 
pects and have found that it increased 
their business and reduced their over- 
head expense. 

“The only way a dealer can increase 
his business is to establish more points 
of contact with the buying public, and 
by asking more people to buy. This 
must be done systematically, and this 
new standard retail filing and _ sales 
follow-up procedure will assist him to a 
greater degree than anything else we 
know of.” 

The system is made in four different 
sizes, No. 1 for dealers with 50-car con- 
tracts; No. 2 for those with 100-car con- 
tracts; No. 3 for those with 200-car con- 
tracts, and No. 4 for those with 400-car 
contracts. The prices range from $17.94 
to $148.30. 





Short Haul Freight and 
the Motor Truck 


(Editorial in the Chicago Evening Post.) 


OME months ago officials of one of 

the leading railroads of the country 
considered the effects of motor truck 
competition on railroad short haul freight 
and found it far from a blessing. Small 
freight houses within an easy radius of 
big industrial centers found the volume 
of shipments cut far below normal ex- 
cept on rainy days, while the old stand- 
ards of maintenance and personnel had 
to be maintained at a correspondingly 
high overhead. 

The motor truck, obviously, had sev- 
eral advantages in its competition for 
freight. The upkeep of the roads over 
which it traveled was paid for either by 
municipalities or the state. The num- 
ber of operations necessary for making 
deliveries were one-quarter those neces- 
sary under the old system of truck-to- 
rail-to-truck-to-consumer delivery. 

So the railroad executives experiment- 
ed with a thirty-two-mile strip of right- 
of-way between Downington, Pa., and 
Philadelphia, Pa. They turned over the 
entire volume of short-haul shipments to 
a motor company on a contract basis, 
using the stations, freight houses and 
similar railroad properties as the hend- 
quarters for the new service. 

The effect of the novel combination of 
truck and rail was watched with interest 
by traffic experts all over the country. 
The results, as shown over a conclusive 
period of time, have been the elimination 
of the local way freight train with its 
interference with through traffic; a more 
prompt movement of less than carload 
traffic, and a moderate but worthwhile 
saving in operating costs. 

If further proof were needed of the 





success of the experiment, it may be 
found in the operation at present by the 
road of twelve units, or zones, of motor 
truck operation, involving a total dis- 
tance of nearly 500 miles. In every in- 
stance the motor truck routing is handled 
by direct contract with local companies, 
rather than by an attempt of the railroad 
to maintain its own garages. 


The officials of the rail system are now 
seeking a way to introduce motor trucks 
in handling less than carload freight in 
receiving yards and terminals. They 
would also like to use motor trucks in 
the creation of a package freight service 
which would pick up a small shipment 
and deliver it at the door of the con- 
signee. 





All-Steel weed on Packard 





The Packard car illustrated above is equipped with an all-steel body which has been under 
development for quite a while by the Pullman company and represents an experiment to 


show what can be done in an all-steel construction for automobile bodies. 


Probably the 


most interesting feature of the body, which is built up entirely of pressed steel parts over 
pressed steel structural members, is the fact that the body is a rigid structure in itself a 
does not depend upon the chassis for any of its stiffness, that quality, in fact, is augmente 
by the structural strength of the body. The all-steel body naturally lends itself very well 


to processes wherein the finish is baked on at very high temperatures 
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Accessories will be displayed in the windows where car owners getting gas can see them 


Just Starting His Transportation Store 
The Experience of a Garage Employe Who Grasped the Opportunity to Get 


game” as we say, taking the hard 

knocks, working for someone else, 
keeping his eyes open, sometimes to get 
an idea to use later in his own business, 
sometimes to get them full of oil and 
dirt from a fender overhead. Bitter and 
sweet, good and bad, he had seen it all, 
had saved up a bit, so that when his 
chance came to run his own place, he 
jumped at it, confident of his own abil- 
ity, but not too confident, for in reading 
the copies of Motor AcE that had come 
to the shops where he worked he had 
learned that running your own place 
meant much more than appeared on the 
surface. 


Pe: ten years he had been “in the 


Significant, perhaps, of his study of 
business fundamentals, was the fact that 
he wrote the letter here shown, realizing 
his need of all the help he could get, 
and it was with a feeling that I could 
learn from this young man as well as 
Possibly give him an idea or two, that I 
drove up there, not so long ago. 

The day was fine, the roads good and 
we made it there by 11. Gas tank was 
still doing well, but I wanted to see how 
he treated customers, so without saying 
who I was I pulled in and stopped by 
the pump. Then as he finished filling 
her up, I confessed the purpose of my 
Stop. He smiled and invited me in and 
together we had a talk both pleasant 
and helpful. 


“First thing I did when I opened up,” 


in Business for Himself 
By A. H. PACKER 


he answered, when I asked if he had any 
way of keeping track of his expenses and 
receipts. “I got a cash register, but the 
model I got first doesn’t give me enough 
information, so I ordered another which 
should be here in a few days. I’ve seen 
enough at places I’ve worked to show me 
the importance of accounting. Would 
you believe it, at one place where I 
was, they didn’t have enough informa- 
tion to know how to make out their tax 
reports.” 

“That’s the stuff,’ I answered, “you’re 
on the right track, for something of that 
kind is surely needed, whether it is a 





To the Editor of MOTOR AGE: 

I have opened up a service station 
here and would appreciate very much 
any suggestions you people might 
make to help me get the public ac- 
quainted with my place. I have been 
a mechanic for ten years but this is 
my first business venture. My busi- 
ness will be gas, oil, washing, greas- 
ing and accessories. 

I have read the MOTOR AGE 
stories from time to time on the 
“transportation store.’ That was my 
idea when I started this station, but 
I do not know just how to go about 
it, and no doubt you will be able to 
offer some suggestions and they will 
be appreciated. 

Hoping to hear from you soon, I 
am, 

Very truly yours, 














card system of accounting, or books that 
some bookkeeper starts for you and 
keeps up in his spare time, doesn’t much 
matter, just so you know where you are 
and which way you are headed, and in 
figuring the profits each month do not 
forget to charge in your salary as an 
expense, just the same as you would if 
you hired some one to run the place.” 


Then we talked of other things. 

It seemed that the corner on which his 
place of business stood was owned by a 
man who had put up a number of indi- 
vidual garages and in front had put the 
gas station. 

“No gold mine in that alone,” said the 
proprietor, “but before long they are 
going to widen this street some 30 feet, 
then this gas station comes out and a 
real garage goes in, and the owner of 
the place has offered the garage to me 
if I stand by and run the gas station in 
the meantime. That will give me a 
chance to get used to running my own 
business while the amounts involved in 
each transaction are comparatively 
small. Then when the big deal goes 
through I will know what to watch out 
for. 


“Take the question of credit risks, for 
example. It’s hard to say ‘no,’ but I hope 
to get so hard-boiled that I will be able 
to say it to my best friends, especially 
when they try to stand me off until Sat- 
urday, without my knowing what par- 
ticular Saturday they may happen to re- 
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fer to. Just the other day I got stuck 
for some four or five dollars. Fellow 
drove up and asked to have his car 
greased, then had me wash it and fill ’er 
up with gas, then asked if Saturday 
would be all right as he only had 50 
cents. Isn’t much you can do in a case 
like that except grin and say ‘Sure!’” 

Many men operating their own shops 
are up against the same proposition, and 
lose because of their own good nature, 
and the deceitfulness of some human be- 
ings. I wonder how many garage men 
realize that for every bad job on which 
no pay is received, they have to do ten 
good jobs to just break even, because of 
the fact that the average profit on a job 
coes not exceed 10 per cent when over- 
head items are considered. If this fact 
were more clearly realized, there might 
be more service shops making money. 

How to Get Folks to Come 

“And how am I going to get folks to 
come to me, and then to come Lack 
again?” was the next question the young 
proprietor asked, for while he had his 
ideas on the subject he wanted to see 
what I had to Say. 

“The coming again part depends on 
you mostly, on how well you treat your 
customers and what inducements you can 
offer that will make them go out of their 
way to come to you. The first time, how- 
ever, is another question. Advertising 
has much to do with that, but it must 
be the right sort or it will not pay. One 
method is the movie slide, which is com- 
paratively inexpensive but brings results. 
Another method is the circular sent to a 
selected list of car owners, but you must 
not expect that the day following the 
showing of a slide or the distribution of 
circulars, that you are going to find a 
line up of customers at your door in the 
morning. The local newspaper also is 
a profitable medium. 

“The first movie slide is soon forgotten 
and the circular goes quickly into the 
waste basket, but that does not mean 
that it is wasted. Say something, make 
it brief and snappy and get your name 
in big type so that it leaves a mental im- 
pression. Then in two weeks follow it 


with another circular to the same list. 
Keep it up and you will hammer home 
the idea that you are in business. 

“How about tires?” I asked him. 

“Not so good,” he said, “for in this 
town we have an automobile factory in 
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The first greasing rack 
in town. The slogan, } 
“You pay for greas- - 
ing whether you get 
it or not,’ should put ~~ 
it across 


which half the town works, and those 
who do not work there have friends that 
do, and they all get their tires at such 
low prices that there isn’t much money 
in that line.” 

“Well, then, you have accessories of 
other sorts that you can sell, and one 
idea that goes over big is the bargain 
article for one day only. Men as well as 
women will go out of their way and 
spend time and gasoline to get for 89 
cents or 73 cents an item which usually 
sells for a dollar. To sell all goods at 
cut prices would not be desirable or 
profitable, but to run one-day specials is 
certainly a method of getting people to 
come to you. Even if you make little or 
nothing on the special article, you have 
a chance to sell some other item on 
which there is a good margin of profit. 

“Suppose, for example, you run tire 
gages as a special. Then show the pur- 
chaser a can of tire patching equipment, 
«a blowout patch or a new inner tube. If 
he is in the market for one item he prob- 
ably is for others and you have a chance 
to make a sale on which there really is a 
profit. 


What Turnover Means 


“Not a small size apple pie, but the 
‘apple sauce’ for all that, and it takes 
but little crust to make the profits roll 
in when the idea of turnover is: put to 
work. Take the case of a tire patch, for 
example, which may sell for 50 cents and 
may cost you a quarter. It represents a 
50 per cent profit figured from the sale 
price. Suppose you only had a dollar, 
and you invested it in four such patches, 
and held the price to 50 cents, while at 


The gas station and 

portables will some 

day give way to a real 

transportation  - store 
and shop 
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department stores they were selling for 


35 cents. Suppose further that you ony 
sold out your tire patches once a year, 
You would then make a dollar on you 
dollar every year. 

“Now let us assume that with the price 
cut to 35 cents you could sell out your 
patches each month or twelve times a 
year. Then while the profit on each sale 
has been reduced, the actual revenue 
from this dollar would be $4.80 a year 
instead of $1 a year. 

“This illustration does not mean, of 
course, that you can cut the price of 
everything to the bone and clean up, for 
unless the sales increase to make up for 
it, you will lose instead of make. It does 
explain the method, however, of making 
low prices bring in profits, and shows 
the need of studying your territory and 
the needs of the motorists in it.” 

The Only Grease Rack in Town 

“It’s a funny thing,” said the proprie- 
tor, “that the only grease rack business 
I’ve had is from salesmen _ driving 
through from Chicago. They just drive 
up on the rack, sit readin’ a paper as il 
getting their shoes shined and expect me 
to dig right in and fix up the car, and! 
certainly go to it and grease ’er up. The 
folks around here, however, never come 
in, they’re not used to having their cars 
greased.” 

“Seems to me that’s a big opportunity 
rather than anything else,” I said. “It 
gives you something to talk about in your 
circulars that you send out every week 
or so and you can keep hammering al 
them on the greasing idea until it finally 
soaks in, and if you can think of a slogan 
of some sort to use on each circular, and 
then put a sign over the rack with the 
same slogan on it, you will link your 
circulars with your place of business.” 

“That’s right,” he replied. “And I a 
ready have a slogan which is somethings 
like this: “You Pay for Greasing Whether 
You Get It or Not.’ I intend to put tha’ 
slogan on every bit of paper I send out.” 

There wasn’t much else to be said, 8° 
I kept still, but it is safe to predict that 
if this young man keeps on in the dirc¢ 
tion he is heading he will not only make 
a go of his gas, oil, washing, greasins 
and accessory business, but will al‘? 
learn enough so that he will be the mail- 
tenance man in his town when the neW 
garage replaces the gas station. 
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Standardization Throughout Chassis Is Feature 
of New Kelly-Springfield Truck Models 


its models K-380 and K-39 with 

newer models of the same 2144-ton 
capacity known as K-76 and K-75, re- 
spectively. The outstanding feature in the 
design of the new models is the stand- 
ardization of design throughout the en- 
tire chassis, the use of similar size bolts 
and bushings wherever possible and the 
almost entire elimination of rights and 
lefts in parts. These features not only 
lessen the production cost and speed up 
production, but also simplify the parts 
stocking problem to a great extent and 
reduce the amount of capital invested in 
parts by nearly 50 per cent. 

The K-75, which replaces the K-39 
overhead drive, and the K-76, which re- 
places the K-380 worm drive, are com- 
plete new designs throughout. The great- 
est change is in the location of the radi- 
ator which is in front of the engine in- 
stead of at the rear. All the other mod- 
els of the Kelly-Springfield line, however, 
still retain the radiator in front of the 
dash. 


JK its motets 6-280 has replaced 


The older trucks had a 5% in. tapered 
frame of vz in. stock and the engines 
were 3%x5\4%4. The new models have 
larger four-speed transmissions of 5-7 
pitch gears and also larger driveshaft 
universal joints. The engine sizes on the 
new models are 4144x5% .in giving a pis- 
ton displacement of 312 cu. in. 

With the exception of the radiator side 
panel there are no right and left cast- 
ings on the truck. The frame is per- 
fectly straight, 7 in. deep with 3 in. 
side flanges and 14 in. stock. The stamp- 
ings are, therefore, exactly alike. There 
are six cross members in the standard 
length trucks and seven in the long 
Wheelbase truck, the stampings for 
which are all the same. The top and 
bottom flange of the cross members are 
enlarged to form a gusset, while the face 
of the cross member is bent around at 
the end forming a flap, all of which 
forms a riveting area of generous pro- 
portions. The four front spring brackets 
areall alike. The four rear spring brack- 
ets are also alike and the two front spring 
shackles and the four rear shackles are 
identical. This is accomplished by mak- 
ing the front spring 3.in. wide, the same 
as the rear spring. The spring pins are 
148 in. in diameter and there are six of 
these on the front and eight on the rear, 
making a total of fourteen to a truck all 
alike. The front and rear axle spring 
clip plates are also the same identical 
casting, and the clutch and brake pedals 
are the same. 


The driveshaft connecting the clutch to 
the searset is the same shaft used in the 
K-41, 34%-5 ton models and the universal 
Joint assembly is the same as in the 
K41 with the exception of the overall 
length. By reversing the bracket which 
fastens the steering gear to the dash the 





The new Kelly-Springfield truck 


location of the wheel in respect to the 
driver’s seat can be altered 2 in. 

In order to compensate for the wave of 
the truck frame there is a heavy coil 
spring which holds down the radiator at 
each side of the rear of the engine and 
also at the rear of the cab. These six 
springs are all alike. The front and rear 
spring brackets and shackles are of the 
saw slot and clamp bolt construction 
and the bolts used to clamp these parts 
are also used to clamp the rocker shaft 
levers, steering gear trunnion bracket 
and steering mast bracket, making a 
total of 36 bolts all alike on each chassis. 
Another constructional feature that is 
somewhat unique is that the rear frame 
is so designed that when it is necessary 
to cut it off for short frames, the cross 
member serves aS a rear cross member. 
The bushings used in the front and rear 
springs and front and rear shackles are 
all alike. 

The standard electrical equipment 
consists of a Delco generator with 19 
plate Exide storage battery and electric 
tail light, ammeter, dash light, headlight 
and electric horn. A starter can be fur- 
nished at extra cost in which case the 
starter button is located just about the 
floor board on the dash. By such an 
arrangement it is unnecessary to dis- 
connect wires when removing the floor 
board. The electric headlights are 
mounted on the outside of the cab near 
the front and the headlight wires run 
through a drilled hole in the dash giv- 
ing full protection. The horn is operated 
by a button located in the center of 
the steering wheel. 


A radiator guard and substantial oak 
bumper armored with % in. steel pro- 
tects the radiator and front end of the 
truck and both may be removed by tak- 
ing out the bolts which fasten them to 
the frame. 

The K-75 has an overhead drive axle 
of the internal gear type and disk steel 


wheels, while the K-76 has the worm 
drive rear axle with wood wheels as 
standard equipment. Spoke type steel 
Wheels are $30 additional. 

The price of either model is $3,600, 
from which $100 is deducted for the open 
seat. The chassis weight is 6,200 lbs. for 
the K-75; 6,300 lbs. for the K-76. The 
body allowance on both models is 1,500 
lbs., and the normal load for both mod- 
els is 5,000 lbs. The engine is of the 
four-cylinder L head type, with cylinders 
cast in pairs, with a horse power rating 
of 28.9. 

The intake and exhaust manifolds are 
on the right side of the eugine and are 
cast in a unit making an exhaust heated 
intake with three different adjustments 
for hot, warm and cold intake pipe. The 
water pump is of the centrifugal type, 
and the fan is 18 in. in diameter driven 
by a 1% in. belt. 

Lubrication in the engine is by full 
force pressure system using a gear type 
oil pump. The oil pressure is adjustable. 

The carbureter is Zenith 14%, in. with 
automatie air cleaning device and igni- 
tion is furnished by an Eisemann mag- 
neto. A governor of the centrifugal type 
is standard equipment. The fuel feed is 
by gravity system from a tank with a ca- 
pacity of 25 gal. 

Water circulation is obtained by a posi- 
tively driven centrifugal type pump and 
the capacity of the radiator and engine 
combined is 7 gal. The radiator is of the 
fin and tube type. 

The steering gear is of the cam and 
lever type, the steering column being 
surmounted by a 20 in. corrugated hand 
wheel. The steering column is on the 
left side with throttle lever and mag- 
neto lever directly in the center. The 
accelerator lever is located on the front 
floor board. The clutch is of the dry 
single plate type, a Borg & Beck make, 
12 in. in diameter. 
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Close Limit Interchangeable Type Federal Mogul Bearing 


Simplifies Installation and Service 


bearings to obtain a proper crank- 

shaft fit, is umnecessary with a 
new bronze-backed, babbitt-lined bearing, 
known as the “close limit interchang- 
able” type, which has been developed and 
patented by the Federal Mogul Corp., De- 
troit. The elimination of this operation, 
which results in important time econ- 
omies in both the engine manufacturing 
plant and the service station, is made 
possible by the design of the bearing 
and by the close limits to which it is 
held in manufacture. 


In the manufacture of the bearing, it 
is pressed or sprung into a slightly ellip- 
tical shape just before the splitting op- 
eration. In the latter operation, the cut 
is taken along the longer axis of the 
ellipse. As a result, the inside and out- 
side diameters of the bearing at the 
split, are from .004 to .005 in. longer 
than they would be if the halves were 
semi-circular, as shown in Fig. 1. For 
the finishing operation, the halves are 
held in a cylindrical fixture which ex- 
actly duplicates the bearing seats in the 
engine in which the bearing will be in- 
stalled. This fixture temporarily springs 
the bearing back into a circular shape. 

The next operation is the finish 
broaching of the hole. Considerable ex- 
perimental work was necessary before 
the desired results were obtained here, 
but a broach was finally developed that 


Ave reaming or broaching the main 
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Left, diagram showing that bearing diameters are longer on the split. 


gives the necessary accuracy and at the 
same time imparts a mirror-like finish 
that is said to be superior to that se- 
cured with a reamer. The finish cut is 
extremely light. The broach is shaped 
so the halves are relieved by from .0005 
to .0015 in. at the split so that there will 
be no possibility of binding at this point. 
The tolerance allowed on the inside 
and outside diameters, and on the wall 
thickness, is .00025 in. and consequently 
the inside and outside of the bearing a 
practically oil-tight joint at the split 
when they are assembled in an engine. 
When the bearing is installed, the up- 
per half is pushed into its seat in the 
crankcase. The lower half is put into 
the bearing cup and secured with a 
dowel. No set screws are needed to hold 
the upper half as, when the cap is tight- 
ened, the lower half holds it securely 
in piace. The crankshaft is then in- 
stalled without any intermediate ream- 
ing or broaching operation. It is evi- 
dent that the use of this bearing neces- 
sitates accurate machining of the crank- 
case and caps as, if the seats are out of 
line, the bearings will also be out of line. 
However, the experiences of several car 
manufacturers who are using this bear- 
ing in regular production, indicate that 
the desired degree of accuracy can be 
obtained in these operations without 


i 


any material increase in manufacturing 
costs. 

The method of installing the bearing 
greatly simplifies replacement as this 
work can be done without removing the 
crankshaft. ‘To replace a bearing, it is 
simply necessary to remove the cap. The 
lower half is removed in the usual man- 
ner and the upper half is replaced by 
using the new part to push the old 
around the crankshaft. When the new 
upper half is in place, the old will either 
drop or can be picked off. This method 
of replacement is possible because the 
upper half is not secured to the crank- 
case. Furthermore the accuracy of manu- 
facture makes roaming or broaching to 
secure a proper fit on the crankshaft, un- 
necessary as had been pointed out pre- 
viously. Inasmuch as proper clearances 
are obtained, no difficulty is encountered 
in starting an engine that is fitted with 
new bearings of this type. This is an 
important advantage as service stations 
frequently set the bearings up so tight 
that it is necessary to tow the car to get 
the engine running. 

The bearings are interchangeable and 
consequently it is not necessary to make 
sure that each bearing cap is replaced 
in the position from which it was re- 
moved when the engine was _ disas- 
sembled. 





The other view shows the mirror-like surface of the bearing 











23 YearsAgo ThisWeek In Motor Age 


(From MOTOR AGE cf July 18, 1901) 
Preparations for Big Kun 

NEW YORK, July 15.—Walter H. 
Sterns, the expert employed by the 
Buffalo run committee of the A. C. A., 
has returned from a trip over part of 
the course beyond Albany, having been 
engaged in making arrangements for the 
accommodation of the chauffeurs over 
the stage of the great run. Mr. Stearns 
will start to-morrow over the course be- 
tween here and Albany, checking dis- 
tances and measuring grades’ with 
odometer and gradometer, 


Secretary Butler hopes to get at least 
25 members, which is a quorum, to run 
into town for the special meeting of the 
A. C. A. on Wednesday to consider some 
amendments to the constitution and the 
federation of automobile clubs scheme. 


An Automobile House 


For the last week a house on wheels 
has haunted Wabash avenue, Chicago. 
It is now at Sixteenth street, having 
occupied several days in proceeding a 
mile or so. It is an automobile affair 





belonging to George Washington, of 481 
Wabash avenue. 

It is propelled by a 40-horsepower 
gasoline motor, and is intended for 4 
home for its owner and his wife during 
their wanderings about the country. At 
old street car has been rebuilt for the 
body of the house, to which are added 
an observation and operating platform 
at the front end, surrounded by larse 
windows. and a porch in the rear. The 
machinery is mounted on a heavy steel 
frame, the whole weighing about four 
tons. 














ng 
lis 


1g 














July 17, 1924 





MOTOR AGE 





aa 





Hudson Coach and Seven-Passenger 
Phaeton Now List at Same Price 


Both five-passenger Hudson coach and 
geven-passenger phaeton now list at 
$1,500, a reduction of $50 in the price 
carried by the former having eliminated 
the differential between the two models. 
Prices on both Hudson and Essex lines 
have been revised slightly and balloon 
tires have been made regular equipment 
on all models. The new and old price 
schedules follow: 


ESSEX 
New Old 
Price Price 
5-passenger phaeton........ $900 $850 
CUGON:  ccicuscndeesandeeneins 1,000 975 
HUDSON 
{-passenger speedster.... 1,400 1,425 
7-passenger phaeton ...... 1,500 1,500 
i) ON te eee ee eee R 1,500 1,550 
5-passenger sedan .......... 2,150 2,145 
7-passenger sedan .......... 2,250 2,145 


This is the first time in the history 
of the automobile business that the price 
differential between closed and open 
models has been entirely eliminated. In 
explanation of this departure, it is stated 
that reductions in manufacturing costs 
on the Hudson coach, have made it eco- 
nomically possible to sell it at the same 
figure as the phaeton. 


The new tire sizes are 31x5.25 in. and 





The Hudson sedan, priced at $2,250 


the Essex and 33x6.20 in. on the Hud- 
son. Both chassis are continued with- 
out change with the exception of minor 
alterations made necessary by the new 
tire equipment. Small changes have 
been made in the bodies of both lines. 
In the coach models, the square window 
corners have been replaced with fillets, 
and the Hudson running board splash 


guards now have a pressed panel. A 
hardly noticeable change has been made 
in the shape of the Hudson radiator, the 
top curve being slightly more rounded 
them formerly. The seven-passenger 
sedan is an entirely new body but it does 


‘not differ materially from its predeces- 


sor except that it is somewhat longer 
to provide greater leg room. 





The Hudson Coach (left) and the Essex Coach 








~ Gray Goose Traveler Latest in Wills Sainte Claire Line 


The latest body style to be added to 
the line of Wills Sainte Claire cars is 
the new Gray Goose Traveler, a close- 
coupled, five-passenger sport model tour- 
ing. The lines are new, low and har- 
monious. The sides of the body are 
higher which, in addition to enhancing 
the beauty of line, gives the passengers a 
feeling of comfort and security. The top 
is collapsible with top boot and top irons 
furnished as standard equipment. The 
body is finished in Wills Sainte Claire 
gray, with a carmine stripe on the double 
molding which extends from the cowl 
completely around the back of the car. 
Top, running gear and fenders are jet 
black. 
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The Gray Goose Traveler 
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Views of the Kansas City 
Race 





Jerry Wonderlich carrying a cane as 
a result of his recent injuries, serves 
as assistant starter 








Lining up for the 
start 
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An infield view of the race 
crowds 
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OF AUTOMOTIVE INTEREST 
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Names left to right, officials and drivers at Kansas City Speedway, July 4, 1924: Shannon C. Douglass, Missouri, representative, contest 

board, A. A. A.; Wade Morton, Miller Special; Earl Cooper, Studebaker Special; Harry Hartz, Durant Special; Harlan Fengler, Durant 

Special; Joe Boyer, Duesenberg Special; Ernie Ansterberg, Duesenberg Special; L. L. Corum, Duesenberg Special; Louis Wilson, 

Vail Special; Bob McDonogh, Miller Special; Peter De Paolo, Duesenberg Special; Fred Comer, Durant Special; Antoine Mourre, 

Mourre Special; Bennett Hill, Miller Special; Tommy Milton, Miller Special; Jimmy Murphy, Miller Special, Frank Elliott, Miller 

Special; Ora Haibe, Schmidt Special (did not start); Jerry Wonderlich, assistant starter; H. V. Zimmerman, chief scorer, Fred 
Wagner, starter 
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French actors and actresses hold motor races—the winner, shown 
here, was picked because she wore the prettiest gown and drove 
the brightest car 
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At the sign of the Horse and Transportation. In Rosedale, Kansas, - 
this smith still displays his horse and thus encourages much This might be called the “Essex Six Pullman” for it is made up 






automobile service his way as quickly and comfortably as a berth 
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Get Profit From Your Business 
\ A JE like to talk in big figures in.our commercial life. 

Some of the biggest figures in the world today are 
connected with the automotive industry. There are auto- 
mobile dealers doing a volume of business in dollars that 
would make the town’s leading drygoods merchant feel 
like a racket store proprietor. And yet in many cases 
the automotive merchant complains of no profit. 

Perhaps the large mail order houses have preached the 
doctrine of immense volume and small margin of profit 
too emphatically. At any rate there seems to have been 
planted in the minds of many persons in the automobile 
business the idea that the way to make money is to do a 
big business—the bigger the business the more money. 

It doesn’t always work that way. 

It is true that a large volume enables operating cost 
and overhead per unit of merchandise to be cut down, all 
other things being equal. But things are not always equal. 
If there is a small net profit per unit a large volume may 
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result in the accumulation of sufficient profit to make the 
business a paying one. But even then the earning power 
of capital must be considered. 

When the price per unit only equals the cost of the mer- 
chandise delivered into the customer’s hands volume 
ceases to mean anything. It may be increased tenfold 
and still the merchant is merely a philanthropist—serving 
the public without return to himself. If the price per unit 
falls below the cost of delivering the merchandise into 
the buyer’s hands volume merely means that the merchant 
will go broke sooner. 


Volume is a false god. Profit is not a matter of how 
much can one sell, but of adequate percentage of profit 
on each item of merchandise that passes through the store. 
If the automobile dealer wants profit let him look to per- 
centage rather than volume. 





A Valuable Business Barometer 

HE recent report of retail sales for the first six 

months of this year issued by the General Motors 
Corporation shows that consumers purchased 93 per cent 
as many cars of General Motors made in the first half of 
1924 as in the corresponding period of 1923. The retail 
sales this year exceeded by a comfortable margin those 
of 1922. The deductions to be drawn from this report are 
a good antidote for pessimism. The unusual character of 
the year 1923 must be recognized and when the products 
of as large a corporation as General Motors maintain re- 
tail sales within seven per cent of last year’s it is a good 
sign of the healthy condition of the industry. 





The Road Made. Easy 


Pvc notable changes in the equipment of new 
cars is the trend toward the use of balloon tires as 
a regular thing. This indicates that the trial of the iow 
pressure tires of large air content thus far has proved 
highly satisfactory. The smoothing of the road, giving 
more comfort to the passengers and adding life to the car, 
seems to be the greatest accomplishment of the balloon 
tires. There is no doubt of the need of the best engineer- 
ing assistance in the elimination of road shocks. City 
streets are almost universally worse today than many of 
our highways. ‘Traffic is so heavy that streets paved a few 
years ago according to the best standards of the time are 
rapidly wearing out and public revenues do not seem to 
keep up with the demands for reconstruction. Balloon 
tires and other devices that ease the way are a part of the 
answer. 





The Show Window 

N important part of merchandising consists in prop- 
A erly displaying one’s wares. The automobile indus- 
try has been especially conspicious for interesting and 
attractive window display. The car itself, when new and 
dressed up, is so much a thing of beauty that it may stand 
alone and draw the eyes of all who pass. But progressive 
merchants go further and build around the vehicle a scene 
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that frequently silently demonstrates its vast utility for 
the recreation and profit of the human family. 

Seasonable window displays are among the most attrac- 
tive and can be used to create a genuinely compelling 
desire for ownership of an automobile. It is compara- 
tively easy in the summer time for the car dealer to sug- 
gest by means of window display how the car may be used 
to take the family to the beach, to the mountains or across 
the country for life in the healthful open air. 

The season is at hand now when touring has its strong- 
est appeal to the American people and early reports are 
that the modern gypsies are many times more numerous 
than in any previous year. The first requisite to the full 
enjoyment of the pleasures of touring is the car. The 
desire exists in the people and only needs stimulating. A 
good show window will help to it. 





A Word From the Manufacturers 

ONDITIONS prevailing in the automotive industry 
‘. today are the concern of the smallest dealer as well 
as the largest manufacturer. Business is good, but on the 
whole not as good as last year, which might give rise to 
an unjustified feeling of depression. To one who logically 
analyzes basic industrial and economic conditions in the 
country the future cannot look other than bright. 

There is in this issue of Motor Ace a leading article 
devoted to the opinions of some of the leading manu- 
facturers in the industry as to the immediate prospects 
for the next six months. What these men have to say 
is of interest to the whole industry and to other industries 
as well. These men do not look for a boom, and a boom 
would be unfortunate. What they look for is a continued 
market for a very considerable volume of motor vehicles 
which they propose to manufacture on standards as high 
as, or higher than, any which have heretofore existed. 

The retail dealer’s problem is to handle the business at 
a profit. A slight reduction in volume should not by any 
means deprive the good dealer of his profit. Making 
money in boom times is, or should be, easy, but the real 
test of the successful merchant comes when he has to 
fight for business and watch his expenses in order to 
come out with money in the bank. There are some mighty 
good fighters in the automobile business and the times 
are at work making others. 


Give Them “Quality” 
A SALES manager speaks. He happens to be sales 
chief for one of the large automobile producing 
Organizations whose observations of business condi- 
tions are always worth attention. 

What he says, substantially is this: That the “buy- 
ing mania” of war time and years immediately follow- 
ing is a thing of the past- The American citizen has 
quit making extravagant purchases with closed eyes 
and is once more demanding quality, or in other words, 
his money’s worth. 
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This sales manager visualizes a clear-cut picture of 
a situation actually existing. We witnessed an orgy 
of spending some time back which likely will not be 
duplicated for time to come. Americans, with their 
overnight war-time millionaires and others suddenly 
treated to an unprecedented feast of prosperity, spent 
wildly and thoughtlessly for a season. They bought 
anything at any price without counting cost. Such is 
the way usually with those who are new to affluence. 
Prosperity often goes to the head and throws one’s 
judgment out of balance. 


But many of these Americans have come back to 
earth and others are following them. It is a good 
thing for the country generally that these high-flying, 
wild spending days are being left in our wake. Sane 
spending and thoughtful spending is best for all con- 
cerned. 

The fact that this turn of things has come, however, 
stands as a warning to all concerns engaged in mer- 
chandising projects. 


”? 


Do not forget that the demand for “quality” is rising 
constantly to a higher level. And that is as it should 
be. A passenger car for which $2000 is asked should 
be made worth $2000. The accessory for which $10 
is demanded should be a good ten dollars worth. 
Besides being “right” this policy is necessary—neces- 
sary to success; and it is becoming daily more neces- 
sary. 





“They All Do It” 
mM HEY all do it,” is one of the oft’ quoted alibis 


of the service station. The new car owner upon 
bringing in his car for some slight adjustment en- 
counters an indifferent attendant who says, “Oh, don’t 
bother about that—they all do it.” Satisfied, the cus- 
tomer may go out but when he hears this alibi time 
after time, he is apt to think that his make of car is 
pretty bum. 


Make the adjustment the owner asks and remember 
that they don’t all do it. 





Use Up the Used Cars 
|i, wee is a good time for the dealer to clean out his 


stock of used cars. The season thus far has shown 
a fair demand for traded-in cars with the result that many 
dealers are not so heavily stocked with them as they have 
been at this time in other years. Industrial conditions, 
too, which have injected a note of caution into buying have 
stimulated a fair demand for used cars among persons 
who otherwise might have been expected to buy new cars. 
These buyers, of course, can be reached as having with- 
drawn only temporarily from the new car market. They 
may expect to enter it again within a year and it is possible 
that good salesmanship might induce them to step forward 
in a much shorter time. 
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Eliminating Double Fila- 
ment Bulb in Ford 
Headlights 


Q.—In the June copy of Ford Owner 
and Dealer, someone sent in the following 
suggestion: To do away with the double 
filament bulbs in headlights, used a Ford 
dimmer reactance coil, part No. 8 92AX, 
as used on non-starter Fords. One wire 
from each headlight is grounded and two 
wires from the coil are connected to the 
junction block, one wire to dim and one 
to bright. The third wire on coil is left 
free. In this way 6-8 volt, double contact 
bulbs of any desired candlepower may be 
used. What is your opinion on this? Will 
this coil stand continual switching back 
and forth as encountered when driving on 
country roads or steady burning on dim 
as in city driving.—Chas. M. Saylor, 528 
E. Fulton Street, Columbus, Ohio. 

We believe that this system will work 
all right, but that you have made one 
mistake in stating the suggestion. With 
two wires from the dimmer reactance 
coil connected to the junction block you 
would have no connection at all to the 
headlights. We believe that the third 
wire instead of being left disconnected 
should be connected to the headlight ter- 
minal which is not grounded. Then if 
you turn the lights to the bright position 
current goes to the junction block and 
without appreciable resistance to the 
headlamps, while if you turn the switch 
to the dim position current will go to the 
junction block and through the circuit of 
the reactance to the headlights. 


This whole idea, however, is a rather 
cumbersome and difficult way of doing a 
simple job. In the first place the re- 
actance coil is designed for use on alter- 
nating current and with magneto current 
it is quite effectual. Used with direct 
current from the battery, however, it 
only has the effect, due to its natural 
resistance and the iron core has no ac- 
tion whatever. This scheme also involves 
grounding the head lamp which means 
a change in the wiring which takes time. 


We assume that the reason for this 
change would be to get away from the 
possibility of having the small filament 
in the double bulb burn out and then 
have a bulb which would light in the 
bright position, but which would not 
operate in the dim position. The same 
effect can be obtained without even 
changing bulbs by simply connecting a 
dimming resistance from the side ter- 
minal to the headlight terminal at the 
back of the ignition switch. 


Then when the switch is turned to 
the bright position current will go the 
big filament as formerly and when turned 
to the dim position current will go to 
the side terminal and then through the 
dimming resistance to the large filament, 
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The Readers’ Clearing House 


HIS department is conducted to 

assist dealers and maintenance 
station executives in the solution of 
their problems. 

All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer te be published, which 
sometimes occurs several weeks late, 
depending upon the space available. 

Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 

Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 

Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 

Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 

Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
tion in conference. 














as the same filament is assumed to be 
burned out no current will flow through 
that particular wire. This method in- 
volves no change whatever in the wiring 
and a dimming resistance is doubtless 
cheaper than the reactance coil sug- 
gested. In fact a piece of iron wire such 
as stove pipe wire could be wound up 
into a coil and connected on back of 
the ignition switch. 


CASTOR OIL IN GAS TANK 
Q.—What would be the effect of using 
pure castor oil in the gasoline tank pro- 
portioned, say one pint to five gallons? 
Chas. M. Saylor, 538 E. 
Columbus, Ohio. 


We are unable to state definitely, but 
it is doubtful whether any ill effects 
would result providing the castor oil 
were thoroughly mixed with the gasoline. 
Gasoline is not a good solvent of castor 
oil and for best results it would neces- 
sitate that the mixture be thoroughly 
agitated in order to keep the oil in sus- 
pension. 


Fulton street, 
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Measuring the Growler’s 


Growl 


Q.—We have been receiving Motor Acez 
since April 17, 1924 and have on file all 
copies since that date. We have paid par- 
ticular attention to your Reader’s Clear- 
ing House, and thought you could prob- 
ably solve a problem which has bothered 
us for some time.. We have as part of 
our electrical equipment a growler which 
we use for armature work, but we are 
not entirely satisfied, especially with the 
test used to find open circuits—namely, to 
judge by the brightness of the flashes at 
the commutator bars while shorting the 
commutator with a piece of hack saw 
blade. We thought that an instrument 
with a dial or gauge of some sort, prob- 
ably reading the resistance of each cir- 
cuit would show up trouble a lot easier 
and better. If this can be built, will you 
send us instructions and diagram to build 
it or if it can be purchased reasonably 
give name of concern we can buy it from 
and the price. We would prefer to build 
it ourselves if possible-—Marx & Stampa, 
1717 Chambers street, Milwaukee, Wis. 

One method of checking for open cir- 
cuits while using a growler is to use a 
pair of head phones, similar to those 
used in radio. It may be that better re- 
sults will be obtained if you have a pair 
of phones of comparatively low resist- 
ance. As you know radio head phones 
use higher resistance than would be 
used on an ordinary telephone. The 
connections from the phone are connect- 
ed across various pairs of commutator 
bars, while the armature is in _ the 
growler. For example, if a coil is shorted 
there will be practically no _ voltage 
across the commutator bars and the 
noise in the phones will be very low. On 
the other hand, if the armature is in good 
condition there will be the same buzz in 
the phones at each pair of commutator 
bars. Care must be taken to keep the 
phone terminal contacts in the same rela- 
tive position, turning the armature but 
maintaining the position of the contacts, 
so that the same condition will be en- 
countered in testing around the arma- 
ture. 


If a pair of bars is tested where an 
open circuit exists the noise in the 
phones will be abnormally loud for in- 
stead of having the voltage of one coil, 
you will get the voltage all the way 
across the armature sending alternating 
current through the phones. Another 
method of making a test which is made 
on the same general principle is to have 
an alternating current voltmeter, con- 
nected just as the phones would be con- 
nected, and in this case, of course, the 
variation is in the reading rather than in 
the sound produced. Testers are on the 
market operating on both of these prin- 
ciples and names of concerns makins 
them will be given by letter. You can 
write to them and get full information 
and prices, 
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Setting Generator Main 
Brushes 


Q.—I have two of the electrical articles 
by A. H. Packer, published by Motor AGE 
in 1921. These are the Ford and Dodg 
and are the best I have ever seen. Would 
like to have the rest of the series, if it 
possible to obtain them. Send list of 
what you have and the price. In replac- 
ing brush holder in Ford generator, how 
do you determine the proper position? 
Furnish names of some firms making test- 
ing equipment.—Charles A. Hydell, 162 
E. Water street, Chillicothe, Ohio. 


We regret that we do not any longer 
have copies of Motor AGE dating back to 
1921. However, in the Bill Fixit series, 
running every three or four weeks in 
Motor AGE, you will find electrical infor- 
mation on one subject after another 
which should enable you to handle elec- 
trical work on any car. It is, of course, 
desirable in working on any car to have 
the wiring diagram with that car and if 
you do very much work along these 
lines, it might be well to supply yourself 
with one of the wiring manuals on the 
market. To properly locate the main 
brushes when repairing a Ford generator 
you need to have the third brush lifted 
from the commutator while a battery is 
connected to the frame and to the ter- 
minal of the generator. 


This will allow battery current to flow 
through the armature only and there 
will probably be a tendency for the 
armature to turn, or else a slight tend- 
ency for it to turn in the normal direc- 
tion. You can then tighten up the 
screws so as to hold the main brushes in 
this position. The proper location of the 
third brush is, of course, the one which 
gives the desired current output. Names 
of concerns making testing equipment 
will be given by letter. 


MARMON PINION PULLER 


Q.—Would you inform me what kind of 
tool the Marmon people use to take the 
drive pinion off the end of the drive shaft. 
I have had to overhaul several Marmon 
rear ends and on a couple of them I was 
compelled to send to the Marmon distrib- 
utors to have the pinion removed, as you 
know the drive shaft cannot be removed 
from the drive shaft housing until the 
pinion is removed. The Marmon makes 
one puller to remove these pinions and I 
know that it came from the Marmon fac- 
tory but it is only a piece of forged steel 
bent around in such a way so as it will 
go in behind the pinion and has about a 
5g in. screw in the center of the forging 
but these do not bring the answer and I 
believe that they use some other tool 
that with more power can be exerted on 
the pinion. I have a Manley press and 
several pullers such as the Cranemake. 
I would like for you to advise me what 
methods the Marmon service stations use 
if you possibly can.—Harper’s Garage, 
Blanchard, Penn. 


The pinion puller which you saw in 
the Marmon shop is used in practically 


all Marmon shops throughout the country 
to remove the pinion. When one con- 


siders the pressure that can be exerted 
on a % in. screw without stripping it, 
it is not difficult to understand how the 
regular Marmon Puller will remove even 
obstinate pinions. 
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Deciding Whether to Build One Story or Two 


Plan on page 31 


Q. We have an option on a piece of 
vacant property in Ogden. Our option ex- 
pires August 1, 1923. We should appre- 
ciate having you review the enclosed 
sketch and the points enumerated in this 
letter getting your reply to us sometime 
in advance of expiration of our option. 
On car sales, floor space would be wanted 
for five cars. Accessory, tire and battery 
sales floor should be about twenty feet 
wide by fifty feet deep. On side where 
accessory sales floor is located would be 
office about eight feet by twelve feet. In 
machine shop we will employ about six 
mechanics on general overhauling and 
emergency service work. These in addi- 
tion to shop foreman who will be active 
as occasion requires. 

1. Property is now vacant. 

2. Virtually level. 

3. Enclosed sketch is for ground floor 
appointments only. 

4. Wither a basement or a second floor 
is desired for use as a public storage 
garage. If basement is considered more 
desirable than second floor for this pur- 
pose it could be reached by a driving in- 
cline from ground floor. One incline 
driveway to go down and one on opposite 
side to come up from basement. If sec- 
ond floor is considered satisfactory same 
could be reached by elevator or driving 
ramp. 

5. Probably it would be better to build 
two stories with no basement except one 
large enough for coal room and heating 
plant. Then utilize second story for the 
main repair department and machine 
shop. In so doing use back portion of 
ground floor for storage space. Provide 
space for gas, oil, battery and tire repairs 
and service just back of salesrooms. Also 
space for wash racks, polishing rack and 
oil and grease racks on ground floor. The 
remainder to be used for storage space. 
(Live and dead storage.) 

6. The main point in deciding between 
building one story and basement or two 
stories and no basement will be the one 
which can be done at smallest cost. The 
property is free from rocks or hard pan 
and excavation work would not be diffi- 
cult. 

7. From sketch you will note property 
is 264 feet deep, eight feet wide for first 
132 feet. Back 132 feet from sidewalk 
property widens at 95 feet which is the 
width of the last 132 feet. 


8. Give us your views as to building 
two stories with no basement, or one 
story with basement. 

9. In building one story and basement 
we would provide strength to add second 
story as time goes on should conditions 
justify. 

10. Submit detailed sketch of a suit- 
able floor plan, for the various depart- 
ments, we have shown in our sketch. 


11. Do you think we have floor space 
enough on ground floor only to provide 
for all departments listed and provide 
suitable storage space for 110 cars? 
Understand the storage will be live stor- 
age of cars individually owned and in 
daily service. Cars that will be in and 
out at all times. 


12. Can you estimate cost of a build- 
ing such as we need assuming costs to 
build run about the same as Chicago 
building costs for concrete and brick 
building. Olson Motor Supply Co., Wash- 
ington avenue at 26th street, Ogden, 
Utah. 


Where conditions are equal we usually 
recommend that buildings all be above 
ground, inasmuch as basements are poor 
places for storage of automobiles and 
material. However, in your case it is 
a sort of fifty-fifty proposition and there 
is no reason why the basement would 
not be better for storage than the second 
floor as the upper floor with the over- 
head light must be reserved for the ser- 
vice department. The basement as we 
have laid it out will take care of 116 
cars. This would leave your entire first 
floor for service and sales. 


The light would be perfect for service 
on this floor and if your business grows 
so that you need another floor, it would 
then be best to give the service depart- 
ment to the second floor and use the 
rear of the first floor for additional stor- 
age. We have located the columns cn 
the basement plan to give the best stor- 
age facilities and also so they will not 
interfere with your layout for the first 
floor, should you use the second floor 
later. 


We have made a layout for a one-story 
building that would work out very well 
but of course there would not be room to 
store 100 cars as the whole floor area 
only takes care of 116 cars. This plan 
works better with one wide entrance 
than with two narrow ones because it 
simplifies the layout and saves consider- 
able space. It is not planned however, 
for the addition of another floor. At the 
current Chicago rates this building 
would cost in the neighborhood of $200,- 
000. The proposition including basement 
and ground floor would undoubtedly be 
somewhat cheaper. 








It might interest you to know that a 
wrench about three feet long is used 
by Chicago Marmon distributor as a 
means of supplying leverage on the 
screw of the pinion puller. A sharp blow 
on the end of the screw when there is 
pressure against the shaft, that is when 
the screw is tight, usually will serve to 
loosen the pinion. If the pinion puller 
has any tendency spread and slide off 
from behind it is advisable to use a large 
C clamp or other device to clamp jaws 
toward the center of the pinion shaft. In 
other words give a clamping effect to the 
two jaws so that they will have no ten- 
dency to spring outward and come loose 
from behind the pinion proper. 


DATA ON OLDS SPORT 

Q.—If it is possible I would like to get 
full particulars concerning the Olds eight 
sport model, No. 47FS, motor No. 7964, car 
No. 1215. 

According to our records this car was 
put out in 1923, and has a wheelbase of 
115 in., tires 32x4, cylinder 2%x4%, 
horsepower 26.45, piston displacement 
234 in., piston cast iron, camshaft 
driven by non-metallic gears, water cil- 
culation by means of a pump, oiling sys- 
tem combination splash and _ pressure, 
oil pump gear type, carbureter Johnso”, 
generator and starter Delco, battery Wil- 
lard, ignition Delco, clutch Borg & Beck, 
gear ratio 4.7 to 1, make of steering gear 
Jacox,. 
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Why Headlight Bulbs 
Burn Out 


Q.—Explain why headlight bulbs burn 
out when cable rubs on frame. A 6 volt 
bulb tested across a 6 volt battery does 
not burn out. Accordingly it appears to 
me that when a cable rubs on a frame 
the lights should merely go out and not 
burn out. Is it the high tension current 
returning from the spark plugs, which is 
responsible for the extra current whTch 
burns out the bulbs, when the battery 
cable wears on the frame? 


Your theory is about right, but the 
high tension current has nothing what- 
ever to do with the bulbs burning out. 
It is also true that wires rubbing on the 
frame will cause a short circuit, draw 
heavy current from the battery and pull 
the battery voltage down so that the 
lamps may go out, but this is due to the 
current being cut off from the lamps 
rather than being caused by a burn out 
of the filaments. However, should a wire 
touch the frame in such a way as to 
burn and break so as to cause an open 
circuit between the generator and the 
battery it might then be possible with 
the engine running and the generator 
producing voltage, for the lamps to get 
a high voltage which would burn them 
out. With the engine standing however, 
so that the generator cannot produce any 
current, it is impossible to get an ab- 
normal voltage on the bulb and conse- 
quently impossible to burn it out unless 
the lamp is defective. 


What Makes a Hissing Knock? 
Q.—I bored 6 holes, size 5/32 in., in the 
two front pistons of a Ford car below the 
second ring and added new rings. I 
dressed down the edge of the lower ring 
sroove where the holes were bored and 
bored the holes on a down slant. This 
work was done to stop fouling spark 
plugs. It cured the fouling but since then 
motor has had a peculiar knock or hissing 
knock. Were the holes too large? 

You mentioned boring holes just be- 
low the second piston ring and then you 
referred to dressing down the lower ring 
grooves. Accordingly as there are three 
piston rings on a Ford piston we are not 
sure whether you bored holes below the 
second ring and below the third ring or 
only below one of them. If you beveled 
the edges of both the second and third 
ring grooves and bored holes so as to 
drain oil to the center of the piston it 
IS possible that this is the cause of the 
noise. You also mentioned that you put 
on new piston rings and it is possible 
that they do not fit perfectly as yet and 
that some pressure is leaking past the 
first and second rings and then escapes 
into the crankcase by going through the 
holes which you bored. 

If this is the case the trouble will 
Probably cease after the upper two rings 
become more perfectly fitted to the cyl- 
inder walls. You do not mention what 
type of piston ring you used and some- 
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Remy Wiring for Generator With Voltage Regulator 
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Q.—I have a Remy generator model 
249C which I would like to wire up for 
headlights only. Can you supply a diam- 
eter which will show the circuits?—K. W. 
Blumenthal, 901 N. Stanton Street, El 
Paso, Texas. 

We find that this generator was used 
on a Republic truck in 1917 and the wir- 
ing diagram as used on this truck is 
shown in accordance with your request. 
If you have some other ignition already 
operating you will not need that portion 
of the diagram. Accordingly you will 
have one terminal of the battery ground- 
ed and the other battery terminal com- 





GENERATOR 


ing up to the connection on the relay 
regulator. 

From the same terminal of the relay 
regulator you will then have a wiring 
going up to the lighting switch and the 
only other wires you will need will be 
from the lighting switch to the head- 
lights and taillights. You will, of course, 
need the two wires from the generator to 
the regulator, also a ground on the regu- 
lator. If you are using a wood dash you 
will need to run the ground to the engine 
instead of to the dash as shown on the 
diagram. 








times when special rings are used it is 
found that the upper one will produce 
a peculiar knock. This is due to the 
fact that this piston ring comes out of 
the cylinder, and the explosion pressure 
acts upon it and compresses it so as to 
make the ends strike which produces a 
peculiar sound. One remedy for this is 
to use a ring which is especially stiff, 
the regular Ford ring qualifying in this 
respect. Another remedy is to file a 
slight notch in the top of the top piston 
ring so as to allow the explosion pres- 
sure to get behind the ring and hold it 
out. 


Q.—Will inner rings installed under pis- 
ton rings cause too much pressure on 
cylinder walls or do any harm or cause 
scoring?—A Subscriber. 


In using inner rings it is necessary 
to see that there is sufficient clearance 
between the ring groove and the piston 
ring. Of course if the inner ring does 
not have enough space and causes the 
outer or regular piston ring to bear 
heavily against the cylinder wall it may 
cause trouble. If there is some space 
available however, so that only the spring 
action is effective in maintaining contact 
between cylinder wall and piston then 
the installation should be satisfactory. 





to Generator Repairing, 
gested schedules of prices for repairing 


service. 
will appear in an early issue. 





More Electrical Flat Rates 


N next week’s Motor AcE will be published an article entitled “Flat Rate Applied 
” by A. H. Packer. 
generators on all makes of cars. 


This is the second of a series of articles by Mr. Packer on flat rates for electrical 
The first was published in the June 12 issue of Motor Ace. 


This will be accompanied by sug- 


Another article 














A Cool Engine That 
Pre-Ignites 


Q.—I have a four cylinder car equipped 
with Bosch DU-4 magneto, and on this 
car a peculiar trouble has developed. 
After running three miles at the rate of 
30 miles per hour the ignition switch can 
be turned off and the engine will keep on 
running for several revolutions and acts 
as if it is hot. The motor meter only reg- 
isters 130, you can lay your hand on the 
water jacket of the engine without dis- 
comfort, the water pump is working all 
right and the radiator is clean. 

The valves are timed the same as when 
the car came from the factory, the car- 
bureter is a model 02 Stromberg, in first 
class condition, the valves seat all right 
and have proper clearance at tappets, the 
motor is clean of carbon and has very 
good compression. The carbureter has 
been set by first class mechanic and the 
ignition has been tested and the timing 
checked. The magneto points are set at 
their normal opening and yet we cannot 
locate the cause of the trouble. 

This car has been looked over by sev- 
eral good garage mechanics and they fail 
to find the trouble and admit that they 
do not know what is wrong. The engine 
is in as good a shape as when it came 
from the factory, and this case is a puz- 
zle to the garage men here. It has done 
this in the last year now, and before this 
you could not ask for a better motor as 
far as performance is concerned.—John 
C. Vickrey, R.F.D. No. 2, Princeton, II. 


You do not state the name of the car, 
but on cars using high compression, such 
as Hupmobile, Model N, the Essex four, 
previous to 1922, Buick four, 1918, and 
previous, and some high priced cars of a 
few years back, such as Lozier, and Na- 
tional four, the same trouble was expe- 
rienced, due to pre-ignition. At the time 
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that such cars were put on the market 
the quality of fuel available was such 
that high compression could be used 
without any trouble, but with the low 
grade gasoline on the market today the 
high compression engines give trouble. 

This is especially marked where the 
type of spark plug is used which has a 
long electrode, or porcelain which has 
projections extending into the combus- 
tion chamber. For this reason on en- 
gines of this type, the best type of spark 
plug to use is one which has a conical 
insulator, rather than a petticoat type of 
insulator. 


It is also advisable to use a plug which 
has very short electrodes. In the Spark 
Plugs which have long wires projecting 
into the cylinder, the wires or electrodes 
become red hot and ignite the charge as 
soon as the piston comes up on com- 
pression even before the spark occurs. 
Another method of overcoming this con- 
dition would be use some anti-knock fuel, 
such as Benzol or ethyl gasoline. 





Q.—What is the maximum brake horse 
power of the Packard and Duesenberg 
stock straight eights? Also r. p. m. 


No accurate data is available on the 
Duesenberg, but we have been informed 
that the Packard has a maximum of 
about 70 horse power at approximately 
3,000 revolutions per minute. For in- 
formation regarding the Duesenberg we 
would suggest that you communicate 
with the Duesenberg Autorobile & Mo- 
tors Co., Indianapolis, Ind. 
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Give Your Address for 
Answer by Mail 


Q.—Would it give better results on a 
Chevrolet 490 to put on a hot spot? Would 
I have to change the jets and tubes in 
the carbureter? How much difference do 
you think it would make? Give names 
and addresses of concerns making such 
hot spot devices.—Albert Heisen. 


No address was given on this inquiry 
so we are unable to give the information 
by letter and we are not sure that we 
have the name exactly right. A hot spot 
intake manifold will improve the opera- 
tion of the Chevrolet, due to the fact 
that the fuel will be vaporized better and 
there will be better combustion. This 
tends to give more power, better economy 
and less dilution of the crankcase oil. 
If the writer of this question will give 
us his name and address we will supply 
him with names of concerns making hot 
spot devices, 

LINING UP BUICK WHEELS 

Q.—How are the front wheels of a 1924 
Buick six lined up for unequal wear on 
tires?—Roscoe & Williams, Wolcott,N. Y. 

The wheels should have a toe-in of 
from 4% to % of aninch. Slight adjust- 
ment may be made by use of shims in 
the tie rod ball joint ends and greater 
adjustment by resetting of the steering 
arms. 

Q.—Where can we get parts for a 
Monroe 1916 roadster particularly univer- 
sal and wheel bearings? 

According to records in this office, the 
Monroe Motors, Inc., Indianapolis, Ind. 
are still producing cars and can supply 
you with the necessary parts. 
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Q.—Can you print pictures in the Read- 


er’s Clearing House of Bruce-Brown 


Teddy Tetzlaff in Fiat or Maxwell? 


Above is Louis Strang in a Case, right 
above is Bruce-Brown in a Fiat, and below 


is Teddy Tetzlaff in a Fiat. 
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Operating Two Lighting Plants and a 
Battery in Parallel 


Q.—One of our customers who operates 
a hotel and bathing beach near here has 
two lighting plants in operation with 
which he is having trouble. One of them 
is a Fairbanks-Morse, belt driven plant 
with battery and is located at about the 
center of the line. The plate on this gen- 
erator reads X20684, 37% volts, 40 am- 
peres, 1.5 K. W. shunt wound. Plant No. 
2» is an engine generator and is marked 
Fairbanks-Morse J12894, 32 volts, .6 K. W. 
15.6 amperes and is located about half 
way between plant No. 1 and the maxi- 
mum load lead. This plant does not have 
a battery. We are enclosing a rough 
sketch showing the circuits and the way 
the plants are connected. We would like 
to have you furnish us with wiring dia- 
gram for the switch boards on these two 
plants, also the correct way to connect 
them so they will run together or singly. 
—F. A. Hall, White Lake Motor Co., Eliza- 
bethtown, N. C. 

We are showing sketches, one of 
which is your circuit simplified while the 
other sketch gives the diagram of circuits 
which we believe will be found satisfac- 
tory. We will first refer to your sketch 
which gives the isolated lighting plants 
in parallel showing the circuits which 
gave trouble. We believe that the diffi- 
culty is due to the fact that you had a 
compound machine connected to the bat- 
tery although at first it may not seem to 
be so connected. You will notice that 
the No. 1 plant has the generator and bat- 
tery in parallel and this power unit is 
connected to the line. Accordingly any 
other generator which would be connect- 
ed to the load line would also be in paral- 
lel with the battery and would be affect- 
ed by the battery. 


The design of the No. 2 machine is such 
that it is intended to run without a bat- 
tery and the compound winding is de- 
signed to hold up the voltage of the ma- 
chine as additional lamps are turned on. 
For example, if you have the No. 2 gener- 
ator connected to a circuit on which 
there were a number of lights, you would 
have very little current flowing if only 
one light should be turned on. Then as 
additional lights are turned on more cur- 
rent flows from the generator which has 
the tendency of dropping the voltage so 
that the lights would get dim. The series 
winding is designed to prevent this, by 


giving additional magnetic action to the 
field, so that the voltage of the generator 
is held up even as the load increases. 
When you connect this machine to a bat- 
tery, however, you probably have a pe- 
culiar action. 


The battery has the ability to take 
more or less current without any appre- 
ciable change in voltage so that when the 
No. 2 generator is thrown on the line it 
probably gives out a fairly heavy current. 
As the current starts to flow it mag- 
netizes the field more strongly due to the 
series winding which makes the No. 2 
generator produce still more energy. As 
the additional current flows to the bat- 
tery the magnetic field of the No. 2 ma- 
chine becomes even stronger so that 
again it increases its output. You did 
not state the nature of the trouble, but 
we suspect that the No. 2 machine tried 
to take more load than it is able to carry 
and probably gives engine trouble or 
causes the belt to slip or something of 
that nature. 


, The answer would accordingly be to 
eliminate the series field of the No. 2 ma- 
chine and depend on the shunt winding 
only, for in doing this you will have the 
tendency above mentioned for the ma- 
chine to take too much of a load. We 
will now refer to the other diagram, in 
which we have shown the battery con- 
nected directly to the line except that an 
ammeter is used in series with it. It 
might be convenient for you to leave the 
circuits of th No. 1 generator alone if 
they are satisfactory at present. 

Your sketch was considerably simpli- 
fied and we assume that it had a cutout 
of some sort in it, so that the generator 
would be disconnected with the battery 
at such a time as the engine should stop. 
Cutouts of this nature may be obtained 
from the Hartman Electric Co., of Mans- 
field, O. This concern makes 32-volt cut- 
outs for a number of manufacturers of 
isolated lighting plants. In ordering 
such a cutout you should specify the 
voltage and the current carrying ca- 
pacity. For example, the No. 2 generator 














for which you will need a cutout of this 
kind, requires one suitable for 40 volts 
and 20 amperes approximately. You will 
notice that we have shown the series 
winding, but have shown it as being un- 
used. 

The operation of the two plants will 
be such that either one or both of them 
may be used. For example, if No. 2 
plant starts up nothing will happen un- 
til its voltage is high enough to oper- 
ate the cutout at which time the cutout 
points will close and it will assist in 
either charging the battery or supplyinz 
the load current. The same thing is true 
of the No. 1 plant. With three ammeters 
connected as shown you can determine 
at all times what the load is, what each 
plant is doing and also what is happen- 
ing at the battery. These ammeters 
should preferably be of such a type that 
the zero position is in the center. For 
example, if no lamps are turned on so 
that there is no load and you have both 
plants running you might have a charg- 
ing current of 15 amperes at the No. 1 
generator, 5 amperes at the No. 2 gen- 
erator and the ammeter at the battery 
should then show 20 amperes charge. 
We have shown rheostat inserted in the 
shunt field circuit for the purpose of as- 
sisting in regulating the current. 

Another method of regulation would be 
by varying the engine speed and if you 
can do this readily it may not be neces- 
sary to have the rheostat. For example, 
if the No. 2 plant continually puts out 25 
amperes instead of its normal rate of 
current, or 15.6 amperes, there would be 
danger of its overheating and it would 
be necessary either to cut down the en- 
gine speed or cut resistance into the 
shunt field eircuit by means of a rheo- 
stat at shown. 

On the other hand, suppose that the 
No. 2 plant when excited by the shunt 
field only, is only capable of generating 
5 amperes, then the rheostat will do no 
good and it will be necessary in some 
way to speed up the engine to make the 
plant deliver its rated current. With an 
additional cutout for each lighting plant 
there is no danger of current from the 
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; a special pride in buying the latest 
accessories for their cars. They a.e 

always on the lookout for something new 
which will add distinctiveness to the ap- 
pearance of their vehicles, or make them 
more easy and economical of operation. 
There are some accessories which are a 
positive necessity fo rthe car owner. 

One of the most effective ways of sell- 
inz the prospective customer is to have 
the accessories prominently displayed in 
order that all who come may see. Neither 
is there any objection to a little personal 
prospect gas or oil. Tell him what you 
have to orer and if he says he isn’t in- 
terested prove to him that he really is by 
showing how the purchase of the partic- 
ular articles you are trying to sell him 
will not only enhance the appearance of 
nis car, but add to the comfort and en- 
joyment of motoring. 

Your attention is invited to the follow- 
ing descriptions: 


T HERE are many motorists who ta!:e 


Hayes Disk Wheel 


The Hayes Wheel Co. of Jackson Mich., 
announces a new type disk wheel with 
features which take into consideration 
increased strength, produced in metal of 
a given gauge to secure minimum weight. 

In the new disk wheel the use of the 
customary Hayes felloe is eliminated, 
thus reducing the total weight of the 
wheel and reducing the weight partic- 
ularly at the outer circumference. All 
sizes of the disk wheel may be mounted 
on the same hub flange design, carry- 
ing out further the manufacturer’s prac- 
tice of standardized wheel design as to 
interchangeability. The same disk wheel 
also takes all width of rims whether 3%, 
4 or 4%4. The new disk wheels use the 
standard Hayes rims with attached lugs, 
which makes of each lug bolt a driving 
member, eliminates rim squeaks, torn 
valve stems, and reduces time for tire 
changes approximately one-half. 

By making these new disk wheels de- 
mountable at the rim, it is unnecessary 
to carry five complete wheels. The same 
rim as used on the disc wheel is inter- 
changeable on wood and wire wheels of 
corresponding size. 


The Chaslyn Battery Testing Set 


A hydrometer has been put on the mar- 
ket by Jacobsen & Cross Co., 128 North 
Wells street, Chicago, which is of very 
simple construction. Instead of the con- 
ventional float it contains three insoluble 
balls of varying specific gravity. The 
gravity of the white ball is 1280, that 
of the green is 1220, while the gravity of 
the red ball is 1150. Accordingly if all 
three balls float, the battery is well 
charged, the gravity being 1280 or bet- 
ter. 

If the white sinks the gravity is be- 
tween 1280 and 1220. If the green sinks 


the gravity is between 1220 and 1150, 
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A disk wheel without a felloe 


while if all three sink, the battery is 


badly charged—the gravity being less 
than 1150. The hydrometer is priced at 
$1.00. The device is recommended for 


sale to car owners for use on their 
starting and radio batteries because of 
its practical freedom from breakage and 
its simplicity. 


Cooper Cutout 


This device is made of solid brass and 
steel with exposed parts nickel plated 
and polished. It is controlled from the 
dash. Stress is laid by the manufacturer 
on the importance of the device as a 
means of “listening in” on the engine 
and determining whether it is function- 
ing properly. 

Some of the features which are set 
forth are ruggedness, fullness of tone 
when open, silence when closed, simplic- 
ity of operation, self-cleaning qualities 
and simplicity of installation. It is made 
by the Cooper Manufacturing Co., Mar- 
shalltown, Ia. 


New Gasoline Pump 


A new type of visible gasoline pump is 
being put on the market by the St. Louis 
Pump & Equipment Co., Forest Park 
boulevard and Spring avenue, St. Louis. 
It is simple in design, having for its 
pumping unit a double acting piston 
pump which delivers gasoline on the up 
stroke as well as on the down stroke. 
The pump handle is so made that it can 
be applied in any one of eight different 
positions and the pump is operated by 
either long full strokes or short rapid 
ones. 

Accuracy of masurement is secured by 
means of the Meniscus Measure located 
right in the gasoline. With this arrange- 
ment use is made of the natural capil- 
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Lusco lubricating spring cover 


larity of the gasoline and surface film 
to deliver any predetermined amount of 
liquid. The serrated knife edge overflow 
is used to counteract the retarding effect 
of the surface film in draining off the 
excess gasoline. 

If it is desired to change to a power 
operated unit, all that is necessary is to 
add a central power plant to this outfit 
and make it into a combination hand and 
power operated visible pump. 

The pump is made in five and ten- 
gallon sizes. 


Lusco Lubricating Spring Covers 


These are the product of the Grace 
Mfg. Co., Worth street, Stamford, Conn. 
They are made.of leather and equipped 
with Zerk lubricators, but other lubrica- 
tors will be installed if desired. They 
are attached by means of an insulated 
copper wire and are designed to prolong 
the life of the spring. 


For Initialing the Car 


Car owners are enabled to identify 
their cars by affixing their initials by 
means of a system known as “Initialit,” 
made by the Initialit Co., 20 East Jackson 
boulevard, Chicago. Dealers are supplied 
with sets of letters for this purpose. 
The letters are put in a frame and locked 
in and are then attached to the car by 
means of cement. 


Booklet Describes Body Construction 


A booklet describing and illustrating 
the various steps in the construction of 
automobile bodies has been published by 
the C. R. Wilson Body Co., of Detroit, 
for distribution among automobile deal- 
ers and salesmen. The booklet is pocket 
size, 
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JMC reamer 


ID you ever stop to consider that 
[ )inore than fifteen millions of cars 

and trucks now in operation in the 
United States there is a wonderful oppor- 
tunity for the automotive maintenance 
establishment to cash in? But if you are 
going to have satisfied customers, cus- 
tomers who will come back to you when 
they have work to be done in the future, 
you must be equipped to turn out depend- 
able work. 


To do this you must have shop equip- 


ment of merit. Study the following des- 
criptions: 


Engine Stand for Fords 


A Differential Carrier Truing Device to 
Prevent Comebacks on Axle Jobs 


Profit from the shop are the reason 
the shop has for existing, but profits 
will not be realized unless work that 
goes out stays out. The axle overhaul 
job that is noisy is a source of grief 
to the shop owner and to the customer 
as well. Even when reasonable precau- 
tions are used, gears are installed which 
are known to be true, and the defferen- 
tial carrier is checked up in a lathe, it 
is possible for trouble to occur, and the 
axle to be noisy, for checking in a lathe 
is far from the best method of insuring 
an accurate job. 


The carrier revolves on bearings 
which are centered on an outer surface 
at each side of the carrier, while the 
lathe lines up the work from the inner 
surface. In this fact lies the danger. 

A simple device however has been re- 
cently placed on the market, for the 
purpose of overcoming this difficulty, it 
being known as the K. B. Differential 
Truing and Turning Machine, made by 
the Kirk Barber Co., 2539 Calumet Ave., 
Chicago. The accurate machining which 
this device makes possible is accom- 
Plishd by rotating the carrier in Vee 
blocks and using a horizontal bar to 
hold the work in the blocks. One such 
bar is shown at each bearing, nuts 
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The cutting tool of the K. B. Differential 
Truing and Turning Machine, ready to 
take a light cut 


tightened by hand being used to hold the 
bars down. Since the illustration was 
made it has been found that it is well 
to use lockwashers under the nuts to 
provide slight spring action, while to 
facilitate turning a slight amount of oil 
is used on the Vee blocks. 

Rotation is accomplished by means of 
the crank which is integral with a shaft 
which goes through the carrier. At one 
end is a conical piece integral with the 
crank, while at the other a piece simi- 
larly shaped is treaded on the crank 
shaft and is screwed up by hand to hold 
the crank device securely to the differ- 
ential carrier. 

Rigidly mounted on the base casting 
of the machine is a tool post, the tool 
of which may be used either for taking 
a light cut or for a guide in checking 
the accuracy of the machined surface 
to which the ring gear is to be attached. 

The tool is moved to the right or left 
by loosening two set screws, which are 
tightened again before taking a cut. 
The tool is moved up or down by means 
of the knurled knob under the base cast- 
ing. The supports which hold the car- 
rier while it is being tested or trued 
up are also adjustable to take care of 
any size differential. 

With the carrier of the differential in 
place, the tool would be set rather close 
while the handle is being slowly turned. 
If the tool touches at one side and not 
at the other a thickness gage could be 
used to determine the inaccuracy. Prac- 
tically however, if the surface is not 
exactly right, it is of small moment 
whether the variation is .008 or .005. 
Accuracy is wanted so the tool would be 
set for the lowest spot, and the handle 
would then be turned, while the tool is 





advanced slowly, by turning the knurled 
knob. 

From 15 minutes to half an hour is 
sufficient for the job depending on the 
experience of the mechanic, and even 
with an inexperienced man, it would be 
practically impossible to do the job 
wrong. A cut deeper than necessary 
might be taken but even so an accurate 
job would be assured and a comback 
avoided. The machine sells for $45. 


Engine Stand for Fords 


Improvement of its portable engine 
stand and a new stationary engine stand 
for Fords are announced by the Kelley 
& Stewart Co., South Brownsville, Pa. 
In the stationary stand, which sells for 
$25, use is made of the patented K. & S. 
supporting head by means of which the 
cylinder block is maintained in a hori- 
zontal position at a correct and uniform 
height. The power plant is attached 
to the stand quickly and without tools 
and is supported on the engine stand by 
two adjustable posts and a special at- 
taching screw leaving every bolt and 
nut accessible. The improved portable 
engine stand is priced at $35. 


Spiral Fluted Expansion Reamers 


JMC expansion reamers are the prod- 
uct of the Scully Steel & Iron Co., P. O. 
box 814, Chicago. Advantages claimed 
for them are that the heavily constructed 
body is practically indestructible and 
that the blades are spiral fluted, mak- 
ing easy cutting and full clearance. If 
the knives are broken they can be re- 
placed at small expense. Adjustment is 
quick and easy. (One turn of the nut ex- 
pands .005.) Cutting blades are held 
rigid in the deep setting and there is 
even expansion the entire length of the 
blade. It is said that the reamers will 
cut brass and bronze as easily as grey 
iron. 

This company makes piston pin ream- 
ers as well as general service reamers. 
Prices range from $12 to $22, according 
to the size wanted. 


Carburetor Hose of Special Design 


Breeze Metal Hose & Mfg. Co., 250 
South street, Newark, N. J., offer to the 
automotive industry H. A. Fle-X-Net 
Square Lock Carburetor Hose, made espe-° 
cially for hot air conveyance. The groove 
is packed with asbestos yarn. This con- 
cern also makes P, I. L. Fle-X-Net Plain 
Interlocked Hose. This hose is not 
packed, and therefore has great flexi- 
bility. 


Thompson Silcrome Valve 
for Replacement 


Announcement is made by Thompson 
Products, Inc., Cleveland, O., that the 
Thompson Silcrome valve, heretofore 
available only as an original equipment 
part, is now offered for the replacement 
market, 
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ONE SHOT FATAL! 
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Introducing a New 
Model With a Bang 


How Kansas City Dealer Made Certain 
That Everybody in His Terri- 
tory Knew About “One 
Shot” Cleveland 


HE Cleveland Automobile Sales Co., Kansas City branch 

of the Cleveland company, added a stunt of its own 

to the factory program of introducing the 1925 model, 
the week of June 15. On Sunday, June 8, the conventional 
announcement was made, a teaser advertisement, that “one 
shot” was coming—forecasting the spreads of Sunday, June 15. 
The local managers, however, F. K. Maitland, branch manager, 
and S. P. Brown, retail manager, gave a sensational touch to 
the later advertising program. 
“newspaper,” 


They prepared copy for a 
a special extra, which was distributed free by 
, June 14. 
The extra consisted of four pages, on pink paper. 


newsboys, 30 of them, on Saturday morning 
The front 
page resembled a newspaper, with seven columns of “news,” 
the last three columns devoted to the “yellow” story on the 
tragedy of the assassination of grease cans and grease guns. 
The rest of the front page was occupied with automotive 
stories, gathered from various sources. A happy touch to 
the makeup of the front page was the use of “boiler plate,” 
secured from a local newspaper. 

Ten thousand of these pink extras were printed. They went 
so fast, however, that an additional five thousand was ordered, 
and these were distributed in the suburban business districts. 

A second special stunt, to advertise the formal offering of 
the new model, was a “death notice,” printed on a black bord- 
ered card, mailed to 5,500 prospects for this grade of car, on 
Saturday. This death notice was a radical venture, but only 
one direct criticism of it was made to the branch house. 

On Sunday, nearly a thousand people responded to the invi- 
tation to visit the branch and inspect the new model. The ten 
salesmen on the floor each secured 10 to 15 prospects from this 
crowd. On Monday, people came in with the death notices in 
their hands, to comment on the advertising, and to look at the 
car. The entire week brought a good stream of visitors. Actual 
sales to these visitors much more than paid for all the adver- 
tising done and the new prospects were “velvet.” 

Whatever may be said as to the type of sensational advertis- 
ing used, the fact remains that it brought the people, and is 
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producing sales. The cost of the special advertising, pink 
extra, distribution; and the death notice cards, including mail- 
ing, was about $300. 

The incident was a good example of the success that comes 
from a comparatively slight addition to factory advertising, 
when the wits are brought to work to evolve something “differ- 
ent” to attract attention and arouse interest. 





New York Central Expands Motor 
Truck Service 


Five trucking zones have been established by the New York 
Central Railroad in western New York in which motor trucks 
now carry less-than-carload freight formerly handled by ped- 
dler freight trains, according to announcement made by offi- 
cials of the railroad. This new service is in addition to the 
installation last winter by the New York Central of motor 
trucks to replace local freight trains in the metropolitan area 
of New York. 

The five new zones for trucking recently created are in and 
near Syracuse, Newark (N. J.), Rochester, Medina and Buffalo. 
The method of using trucks is similar to the system on the 
Electric Division near New York City. Freight is moved by 
truck from the above mentioned points to various nearby sta- 
tions, the trucks replenishing their loads at intermediate zone 
stations along the line sérved by rail. 

At Buffalo 28 tractors, trucks and trailers are employed; at 
Yonkers from five to seven trucks, and less numbers of units 
at other points. No trucks are owned by the New York Central. 
Contracts are made with motor truck haulage companies. 
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SQUEEKS BKAITTLES 


ROF. Fisher calls attention to the wide variety of 
Punts that have sprung up around the motor, 

affirming that it would leave us pretty flat were we 
suddenly, cruelly and unceremoniously deprived of their 
many accommodations. 


To which a busy jasper in the Row replies: “The 
Professor has said a plate full.” 


Holy mackerel, what a nation, 
No garage, no filling station, 
No service car and no tire shop, 
No highway map, no signal stop, 
No free water and no free air 
All gone to blazes, don’t know where; 
But glory be for one sweet drop, 
There’d be no bloomin’ traffic cop. 


Hooray! 
maniac—by leaps and bounds. 


The jolly pedestrian is still leading the speed 


Ride Him, Cowboy! 
Wyoming’s champ bronc buster really does most of his 
traveling in one of the state’s most ancient flivvers. No 
wonder a mere bronc can’t throw him. 


Iowa car owner asks daily paper editor how to cure 
“a wheezing sound that hisses at him from the vicinity 
of a tire valve.” Well, assuming that the inquirer does 
not mind our horning in, if the sound is a genuine, three- 
ply wheeze, it must be asthma, in which case, we would 
recommend any standard cure for asthma. But maybe 
it ain't asthma. Asthma never hisses. Might be the 
echo of Smith and McAdoo gallery rooters cheering each 
other. 


Cross ’Em Safely 
If they have no 
Golden Harps 
AT THE MUSIC STORE 
You might get yours 
Ata 
RAILROAD CROSSING. 


Fashion Notes 
Bobbing it is only the beginning of revenue for the 
beauty parlor barber. Where that wise girl mops up is 
servicing the original sale. 


One thing you’ve got to admit—the Bob is a time- 
saver. Any short cut is, 





Nevertheless, it is always well to bear in mind the 
brutal truth that it takes more than a little shingling to 
make a perfect roof. 


And along come the prophets with prognostications that 
the Bob—-with no reflections against Wisconsin’s, under- 
stand—is leading us to an age of baldheaded women. 
Let the ladies follow the men, say we, for in male ranks 
no doubt they see many shining examples. 


_—_——, 


When that delightful stage is reached our solemn advice 
to the emancipated sex is to patronize only the flat rate 
shop and insist on repairs with dependable parts. 


Good Morning, Judge 

Drive Carefully, 

Obey all traffic laws, 
IF YOU DON’T 
You'll develop that 
Obnoxious habit 

Of calling everyone 
-——“YOUR HONOR”. 


A Bavarian peasant is the proud possessor of a set of 
false teeth once owned by the late King Ludwig. His 
majesty’s deeds may be forgotten but his winning smile, 
at least, is to be preserved for future generations. 


They say summer has been sitting in the lap of spring. 
Tell her to get up at once and see if she can’t vamp 
business. 


x 


Celestial 


“Oh, I do so love to speed,” she warbled as he was 
hitting a 60-mile clip in the car he had borrowed for the 
evening. 

“So do I,” he shouted in a rattled tone. “Say, what is 
it you do when you want to stop this thing?” 
The shortest possible and yet the 
distance between two pints. 


Detour: longest 


There are no detour signs so far on the great aerial 
highways but we’re not dumb. That is only because there 
are no aerial highway commissioners. 

Brotherly Ague 

“One thing,” said Smithers, “those earthquakes restored 
amity between long antagonistic Japanese factions. 

“Y-a-a-s”, drawled Withers, “seems as if they sorto 
shook and made up.” 


C.F. 
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Car Builders See More Cheerful Outlook 


Manufacturers Believe Sound 
Business Conditions Lie Ahead 


Crop Prospects and General Bright- 
ening of Economic Sky Gives 


Producers Feeling of Confidence 
NEW YORK, July 14.—Vacation, in- 
ventory-taking and the introduction of 
new models have seriously interfered 
with automobile production for the past 
month, but with the beginning of the last 
half of July it is apparent that the manu- 
facturers are busying themselves in 
preparation for fall business and setting 
things to rights for 1925. 

This really is the start of the industry’s 
fiscal year and the slowness of June may 
be properly attributed to a _ general 
housecleaning in the way of cleaning up 
old stocks and balancing 1924’s ledgers. 
That done, car builders now are in posi- 
tion to start afresh, confident that ahead 
of them lies good business because of 
crop prospects and a more cheerful tone 
in the business world, brought about 
largely by the closing of entries in the 
Presidential race. With the political at- 
mosphere clear and the farmers confident 
of garnering big crops, the automobile 
industry should be in position to go 
ahead with confidence in the immediate 
future. 


More Optimistic Reports 


There is a more optimistic tone to the 
reports coming from the producing end 
of the industry. Several plants which 
have been closed down for vacations and 
inventories resumed operations last week 
and it may be said without question that 
already there has been a slight upward 
movement from a production point of 
view. General indications are that this 
will improve as the month progresses, 
so that July should show fairly substan- 
tial figures when the count is taken. 


Manufacturers introducing new models 
recently are rounding into production 
now and though it is not expected that 
capacity conditions will be reached, nev- 
ertheless enough business is lining up to 
insure heavy operations for some time 
to come. 

While the production departments have 
been busy of late on 1925 plans, the 
sales managers have not forgotten that 
dealers throughout the country still have 
considerable stocks in the warehouses 
and every effort is being made to deplete 
these so the retailers will be able to wipe 
the 1924 slate clean before the new jobs 
come through. 


Factories Co-operating 


Factories are co-operating with their 
dealers and are not pushing them, as is 
evidenced by the June report of one of 
the biggest producers which shows that 
its retail sales last month were more 





Town’s Last Livery 
Horse Retired 


NEWTON, Mass. July 14.—The 
last livery horse in Newton, owned 
by J. V. Monaghan of West Newton, 
has made his last trip to the depot, 
and the old hack he pulled for so 
many years, has been hoisted to 
the loft of the old stable on Au- 
burn st., where it will rest in peace 
beside the sleighs, mildewed winter 
harness with rusty bells the broken 
whips, the green plush robes, and 
the old what nots. 


Multi-colored taxis now meet all 
trains. 

“Cab, sir?” joins the graveyard 
of dead phases alongside of “Here’s 
how!” No more will the familiar 
“Giddap!” be heard. No more will 
the faithful old livery nag plod 
Newton’s streets. Newton has 
really arrived at the horseless age. 











than twice the production. This action 
was sufficient to reduce stocks of the 
dealers representing this company to 
normal and illustrates the sane and con- 
servative policy of the industry in meet- 
ing such conditions as has confronted 
both manufacturers and retailers for the 
last several months. It also explains the 
somewhat slow condition in the light car 
field in which outputs have been mate- 
rially curtailed for several weeks 
through the desire of the factory man- 
agements to not forge ahead of the pace- 
making retailers. 


JAPANESE DEMAND SLACKENS 

WASHINGTON, July 14.—As a conse- 
quence of the earthquake and resulting 
insufficiency of transportation, the mar- 
ket in Tokyo and vicinity for automobiles 
and tires was brisk during the latter part 
of 1923, Consul General Nathaniel B. 
Stewart informs the Bureau of Foreign 
and Domestic Commerce, but as urgent 
necessities were satisfied by the first of 
the year, the market has fallen off some- 
what. 

It is estimated that the total number 
of automobiles and trucks in Tokyo and 
vicinity will not exceed 10,000 while 
those in the remainder of Japan will 
make a grand total of less than 15,000. 


SUSPEND ELGIN PRODUCTION 
INDIANAPOLIS, Ind., July 14.—R. A. 
Young, recently appointed receiver for 
the Elgin Motors, Inc., has announced 
the manufacture of the Elgin car as for 
the time being, being discontinued. 





New Price List Made Public 
by Buick Motor Car Company 





Three New Models, Fitted With 
Permanent Tops and Glass En- 
closures, Added to Line 


DETROIT, July 11.—The Buick Motor 
Car Co. yesterday made public the prices 
of their new 1925 models. 

On the new “Standard” chassis the 
prices run from $1150 for the roadster 
up to $1665 for the regular sedan. 


Prices of the “Master” line have been 
increased from $60 to $140 above the 1924 
models which it supplants. Three new 
models fitted with permanent tops and 
glass enclosures have been added, these 
supplement the regular open cars. The 
double-service sedan is no longer carried 
through on the 1925 “Master” line, and is 
now offered on the new “Standard” 
chassis at $1475. 


The following tables give prices of the 
“Standard” Six, and also the old prices of 
the 1924 six-cylinder chassis with the 
new prices of the 1925 “Master” line: 


“STANDARD” 
DHBAGE: DORRBIOL | ssc cccsccciicccceccccasccccice! $1150 
2-pass. roadster, enclosed’*.................. 1190 
DeDRGH. PB OLOD) covscccesscescctcssescecsicecceseccnse 1175 
5-pass. phaeton, enclosed*.......... poi 1250 
2-pass. business coupe ......................-- 1375 
ee 1565 
5-pass. double-service sedan.............. 1475 
5-pass. regular sedan.....................-..... 1665 
“MASTER” 
(120-in. wheelbase) 

Old New 

Price Price 

2-pass. roadster ...................... $1275 $1365 
2-pass. roadster, enclosed*.... New 1400 
5-pass. phaeton ....................... 1295 =. 1895 
5-pass. phaeton, enclosed*.... New 1475 
4-PASS. COUPE ..........0..0.eececeeeeeee 1995 2125 
G=PASE. BOGAR: ...ncccccsciccsicccecccscces 2095 2225 

(128-in. wheelbase) 

3-pass. sport roadster............ $1675 $1750 
5-pass. sport phaeton.............. 1725 1800 
7-pass. phaeton .............0....00-0-- 1565 1625 
7-pass. phaeton, enclosed*.... New 1700 
3-pass. C. Club cabriolet........ 1945 2075 
5-pass. brougham sedan........ 2235 2350 
7-PASS. SCMAN on. ne nee eeeeoee 2285 2425 
7-pass. sedan limousine.......... 2385 2525 
7-pass. town Car .............-...-.... 2795 ©2925 





*Fitted with permanent top and all- 
weather glass enclosure, 





TO DISTRIBUTE SHACKLE BOLT 

CLEVELAND, July 14.—Arrangements 
have been made whereby the Eaton Axle 
& Spring Service Co., of this city, has 
taken over the distribution throughout 
the United States of the Ferry No-Soun 
shackle bolt, a device for the elimination 
of squeaks and rattles emanating from 
spring shackles. 
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Wholesale Offices Opened in 
Two Eastern Cities by Durant 


Company’s Merchandising Program 
Contemplates Similar Houses in 
Various Parts of Country 


NEW YORK, July 13.—Durant Motors 
have opened wholesale offices in Phila- 
delphia and Boston for the accommoda- 
tion and convenience of their dealers in 
these territories. The establishment of 
these two wholesale offices are the first 
steps in the development of a merchan- 
dising organization which will include 
wholesale offices in all principal cities of 
the country. 

Colin Campbell, vice-president, who 
has taken over the development of the 
merchandising organization for the Dur- 
ant corporation, is planning this group 
of wholesale offices for close contact 
with the dealer group and is rapidly or- 
ganizing his personnel to take care of 
them. 

Additions to the sales staff by Mr. 
Campbell are Thomas H. Keating, for- 
merly sales manager of Chevrolet Motor 
Co., at the Atlanta office, who has been 
made sales manager at Philadelphia; A. 
Vandergee, formerly plant sales manager 
for Chevrolet at Cincinnati, who will be 
a sales manager, and John S. Collins, 
formerly sales manager for Dodge 
Brothers at St. Louis who will also be a 
sales manager. 


THIRD CITY IN MOTORS 


WASHINGTON, July 14.—Development 
of autobus routes in the Province of Se- 
ville has kept pace with the increasing 
number of motor vehicles in which Se- 
ville now ranks third in Spain in regis- 
trations, the Automotive Division is ad- 
vised by American Vice-Consul Edward 
EK. Silvers at Seville, Spain. Such routes 
now extend to 20 towns and villages 
ranging from 5 to 100 kilometers from 
Seville, the cars being operated by indi- 
viduals who own two or three buses each 
and provide competing lines. The sub- 
urbs of the city are expanding, plans are 
under way for widening many of the 
Streets, all of which should tend to en- 
courage bus operation. 


_— 


WOULD RAISE LIMITATION 

WASHINGTON, July 14.—Efforts to 
Partially raise the limitation on the num- 
ber of automobiles and trucks that can 
be exported to Austria, Czechoslovakia, 
and Poland each year will be employed 
by the Automotive Division of the U. 
S. Department of Commerce and repre- 
sentatives of the State Department in 
those counties. 
, Under the existing regulations only 
300 automobiles a year may be exported 
from the United States to Austria and 
approximately half that number each year 
to the other two countries named. The 
Same regulations are in force insofar as 


France, Germany and England are con- 
cerned. 
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Old Tires Help In 
Fuel Problem 


BOSTON, July 14—New Hamp- 
ishire farmers have discovered that 
automobile tires as fuel for the 
kitchen range beat coal all-hollow, 
‘and now the word is going around 
to try them since C. E. Cove, owner 
‘of Maple Ridge Farm, at Seabrook, 
made the discovery. He claims to 
have been burning them success- 
fully for several months, and says 
those who throw away their old 
tires are making a mistake. 


“Any kind of old tires burn 
well,” he declares, “if the draft is 
good, and they leave no odor when 
burned in a good stove. They are 
great for getting a quick meal.” 
Aceording to him the discarded 
tires are first cut up in stove 
lengths and then ignited with 
either a sprinkling of oil or with 
paper, as in kindling an ordinary 
wood fire. 











War-Time Buying Mania Dying 
Out, Says Reo Sales Manager 


DETROIT, July 14.—The buying mania 
which predominated during war times 
and for several years following is dying 
out, says R. C. Rueschaw, sales manager 
of Reo Motor Car Co., and with it he sees 
the end of promiscuous buying in the 
automotive industry and a greater con- 
centration on the lines of predominating 
value. 

There has never been a closer scrutiny 
of values than at the present time, he 
said. Buying of automobiles has gotten 
back to the same basis governing most 
purchases in all lines several years ago— 
wearing qualities. The public wants 
something that gives full value for its 
money and that is all-wool and a yard 
wide. 

This close shopping instinct is always 
prevalent when the country is not flush 
with ready money, said Mr. Rueschaw. 
Today buyers are shopping entirely with 
a view to wear. New models are not 
creating any particular stir at this time 
unless the company offering them has al- 
ready established a reputation for manu- 
facturing cars of good wearing qualities. 
The slick salesman hasn’t a chance now 
unless he has the goods to deliver. 


OWNERS TO BENEFIT 


ST. LOUIS, Mo., July 14.—Of the $87,- 
000,000 bond issue passed by the City 
of St. Louis, $25,000,000 will be spent 
for improvements beneficial to the auto- 
mobile owner, E. J. Russell, chairman of 
the city plan commission, told the St. 
Louis Automobile Club at its meeting 
last week. 
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Ford Car-Truck Sales in U. S. 
for Half Year Hit 1,036,978 


Reports Indicate Volume First Six 
Months Exceeded Same Period 
1923 by 133,095 





DETROIT, July 14.—Complete reports 
from all of its 34 assembly and sales 
branches in the United States as received 
by Ford-Motor Co., place retail sales of 
Ford cars and trucks in the first six 
months of the year at 1,036,978, a gain 
over the first six months of last year of 
133,095, or an average gain per month of 
22,182. 

These figures are for retail sales in the 
United States only and do not take into 
consideration the sales made by foreign 
branches of the Ford company and asso- 
ciated companies, the majority of which 
assemble cars from American-made 
parts. 


Comparison between sales for the 
period this year and last indicates not 
only a remarkable increase in the coun- 
try’s buying power but also shows that 
this growth continues month by month, 
declares the company. In every instance, 
it notes, monthly sales in 1924 have 
shown a substantial increase over the 
corresponding period in 1923. In June 
sales reached 170,747, approximately 
10,000 more than in June, 1923. 

The most encouraging sign of the 
times as indicated by the sales records, 
the company says, is the fact that this © 
business has been spread very evenly 
throughout the country and indicates a 
general prosperity that is not confined to 
any particular section. 


$4,544,544 IN GAS TAXES 


INDIANOPOLIS, July 14.—The first 
year of Indiana’s gasoline tap or license 
fee yielded $4,554,544.18 with a total 
collection expense of $6,406.96. The two 
cent tax collection went into effect a 
year ago and the yield during the first 
year was from $1,000,000 to $1,500,000 
higher than the estimates made when 
the tax was voted. 

Motor vehicle registration fees for the 
first half of the year will yield about 
$3,000,000 according to advance informa- 
tion from the state house and the year’s 
total will gross more than $4,000,000 ac- 
cording to present estimates. 





MOGGE TO SPEAK 


CHICAGO, July 12.—Arthur R. Mogge, 
merchandising director of the Automo- 
tive Equipment Association, will address 
the convention of the Alabama Automo- 
tive Trades Association and show the 
Profitable Maintenance moving picture 
at Selma, Ala., this month. The conven- 
tion will be in session July 21 and 22. He 
has also accepted invitations to show the 
picture and make talks to dealers’ meet- 
ings at Birmingham, Ala., July 23; Mo- 
bile, Ala., July 24, and New Orleans, July 
25. 
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Locomobile Gives Vacations 
During Factory Close-Down 


Vice President Jackson, Plan’s Origi- 
nator, Believes Efficiency Hurt 
by Stringing Out Leaves 


BRIDGEPORT, Conn., July 14.—The 
Locomobile Company of America, Inc., at 
Bridgeport Conn., has adopted the plan 
of closing down for two weeks in the 
summer months in order to allow factory 
salaried employes to take their vacation 
in this period. 

This plan was decided upon by Edwin 
B. Jackson, vice-president and general 
manager, when it was found, in looking 
over the vacation schedule, that the effi- 
ciency of the organization and the gen- 
eral control of the business was going 
to be considerably hampered by the old 
plan of stringing out vacations over a 
long period. 

In commenting on the plan, Mr. Jack- 
son said: 





“One of the outstanding criticisms of 
our various business organizations to- 
day is the customers complaint that the 
individual does not take an interest in 
his work; that he is too ready to let down 
on any and all provocations. 


“One of the things which materially 
adds to this laxity on the part of the or- 
ganization is the continuous procession 
of vacations going on, extending over 
the entire summer months. This cannot 
help but have a bad effect on the entire 
organization. Furthermore, this plan 
also leads to the hiring of temporary 
help to tide over a period and a great 
deal of the temporary help becomes per- 
manent and is unnecessary. Gradually 
we find our overhead creeping up and the 
individual efficiency running down. 


“For that reason we determined to 
establish a definite vacation period for 
all of those salaried employes who were 
entitled to this privilege. The plant will 
be closed down from the 18th of August 
until the end of the month. 

“However, we will keep in operation 
such departments as have to do with the 
servicing of our owners, and our 
branches will remain open as usual.” 

According to figures recently made 
available by Mr. Jackson, Locomobile 
sales during the first six months of 1924 
exceeded, by almost 20 per cent, the en- 
tire year’s sales in 1923, and approxi- 
mately three months’ production is re- 
quired to fill orders on the books July 
1. Both standard and custom-built body 
types on the new Locomobile chassis 
are included in the record production for 
1924. 





CHANGE MILEAGE TAX RULE 

MONTREAL, Can., July 14.—The mile- 
age tax imposed on all taxis and vehicles 
plying for hire in the Province of Quebec 
has been discontinued with the exception 
of motor buses, according to a statement 
made by J. A. Begin, comptroller of pro- 
vincial revenue for Quebec. 
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Courtesy Car New 
Service Wrinkle 


HOUSTON, Texas, July 14.—The 
Shelor Motor Company, local Dodge 
distributor, has solved in a measure 
the problem of inconvenience to 
customers while their cars are be- 
ing serviced. 

The Company recently put into 
service a “courtesy car,” a Dodge 
sedan, which operates on fixed 
schedule from the service station 
to points in the downtown district 
and also between the company’s 
salesroom and the service station. 

In this manner it is made possi- 
ble for the patron to attend to 
other business while his car is be- 
ing worked on without exceptional 
loss of time. Out of town patrons 
can “shop” while their cars are 
being given attention and meet the 
courtesy car on one of its periodi- 
cal trips for the ride back to the 
service station when they get 
through. 











Advertising Must Be Factor of 
Reconstruction, Asserts Mooney 


LONDON, July 16.—“Advertising must 
be counted on as a factor in distribu- 
tion,’ said James D. Mooney, President 
of the General Motors Export Corpora- 
tion, today addressing a general ses- 
sion of the annual convention of the As- 
sociated Advertising Clubs of the World. 

“Advertising must be counted on to 
play a great part in reconstruction and 
rehabilitation because it can be made so 
important a factor in distribution. 

“The world to-day is standing in great 
need of having its distribution systems 
re-created and revivified. The produc- 
tion facilities, although somewhat im- 
paired by the great stresses imposed 
upon them during the War, stand gen- 
erally ready; men are eager to work. 
However, markets are needed for the 
products; means of facilitating their ex- 
change are needed. 

“The old channels of distribution 
through which goods flowed prior to the 
War are gradually being re-established, 
and new channels, made necessary by 
new political conditions, are being con- 
structed. This building of new distribu- 
tion systems must be accelerated. Ad- 
vertising can very effectively increase 
the rate of growth of these national and 
international distribution systems.” 


TRAFFIC HAZARD SURVEY 
CINCINNATI, July 14—wWilliam L. 
Patterson, nationally known safety engi- 
neer, has been invited by the Safety 
Council of Cincinnati to make a survey 
of the traffic hazards of this city. 
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College Students Best Used 
Car Prospects, Olds Learns 


Survey by Company Shows Group 
Buys 42 Second Hand Machines 
to Twelve New Models 


LANSING, Mich., July 14.—College 
students form the largest and best group 
of prospects for used automobiles in the 
country, according to a survey just made 
by Olds Motor Works. Figures obtained 
from a widely separated list of dealers 
in college cities showed that 42 students 
purchased used cars to every 12 that 
bought new automobiles. One used car 
dealer in a college town reported the sale 
of 500 used cars to students during 1923, 
The Oldsmobile dealer at Ann Arbor, 
Michigan, the home of the University of 
Michigan, sells an average of 75 used 
cars yearly to university students. 


As a supplementary check on this sur- 
vey, investigations were made in three 
representative cities to determine the 
trend among high school students who 
were car owners. Here, also it was found 
that the used car was in great demand. 
Students, either college or high school, 
were found to be purchasers either of 
used cars or low priced new cars. In 
most cases they preferred a used car of 
a better make than they could afford if 
buying a new automobile. 

The inquiry developed that automobile 
ownership by college and high school 
students was in most cases necessary 
and was not for “joy riding” purposes. 
Colleges are rapidly doing away with 
dormitories, with the result that stu- 
dents are finding living quarters in pri- 
vate homes, often miles from the college 
campus. In such cases the automobile is 
serving the students as it is serving the 
great mass of workers who use their 
cars for transportation to and from work 
daily. 

A large number of high school stu- 
dents also are using cars for the same 
purpose and by means of the automobile 
thousands of girls and youths living in 
rural sections are enabled to attend high 
schools in neighboring cities. 


PATRONS VOTE HIGHER FARE 

WASHINGTON, July 14.—One-fourth 
of the 10,000 daily bus patrons of the 
Washington Rapid Transit Co. here have 
voluntarily voted for a higher fare and 
more comfortable and modern safety 
coaches, it is announced by Leon Arnold, 
president of the company. Only 11 votes 
were cast against a higher fare, said Mr. 
Arnold, against 2,502 for. 


The Public Utilities Commission re- 
cently denied the application of the bus 
company for a straight 10-cent fare rate 
and allowed a charge of six tickets for 
50 cents. Mr. Arnold announced follow- 
ing the commission’s decision that it 
would be impossible for the rapid transit 
company to replace its present equip- 
ment on that fare basis, 
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Cleveland District Looks for 
This Year to Equal Last 


Dealers Will Not Stock So Heavily 
During Winter, Though, As 
Late in 1923 





CLEVELAND, July 14.—Dealers in this 
territory believe that 1924 will be fully 
as good a year as 1923, but they are not 
soing to be carried away by enthusiasm 
and stock as heavily during the coming 
winter months as they did at the end of 


1928. 

This conclusion is arrived at as a re- 
sult of a questionnaire sent out by the 
Metropolitan, one of the leading Cleve- 
land financing companies, to its dealer 
customers last month. The information 
compiled is up to the last week in June, 
so the present feeling in the industry is 
pretty well indicated by the replies. 

Twelve questions were asked. In re- 
ply to the one, “Do you expect to renew 
your contract for the coming year for as 
many cars as your present contract pro- 
vides?” sixty-five per cent answered in 
the affirmative. 

That caution will govern the making 
of 1925 plans is indicated by the replies 
to the question, “Do you expect to stock 
as Many cars next winter as last year?” 
Forty-eight per cent answered “No.” 

The other questions and their replies 
were: 

“What is the approximate percentage of 
your sales of new cars for the first four 
months of 1924 as compared with the same 
period of 19232” Answer: 103 per cent, 

“What is the approximate percentage of 
your sales of used cars for the first four 
months of 1924 as compared with the 
same period of 1923?” Answer: 114 per 
cent, 

“What percentage is your present new 
ear inventory to that of the same time 
last year?” Answer: 116 per cent. 

“What percentage is your present used 
car inventory to that of the same time 
last year?” Answer: 89 per cent, 

“What is your percentage of unfilled 
orders with deposits thereon as compared 
with the same time last year?” Answer: 
61 per cent. 

“What percentage of your current sales 
are closed cars?” Answer: 60 per cent. 

“Do you expect to take your contract 
quota of cars for May and June?” An- 
swer: 66 2-3 per cent, “no”; 33 1-3 per 
cent, “yes.” 

“Was your contract for 1923-24 year 
smaller, larger or the same as that for the 
previous year?” Answer: 65 per cent 
larger; 32 per cent the same; 3 per cent 
smaller, 

“Do you believe that the approximately 
20 per cent of the manufacturers who 
now produce 95 per cent of the cars will 
continue to hold their position, or will 
their percentage of the total increase or 
decrease?” Answer: 50 per cent answered 
“increase”; 35 per cent, “decrease,” and 
15 per cent, “yes.” 

“Is the car owner becoming more in- 
clined to wear out his car rather than 
trade it in for a new one at frequent in- 
tervals?” Answer: 66 per cent answered 
“no”; 34 per cent answered “yes.” 








920 MILES OF GRAVEL 
COLUMBUS, 0O., July 14.—Ohio will 
have 920 miles of gravel roads when the 
Program of the state highway depart- 


ment for this year is completed, L. A. 
Boulay, 


recently, 


State highway director, said 
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Fords Take Part in 


Town Pageant 


DETROIT, July 14.—Mr. and 
Mrs. Henry Ford and Mrs. Edsel 
Ford with several other members 
of the Ford family and members of 
the Ford organization, took prom- 
inent parts in a historical pageant 
held at Dearborn on July 4, Henry 
Mord, dressed as a gentleman of the 
1850 period, wearing a stage mus- 
tache and driving a spirited black 
horse which drew an old-time Vic- 
toria. Mr. Ford’s appearance in the 
festivities drew wide applause from 
the assembled townspople. 

Edsel Ford drove the Ford car 
built in 1894. It had to be towed 
part of the way by a slightly 
younger brother. 

The pageant was led by Dear- 
born’s first band wagon, in use in 
1862, carrying a fife and drum corps 
appropriately dressed. Following 
‘ame stage coaches, prairie schoon- 
ers, buckboards, caloche and Vic- 
torias. Horses drawing the vehicles 
were from the Ford farms. All 
participating were dressed in keep- 
ing with the vehicles, 











BUSES AS FEEDERS 

KANSAS CITY, Mo., July 14.—The 
Kansas City, Clay County and St. Joseph 
Auto Transit Company, has purchased 
three buses and bus service to Liberty 
and Excelsior Springs will begin as soon 
as the cars arrive. 

The new company, although it is a 
separate organization, is controlled by 
the same interests as the Kansas City, 
Clay County and St. Joseph Railway 
Company which operates electric lines 
between Kansas City and St. Joseph and 
Kansas City, Liberty and Excelsior 
Springs. 

It is stated that the bus service will 
be operated in conjunction with and as 
a supplementary to the present electric 
railway service. 

BUYS MACHINE COMPANY 

MADISON, Wis., July 14—The Gisholt 
Machine Co., of this city, has purchased 
the business of the Millholland Machine 
Co., of Indianapolis, which was recently 
forced to liquidate after a receivership. 
The purchase includes the stock of fin- 
ished machines, parts in process, good 
will, trade marks, patents, drawings, jigs, 
tools, fixtures, etc. The business will be 
continued at Madison by the Gisholt com- 
pany, the Millholland plant buildings and 
equipment having been sold to other linzs 
of business. 

START OPERATING AUG. 1 

CHARLOTTE, N. C., July 14—The new 
Ford assembly plant here will be ready 
for operation August 1. The building is 
practically complete and shipments of 
equipment are being received. The plant 
will have a capacity of between 300 and 
400 cars a day. 
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New Directorate Named in 
Bowser Reorganization 


Board Now Composed of Two Who 
Formerly Served and Six 
Other Selections 


FT. WAYNE, July 14.—Following the 
program of reorganization of S. F. Bow- 
ser & Co., Inc., started several weeks ago, 
a new board of directors was named at 
a meeting of the stockholders of the 
company. This reorganization program 
began last May when a creditors’ com- 
mittee of New York and Chicago bank- 
ers was formed to assist and advise in 
the management of the business of the 
company. 

The new board of directors comprises 
two old members and six new ones. S. 
F. Bowser, founder of the company and 
retired president of the concern, was re- 
elected chairman of the board. S. S. 
Echtel, president of the company since 
Jan. 1, 1922, was the only other mem- 
ber of the board re-elected to the new 
one. 

The six new men appointed to this 
position are Henry C. Paul president of 
the Old National Bank and _ identified 
with many Fort Wayne business con- 
cerns; William J. Vesey Fort Wayne 
attorney; Robert M. Feustel president 
of the Northern Indiana Service Corp.; 
Dr. G. M. Leslie president and treasurer 
of the Bass Foundry & Machine Co.; B. 
Paul Mossman, president of the Moss- 
man Yarnelle Co., and Charles N. Gil- 
lette retired capitalist and formerly vice- 
president of the First National Bank of 
Chicago. 

Officers of the S. F. Bowser & Co. were 
re-elected by the board of directors fol- 
lowing the election of the board by the 
stockholders. The officers of the com- 
pany are: President, S. B. Bechtel; vice- 
president, D. A. Corey ; secretary-treas- 
urer, H. J. Grosvenor; comptroller, W. 
A. Berch; assistant comptroller, W. C. 
MacFarlane; general counsel William J. 
Vesey. 

AUTOMOBILES EXCEPTED 

WASHINGTON, July 14——Automobiles 
and kodaks are the two exceptions in 
the new schedule of tariff revisions be- 
ing considered by the Japanese govern-~ 
ment which is considering the doubling 
of import duties on luxuries. A bill is 
before the Japanese Diet, doubling the 
import duties on all commodities except 
the two named, according to a cable re- 
ceived by the U. S. Department of Com- 
merce from Acting Commercial Attache 
Elwood G. Babbitt at Tokyo. 


FORTUNE FROM OLD PLATES 


COLUMBUS, Ohio, — Warrants for 
$1,053,896.29 are to be sent soon by Sec- 
retary of State Thad H. Brown to coun- 
ties and various taxation districts to be 
used for road maintenance. The money 
is the surplus from the Ohio Automobile 
Department derived from the sale of 
number plates on all motor. drive 
vehicles. 
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Des Moines Registration Far 


Behind First Half Last Year 


Dealers Meetings Strong Sales Resist- 
ance and Find Big Problem 
in Used Cars 


DES MOINES, Ia., July 14.— Regis- 
tration figures for Polk County (Des 
Moines) indicates that new car sales in 
Des Moines are far behind the record 
set during the first six months of 1923. 
Comparison of these figures would indi- 
cate that car sales for the first six 
months of 1924 have been less than 65 
per cent of the sales made during the 
same period last year, and only slightly 
greater than during the first half of 1922. 
Truck registrations of this year show 
about the same relation to 1923 sales as 
do passenger car registrations. 


Part of the slump in sales may be at- 
tributed to unfavorable weather, but 
weather alone is not responsible. Deal- 
ers are meeting stronger sales resistance 
and are having more difficulty in finding 
outlets for the used car which must al- 
most invariably be “traded-in.” The 
slump as indicated by the registration 
figures, does not fairly represent the de- 
crease in dollars and cents. Medium and 
high-priced cars are responsible for the 
greater part of the decrease with lower 
priced vehicles holding their own or 
making small increases. 

Dealer stocks are generally large, both 
in new and used cars. Announcement of 
new models has caught many dealers 
heavily stocked with 1924 models. In 
many cases, dealers are not financially 
able to suffer the loss imposed by the 
introduction of new models at this time. 

Registration figures for the first six 
months of 1922, 1923 and 1924 were: 

1922 1928 1924 

Passenger cars......2,683 4,319 2,768 

Trucks 365 232 


HIGHWAY OFFICIALS TO MEET 

WASHINGTON, July 14.—The Amer- 
ican Association of State Highway Offi- 
cials will hold its annual meeting in San 
Francisco on November 17-20, it has been 
announced here at the national head- 
quarters of the organization. 

Among the major questions which will 
be taken up for consideration will be the 
Dowell bill, which failed in the last 
session of Congress, and which carried 
an appropriation of $75,000,000 a year for 
three years for the national highway pro- 
gram, to be expended under the Federal- 
State aid plan. 


WILL FEATURE TRUCKS 

WASHINGTON, July 14.— Secretary 
Junior Owens, of the American Bottlers 
of Carbonated Beverages, announces that 
at the annual convention and exposition 
of the association, which will be held at 
Louisville November 10-14 there will be 
an exhibition of motor trucks similar to 
the one promoted last year at Providence. 


MOTOR AGE 





First Radio Spouse 
Offers Proof 


BOSTON, July 12.—Col. King 
Stanley, famous Indian fighter, 
touring the country in his Chandler 
car—the fourth car turned out by 
the company and having a mileage 
now of about 300,000—takes excep- 
tion to stories appearing in the 
papers here and there by people 
who claim “to be the first couple 
married by radio,” or “the first cou- 
ple who will use radio services in 
getting married.” 

Col. Stanley showed in his scrap- 
book clippings from Boston, New 
York and other papers dated a year 
ago telling about his marriage, and 
how it was the original one in 
which radio was used. 

He and Mrs. Stanley are making 
their way West after a tour through 
New England. They expect to be 
using their car until it has passed 
500,000 miles and then some. 











Winter Best Selling Period 
Now for Charlotte Retailers 


CHARLOTTE, N. C. July 14.—Char- 
lotte automobile distributors and dealers 
generally report a satisfactory business. 
Spring and summer business is off a 
little as compared with the same season 
last year. But this decrease in business 
is not alarming. Sales for the six- 
months period since the first of January 
are ahead of the same period last year. 

Formerly the spring and summer sea- 
son was the big selling period with Caro- 
linas dealers, but the building of good 
roads has changed that and the winter 
months are the best months now. So 
the drop in summer business was ex- 
pected and discounted. Generally the 
distributors are optimistic and look for- 
ward to an excellent business with the 
beginning of fall. 

Particularizing, George P. Wadsworth, 
Reo distributor says their business is 
showing a steady increase all the time. 


REDUCE BRYAN TRACTOR PRICE 


PERU, Ind., July 14.—Effective July 
10, 1924, the Bryan Harvester Company, 
Peru reduced the price of the Bryan 
Light Steam Tractor $415. The new price 
is $1,970 f. 0. b. Peru. It is stated in 
the company’s announcement that the 
new price has been made _ possible 
through economy obtained in the organi- 
zation’s new production plans. 


0. K. PULITZER RACE 

NEW YORK, July 12.—The Aeronau- 
tical Chamber of Commerce has sanc- 
tioned the fifth annual Pulitzer trophy 
race, the dates for which having been 
set for Oct. 2, 3 and 4, at Dayton, Ohio. 
The Dayton meet will offer about $50,000 
in cash pries, the Pulitzer race alone 
being worth $9000 in Liberty bonds. 
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Nash Net for Second Fourth 
of Year Was $1,501,000.35 


President of Company Regards Busi. 
ness Highly Satisfactory in View 
of General Conditions 


KENOSHA, Wis., July 14.—At a meet. 
ing of the directors of the Nash Motors 
Company at the company’s offices here, 
President C. W. Nash reported net ip. 
come of $1,501,000.35 for the three-month 
period ended May 31, 1924, after de. 
ducting manufacturing expenses includ. 
ing depreciation selling and administra- 
tive expenses, and after further deduc- 
tion for local, state and federal taxes, 

Dividend action was taken in the form 
of a quarterly dividend of $1.75 per share 
on the outstanding preferred stock and 
a regular dividend of $3.50 per share ani 
an extra dividend of $1.50 per share on 
the outstanding common stock, payable 
Aug. 1, 1924, to holders of preferred and 
common stock of record at 3 o’clock P. M. 
July 21, 1924. 


Business Highly Satisfactory 


In reviewing business done during this 
second quarter President Nash stated 
that both the volume and the revenue 
from operations could be regarded as 
highly satisfactory when considered in 
relation to general business conditions 
which prevailed throughout the United 
States during this period. 


Commenting on future prospects he 
said that in his judgment basic factors 
indicated the company could expect good 
business during the next few months as 
there are trustworthy grounds for be- 
lieving that crop conditions in most ter- 
ritories will be reasonably satisfactory 
and furthermore the product of the Nash 
Motors Company is now held in higher 
regard by purchasers than ever before 
in the history of the company. 


“Another reason for anticipating sub- 
stantial continued sales and earnings,” 
said Mr. Nash, “is due to the fact that 
cars in hands of the company’s dealers 
have not been permitted to accumulate 
unduly, a survey of the entire organiza- 
tion showing that stocks are well withil 
normal limits.” 


__ 


CHANCE TO SHOW WARES 


WASHINGTON, July 14.— An oppor- 
tunity for foreign automobile manufac- 
turers to show their goods may be 
availed by American automobile manu: 
facturers, having representatives in thal 
country, at the Gijon, Province of Oviedo, 
Spain, fair which is to be held from 
August 15 to August 31, 1924. Americal 
Consul L. G. Dawson at Santander, 
Spain, has cabled the automotive divi 
sion of the U. S. Department of Col 
merce that there is a good market for 
American manufactured goods “and 
especially automobiles” at this time. 

Detailed information may be secured 
by addressing the “Secretario General, 
Feria de Muestras Asturiana, Libertad 
19-21, Gijon, Spain.” 
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Site Selected for National 
Motor Transportation Show 


Truck Exhibits to Be Staged in 
American Exposition Palace, 
Chicago, Next October 





DETROIT, July 14.—The American 
Exposition Palace on Lake Shore Drive- 
Chicago, has been selected as the site of 
the lirst National Motor Transporta.vuion 
Snow, Which will be held under the au- 
spices of Motor Truck Industries, Inc., 
in the week of Oct. 21-27. 

The exposition will be open to all 
truck manufacturers whether members 
of the association or not, and it will be 
rounded out by a showing of all sorts 
of truck paits equipment, accessories 
and special service equipment. Consid- 
erable space also will be alloted for the 
showing of buses, rail cars, trailers and 
all types of commercial motor vehicles. 

In addition to the showing of exhibits 
in the building, a considerable ground 
area adjoining the building will be used 
for active demonstration of trucks and 
equipment, the purpose of the exhibit 
being principally demonstrative and edu- 
cational. Through use of the outdoor 
space it is planned to show the adapta- 
bility of present day motor trucks and 
equipment for all commercial transporta- 
tion purposes. 

Motor Truck Industries through its 
general manager, William MHallanger 
plans to conduct an intensive campaign 
during the next three months to direct 
attention of all truck dealers and opera- 
tors to the show so that the attendance 
may be drawn from presons active in 
the truck field. 


The show room of the _ exposition 
palace contains 75,000 feet of exhibition 
space and two spacious lobbies. The 
floor plan of the exhibit has been drawn 
and the contracting for space entered 
upon. The largest part of floor area has 
been drawn and the contracting for 
with the other exhibitors sharing spaces 
along the main lobby. 


General Tire and Rubber Co., 
Increases Capacity a Third 


AKRON, O., July 14—The General 
Tire and Rubber Co. announces that 
additional equipment has been added to 
its plant to make possible an increase 
of one third in output bringing tire pro- 
duction capacity to approximately 5,500 
tires a day. 
_ No new buildings were required to 
Increase its production. Company offi- 
cials state that the new capacity can 
be thrown into production at once since 
the company remains far behind on its 
orders. 


The General earning figures also to 
a certain extent lend confirmation to 


the statements made in Akron during 
the past month. 





MOTOR AGE 





Registrations Near 
1,200,000 Mark 


SACRAMENTO, Cal, July 14.— 
Passenger car registration in Cali- 
fornia already has topped the mil- 
lion mark and total registration 
rapidly is approaching 1,200,000. 

Figures announced today by the 
state division of motor vehicles 
give the passenger car registration 
as 1,005,149. Pneumatic tire trucks 
and commercial passenger vehicles 
number 124,502 and_ solid tire 
trucks number 28,027. This gives a 
total automobile registration of 
1,167,678, 

Total fees to 
nearly $6,000,000. 


date amount to 











Chevrolet Laying Plans for 
Aggressive Selling Campaign 





DETROIT, July 14.—With the naming 
of J. E. Grimm, Jr., as advertising man- 
ager of the Chevrolet Motor Co. to suc- 
ceed George Frank Lord, recently re- 
signed, R. H. Grant, vice-president and 
general sales manager of the Chevrolet 
division, is rapidly whipping his plans 
into form for an aggressive merchandis- 
ing campaign. 

Mr, Grimm was breught on from Delco 
Light with R. K. White who has been 
named director of sales promotion a new 
position in the Chevrolet organization 
so far as to title goes. Both of these 
members of the sales organization were 
associated with Mr. Grant in his work as 
president of Delco Light Mr. White hav- 
ing been with the Dayton company for 
the last five years first in the engineer- 
ing department and latterly as assistant 
sales manager of the South Central di- 
vision. Mr. White had been sales pro- 
motion manager for Delco for the past 
four years. 


Coincident with the two appointments 
two promotions in the sales organization 
were made L. F. Garlock zone sales 
manager at Charlotte N. C. being ad- 
vanced to the general headquarters staff, 
where he will do special service promo- 
tion work, and F. J. Ackerman, assistant 
zone sales manager, at Baltimore taking 
Mr. Garlock’s place at Charlotte. 


WHEEL CO. CHARTERED 

CINCINNATI, July 14.—The American 
Flexible Wheel Co., which was organ- 
ized by a number of Cincinnatians about 
a month ago, has been granted an Ohio 
charter. It was organized by Gerson J. 
Brown, Edgar S§S. Friedlander, Samuel S. 
Lord, and others for the purpose of 
manufacturing a_ resilient automobile 
wheel. The company was incorporated 
with 2,000 shares of no par value com- 
mon stock. 
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Southeast’s Accessory Sales 
Have Been Holding Up Well 


Wholesalers Pronounce Tone of 
Business Satisfactory Considering 
General Business Conditions 


ATLANTA, Ga., July 14 —Although 
automobiles sales in the Southeast were 
not as satisiactory the first six months 
ot 1924 as they might have been, run- 
ning somwhat below the first six months 
of 1925, accessory sales appear to be 
holding up on a much more satisfactory 
basis, according to two of the largest 
Wholesalers in the southern territory, 
who state that sales of accessories have 
been good, and especially so considering 
general business conditions. 


On the other retail dealers in 
the district are not stocking with ac- 
cessories to any great extent for the 
most part, few of them purchasing from 
jobbers on more than a thirty day basis, 
carrying stocks of accessories that are 
much smaller than normal. 


This practice appears to have been 
generally in vogue in this district since 
the early part of the year, but still gross 
sales are running somewhat above those 
of last year at this time, and have been 
for the past three or four months. 
Dealers and jobbers both have learned 
that by pushing seasonable lines of mer- 
chandise, they have been able to main- 
tain a volume greater than last year, 
certain seasonable items selling from 30 
to 40 per cent better than last year, 
while items not in this category are 
selling on a considerably less basis than 
last year. 


Jobbers believe the outlook to be very 
satisfactory for the rest of the summer, 
and are decidedly optimistic over the 
outlook for business the coming fall, 
which they are expecting to prove as 
satisfactory as any fall season the trade 
has ever enjoyed in the Southeast. The 
reason for this is the excellent crop 
outlook, and the fact that agricultural 
prices are maintaining a high level. 
Collections are reported generally satis- 
factory. 


hand, 


New Pierce-Arrow Six to Be 
On Market Early In August 





BUFFALO, July 14.—President Myron 
E. Forbes of the Pierce-Arrow Motor 
Car Company announces that a new six- 
cylinder Pierce-Arrow model of moderate 
price will be offered to the public dur- 
ing the first week of August. It is said 
that the car will be compatable in qual- 
ity with the larger Pierce-Arrow model, 
but further details are not divulged. The 
new car will not replace the present 
larger and higher priced Dual-Valve Six, 
which is said to now be enjoying the 
greatest demand in the company’s his- 
tory. Production of the new passenger 
car will not affect the company’s pro- 
duction of trucks and buses, 
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Closed Models Make Up Over 
Half Detroit Retail Delivery 


Out of Total Unit Volume of 5,746 
Open Cars Count 
But 2,718 


DETROIT, July 14.—Retail deliveries 
of new cars in Detroit and the surround- 
ing district for the month of June were 
5746, of which 3028 were closed cars 
and 2718 open. The month’s total com- 
pares with a figure of 8607 for the month 
of May, and with 7505 for June last 
year. The truck total for the month was 
493 as compared to 682 in many and 
739 for June last year. 

Ford deliveries in the month of June 
were 2930 or 51 per cent of the total 
which compares with a percentage of 
40 in June 1923. Total low price car 
deliveries in June this year were 64 
per cent which compares with 60 last 
year. Cars in the $1000 price class and 
under made up 77 per cent of the June 
total this year as against 70 per cent last. 
Medium price deliveries compared 19 per 
cent as against 25 per cent last year. 
High priced cars were 4 per cent against 
five. 


Delivery Pereentages 

Percentages of deliveries according to 
price classification in May this year gave 
Ford 53 per cent, all low priced lines 
67 per cent, $1,000 and under 80 per cent, 
medium priced lines 17 per cent, and 
high priced lines 3 per cent. 


Manufacturers leading the deliveries 
other than Ford and Chevrolet with 501, 
Dodge with 329, Studebaker 273, Hudson- 
Essex 201, Buick 170, Maxwell-Chrysler 
244, Paige-Jewett 101, Overland-Willys 
Knight 164, Oakland 84, Oldsmobile 86, 
Hupmobile 81, Nash 61, Star 72, Gray 63. 


Ford trucks made up 314 of the 493 
truck total. Other leaders were Reo 20, 
Chevrolet 18, Dodge 18, Mack 17, Federal 
16, Gotfredson 16. 


Transfer Klaxon Manufacture 
To Remy Electric Division 





NEW YORK, July 14.—General Motors 
has announced the transfer of the manu- 
facture of Klaxon products to the Remy 
Electric Division at Anderson, Ind. The 
sale of Klaxon horns to car manufactur- 
ers is to be handled by the Remy Electric 
Company while the Klaxon Company is 
to be continued for the purpose of mer- 
chandising Klaxon horns through distri- 
butors’ service stations and dealers along 
the same sales policies as pursued in the 
past. No changes in Klaxon person- 
nel are contemplated. 


QUEBEC REGISTRATIONS 
QUEBEC, Can., July 12.—More than 
62,000 motor vehicles have been regis- 


tered in the Province of Quebec up to 
date. 
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Cars Housed Free for 
Customers 


ELGIN, Ill, July 14.—The Joseph 
Spiess department store, of Elgin, 
takes care of the cars of out-of- 
town patrons without charge. Due 
to difficulty in finding parking 
space in the business district, the 
firm has arranged with a leading 
garage to provide free storage 
space for all customers and the 
Spiess Company pays the bill. 

It is expected that other stores 
will take similar action and ar- 
range a contract with uptown gar- 
ages to take care of the cars of out- 
of-town buyers. 











Pike’s Peak Climb and Race 
at Altoona Get A. A. A. Okeh 


WASHINGTON, July 14.—The 12%- 
mile climb up Pikes Peak at Colorado 
Springs and the 250-mile speedway event 
at Altoona, Pa., both on September 1, 
are two of the 14 racing events which 
have been sanctioned by the contest 
board of the American Automobile As- 
sociation, it has been made public. In the 
latest report of the board attention is 
called to the fact such events, run as 
they are under strict rules, are doing 
more to hasten progress in automobile 
design and reliability than any other 
single agency. 


“The contest board,” declares Thomas 
P. Henry, president of the association, 
“is one of the most important features 
of the American Automobile Association. 
Its work should be followed closely by 
all organized motorists, for the results 
of faces conducted under its exacting 
rules and regulations presage coming 
trends and developments in automobile 
design and use.” 

A list of championship points to date 
show Corum in first place with 555 points 
to his credit. Cooper with 535 points is 
running a close second while Fengler is 
running third with 500. Murphy has 295 
points chalked up, Hertz 280, Wonderlich 
250 and Hill 170. Milton shows but 50, 
Vail 32, Boyer 10 and Durant 5, but the 
season is still young and the situation 
may be quite different when the remain- 
der of the important events have been 
run off. 


SINGLE TAXI MAKING GOOD 


PARIS, July 14.—Single seater taxi- 
cabs, introduced on the streets of Paris 
about three months ago, have proved 
satisfactory, and according to the com- 
pany operating them have net earnings 
equal to those of the big size taxicabs, 
although the charges are nearly 50 per 
cent less. This result is attributed to 
the fact that the cabs practically never 
stand idle, and are able to average 68 
miles a day. 
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Would Consign All Pessimists 
to Hands of the Undertake; 


Business Good Says Cadillac Dj. 
tributor Who Claims Record 
for Six Months Sales 


BOSTON July 14.—Asserting the busj- 
ness is good and that pessimists should 
“be placed in the hands of undertakers,” 
President Albion L. Danforth, of the 
Boston Cadillac Company, welcomed 
more than 50 members of the organiza- 
tion from Boston and other cities to 
celebrate the conclusion of the second 
quarter of a sales contest. Mr. Danforth 
announced that the company’s sales for 
the first six months of the year were 
45 per cent ahead of any previous six 
month’s in the organization’s history, 
Plans were announced for continuation 
of the sales contest for the third quarter 
of the year. 

A dinner was served on the lawn of 
the sales rooms on Commonwealth 
Avenue where passing motorists, pedes- 
trians and street car riders might see 
the feast. 

Mr. Danforth thanked all present for 
the enthusiasm and interest shown in 
the contest and he introduced W. T. 
Taylor, New England factory representa- 
tive. Then the contest prizes were 
awarded. 

First prize in the dealers’ organization 
was awarded to Frank Stevens, of Mal- 
den. The Robinson Toohey Company of 
Lawrence won second. Third went to 
H. C. Lintott of Nashua, N. H. Norman 
Appleyard, of the Newton Centre Garage, 
won fourth and the Norwood Auto Sta- 
tion, Inc. fifth. Two special prizes in 
the form of trips to the Cadillac factory 
at Detroit all expenses paid _ were 
awarded to Edward G. Fitz-Henry, who 
sold the greatest percentage of his quota 
of new cars in June, and to William E. 
Boyden who did the same thing in the 
used car department. Almost every 
member of the sales organization re- 
ceived a special cash prize in the weekly 
sales contest. 


HIGHER COMPRESSION RATIO 

WASHINGTON, July 14.—That the 
thermal efficiency of gasoline engines 
could be increased by increasing the 
compression ratio is generally recognized 
and the Bureau of Standards has been 
conducting some tests to see how much 
the actual increase amounts to. 

It is found that the higher compression 
ratios result in an increased tendency to 
pre-ignition and detonation, necessitating 
the use of special fuels. 

Tests were made on several engines 
employing compression ratios rangilg 
from 5.4:1 to 14:1. Most of these were 
aviation engines and the tests were made 
in the altitude laboratory where the low 
air pressures found at high altitudes cal 
be reproduced. 
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Winner and Others in French Golden Cup Event 





(1) Winning 45 cu. in. Senechal, which covered 1,058 miles. 
(4) Covered 536 miles but turned over and changed connecting rod en route, which is some record for 24 hours 


PARIS, July 7.—Driving a 45 cubic 
inch four-cylinder Senechal, manufac- 
tured by the Chenard-Walcker Company 
of Paris, Robert Senechal won the French 
24-hour road race for the Golden Cup by 
covering a distance of 1,058 miles. The 
Senechal was a tuned-up stock car with 
a four-cylinder overhead valve engine, 
front wheel brakes, and having a very 


rudimentary type of body, in order to 
keep weight down. The rules called for 
the entire distance being covered with 
one driver, and a mechanician had to be 
carried. These two men had to do all the 
work on the car. 

Second place was secured by Ivanovsky 
on a 67 cubic inch E. H. P., his distance 
being 1,004 miles. The smallest two- 


(2) A neat looking car in the 67 cu. in. class. 





(3) A 64 cu. in. machine. 


seater was a 21.7-inch Colombe, which 
put up 475 miles in the 24 hours. A 31- 
inch twin-cylinder two-stroke Violet 
totalized 536 miles, although its driver 
changed a connecting rod during the race 
and, owing to overturning, had to drive 
for six hours with only two spokes in 
his steering wheel. 








PROPOSE DUTY INCREASE 
WASHINGTON, July 14.—Increase in 
increase the duty on motor vehicles, in- 


cluding chassis and bodies and motor- 
cycles, from 5 per cent ad valorem to 12 
per cent ad valorem is contained in the 
new tariff bill just introduced in the 
Netherlands parliament, the United 
States Bureau of Foreign and Domestic 
Commerce is advised. The bill provides 
for an increase in the general ad valorem 
rate of import duty from 5 per cent to 
8 per cent. A tariff commission has been 
provided to settle contested cases. 
LOT BUYERS GIVEN CARS 

ST. LOUIS, July 14—A real estate 
dealer in charge of a subdivision in the 
suburbs of St. Louis has hit upon an 
unusual scheme for helping him to sell 
his lots. He has agreed to give every 
purchaser of a lot a Ford car or its 
equivalent in building materials. 


Michigan Leads in Federal 
Aid Roads, Then Wisconsin 


WASHINGTON, July 14.—The Federal- 
aid highway system in Wisconsin and 
Michigan embraces 8,006 miles, according 
to the Bureau of Public Roads of the 
United States Department of Agriculture. 
Michigan leads with 4,582 miles while 
Wisconsin has 3,424. 

Appropriations for Federal aid totaling 
$540,000,000 have been made since 1916 
and considerable progress has already 
been made on the system. The whole 
Federal-aid highway system er braces 
approximately 170,000 miles of fuad. A 
careful study is being made of its pres- 
ent condition of improvement. An ap- 
proximate estimate based upon incom- 
plete studies is that at the end of the 
year there were about 60,000 miles of sur- 
faced roads and 8,700 miles graded, which 
leaves nearly 110,000 miles yet to be 
surfaced. 








ADVICE ON PACKING 

WASHINGTON, July 12.—Automobile 
manufacturers will find practical hints on 
how to obtain economy and efficiency in 
shipping from “Packing for Foreign 
Markets,” a Trade Information Bulletin 
recently issued by the Transportation 
Division of the Bureau of Foreign and 
Domestic Commerce. During the year 
1923, it is estimated by the Department 
of Commerce, that loss and damage of 


shipments in transit amounted to nearly 
$50,000,000 and that much of it was due 
to improper packing. 


DERBY MOTORS MOVES 


WINNIPEG, Man., July 14—Derby 
Motors, Limited, Winnepeg have re- 
moved to Saskatoon, Sask., arrange- 


ments having been made to assemble 
the Derby motor car at that point where 
it is understood an up-to-date factory 
will be operated. 
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13,507 Cars Made and Sold in 
Two Years by Durant of Canada 


Company Now Has Dealer and 
Selling Agencies Through 
Dominion Numbering 445 


TORONTO, Ont., July 14.—General 
Manager R. L. Mulch made an interest- 
ing report to the shareholder of Durant 
Motors of Canada, Limited, at the an- 
nual meeting recently. Among other 
things he said that the first Durant auto- 
mobile was delivered from the Leaside 
plant on March 1, 1922, and that during 
the two years the company has been 
in operation it has made and sold 13,507 
cars with a sales value of $9,652,678. It 
had also imported 253 cars with a sales 
value of $420,552, making a total all 
told of 13,760 cars with a sales value 
of $10,073,230. 


“In addition to this,” said Mr. Mulch 
“the parts and service department has 
made shipments with a sales value of 
$255,767. We have also. established 
throughout Canada dealers and selling 
agencies for Durant and Star, to the 
number of 445, and the number of em- 
ployes we have on our payroll as of 
dat is 569. The land and buildings which 
we purchased at Leaside at an original 
cost of $300,000 have been increased in 
value by the erection of new buildings 
and installing of up-to-date equipment, 
and allowing for depreciation on same, 
to a figure of $1,576,444. All the con- 
struction work in this original plan has 
been completed and paid for, these build- 
ings have no mortgages or liens against 
them, and are a clear asset to your com- 
pany. Cash on hand and in banks at 
this date totals $145,158. Your company 
has never had to borrow money from 
the banks, and we do not anticipate at 
the present date, that it will be neces- 
sary to do so. 


“While the operations for the year 
show a slight loss, you have to take 
into consideration that in the _ short 
space of time, two years, we have built 
up an organization such as we have 
throughout Canada, and have secured 
business to the extent as shown by the 
above figures in the face of keen com- 
petition of old, long standing automobile 
companies. Your company has certainly 
made good progress, and with the most 
of our missionary work now behind us 
we are going forward into another year 
with the expectation that the result will 
be very much more favorable than in 
the past year.” 


OUTING FOR CHILDREN 

COLUMBUS, Ohio, July 14. — The 
Columbus Automobile Club held its an- 
nual picnic and outing for the benefit 
of orphans and other poor children of 
Columbus at Olentangy Park recently. 
The attendance was almost 2000 taken 
to the park by automobiles and given a 
dinner and permitted to have all amuse- 
ments free. It is an annual occasion for 
the club. 
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NEW MOTOR ROW 

INDIANAPOLIS, July 14.—The first 
move toward establishment of a new 
motor row in Indianapolis was taken by 
the Hutchinson Automobile Company, 
distributors of Franklin, Detroit Elec- 
trics and Ward Trucks. A new zoning 
commission plan made this opportunity 
for motor car dealers to develop a busi- 
ness colony in the heart of the better 
residence district. A tract 100 by 265 
with two street frontages will be covered 
by the new Hutchinson building now 
under way, with the exception of a part 
occupied by a residence. The Hutchin- 
son Automobile Company is the succe- 
sor to the Detroit Electric Sales Com- 
pany, for many years the Detroit Electric 
distributor in Indianapolis. Andrew 
Hutchinson is president of the company 
and Ellis Hunter, secretary. 


—_—-— 


DELAY FORD OPENING 

ST. PAUL, Minn., July 14.—Opening 
of the new plant of the Ford Motor Co. 
here has been advanced from July 15, 
1924, to Jan. 1, 1925. This is due to the 
increased distribution from the Minne- 
apolis assembly plant notwithstanding 
reports of depression in the Northwest. 
Sale of 8167 cars in Minnesota and half 
of South Dakota in May, 7801 in April 
and 7662 in March set a record. The 
contractors will be able to deliver the 
new Ford buildings at the advanced date. 

Overland distributors of central Illi- 
nois assembled on July 3, at La Salle, 
to discuss the business outlook and lay 
plans for the fall campaign. Arrange- 
ments were discussed for a picnic dur- 
ing the summer, the date and place to 
be announced later. 


ROAD CONTRACTS AWARDED 
ST. PAUL, Minn., July 14.—The State 
Highway Commission has awarded con- 
tracts for Minnesota’s 1924 highway 
program that will cost $1,000,000 cover- 
ing Various parts of the 7000-mile trunk 
highway system. 


Use Trucks to Speed More 


Service for Detroit District 
WASHINGTON, July 14. — Because 
railway facilities are inadequate to get 
to Detroit, Mich., for early morning de- 
livery mail deposits the previous day at 
points in Ohio, western Pennsylvania, 
New York and West Virginia, the Post- 
office Department on July 1 began the 
operation of a truck service between 
Toledo, Ohio, and Detroit. 

The truck leaves Toledo at 3:30 a. m. 
and arrives in Detroit 6 a. m. each morn- 
ing except Sunday, carrying about 40 
sacks of first-class mail, which will then 
go out on the first delivery. 

Rubber and steel, the principal mate- 
rials entering into the fabrication of 
automobiles, for the manufacture of 
which Detroit is noted, come from prac- 
tically the same point. 

CLOSE HALF DAY WEEKLY 

SPRINGFIELD, O., July 14.—Spring- 
field automobile dealers have decided to 
close their establishments on Wednesday 
afternoons during July, August and Sep- 
tember. This is in line with the action 
taken by the retail merchants and 
grocers. The automobile dealers report 


that business is fairly good considering 
general conditions. 


TO MAKE SPARK PLUGS 


ATLANTA, Ga., July 14.—Plans have 
been announced for the construction at 
Miama, Fla., this summer of a _ large 
spark plug factory by the Airkool Spark 
Plug Co., recently organized at that city. 
A site for the plant has been secured. 
The building and machinery of the first 
unit will represent an investment of 
about $125,000, and have an annual Cca- 
pacity of approximately 10,000,000 spark 
plugs. 














| 


BES ee eis 


ict 
use 
get 
de- 
at 
nia, 
»st- 
the 
een 


rn- 
40 
hen 


ate- 
of 
of 
rac- 


ing- 
d to 
sday 
Sep- 
tion 
and 
port 
ring 











. July 17, 1924 


MOTOR AGE 











WITH THE ASSOCIATIONS 











Second Trade Dinner 

LOUISVILLE, Ky., July 14.—Tem- 
porarily laying aside the cares of selling 
automobile, parts, and accessories, up- 
wards of 300 business men in the auto- 
mobile industry and allied branches 
gathered in the ball room of the new 
Elks Athletic Club for the second trade 
dinner of the year. 

Sponsors for the event were members 
of the Louisville Automobile Dealers’ 


Association. John S. Kelly of the Reo- 
Spalding-Kelly Co., served as_ toast- 
master. 


William O. Protsman, first vice-presi- 
dent of the association presented a gra- 
phic picture of conditions governing the 
growing and marketing of tobacco. He 
is a director in the Burley Tabacco 
Growers’ Co-operative Association, and 
believes there is a lesson in the forma- 
tion of this association of farmer-busi- 
ness men that would interest automobile 
dealers and salesmen. 


Don C. Prentiss, the next speaker, 
spent several years lecturing and con- 
ducting classes in salesmanship through- 
out the eastern and southern part of the 
United States to settle in Louisville as a 
Ford dealer. The subject of his address 
was “Basic Elements of a Salesman.” 

Orchestral selections and singing con- 
stituted the entertainment feature of the 
program. 





Suspend Meetings 


ATLANTA, Ga., July 14.—All general 
membership meetings of the Atlanta 
Automobile Association have been called 
off during July and August because of 
the hot weather, the next general mem- 
bership meeting to be held in September, 
at which a special program for fall and 
winter merchandising will be arranged. 
There will, however, be a few meetings 
of the affiliated associations such as the 
tire dealers, battery dealers, accessory 
dealers, etc., during the two months. 


At present the executive secretary of 
the association is making a survey of 
co-operative advertising campaigns that 
have been held by dealers over the United 
States for the benefit of the Atlanta 
dealers. If such a campaign is held 


here it will probably be started next 
fall, 


The association also reports success 
in the new service, whereby it investi- 
gates salesmen applying for positions 
with automotive firms in Atlanta, stat- 
ing that the work is rapidly eliminating 
from the Atlantic field many incompetent 
salesmen and service men. 

To Join A. A. A. 

LITTLE ROCK, Ark., July 14.—Ar- 
kansas, the only state in the union not 
affiliated with the American. Automo- 


bile Association, will have a membership 
in this organization in the near future, 
when the Arkansas-Louisana Automobile 
Association applies for membership. 
John R. Hope, assistant manager, of the 
C, C. A., divulged this information after 
an all day conference with Clarence 
Holland, manager of the Board of Com- 
merce and with Edward Lockett—presi- 
dent-manager of the A. L. A. A. 


Truth in Used Car Selling 


ST. LOUIS, Mo., July 14.—Speaking 
before the Used Car Bureau of the St. 
Louis Automobile Dealers’ Assn., at its 
meeting held recently at Marquette 
Hotel, W. H. Willcockson, of the Vesper- 
Buick Automobile Co., Buick distributor 
in St. Louis, urged all automobile deal- 
ers to “tell the truth, the whole truth 
and nothing but the truth” concerning 
used cars. 


“It is only by telling the truth about 
a used car that a dealer can maintain 
his standing and separate himself from 
the so-called ‘gyp’ dealers who do not 
tell the truth,” Willcockson declared. 
“A car may be sold without such truth 
telling, but the untruths and the hidden 
truths will raise up to cloud the subse- 
quent career of the seller.” 


Robert E. Lee, manager of the St. 
Louis dealers’ assn. presided over the 
meeting of the Bureau which was largely 
attended. 


Presidents Sit in 

NEW YORK, July 14.—At a recent 
meeting of the board of directors of the 
Motor and Accessory Manufacturers 
Association the presidents of three na- 
tional associations in the automotive in- 
dustry sat about the table as directors. 

The three were G. Brewer Griffin, of 
the Westinghouse Electric and Mfg. Com- 
pany, who is president of the Motor and 
Accessory Manufacturers Association; 
W. O. Rutherford of the B. F. Goodrich 
Rubber Co., President of the Rubber As- 
sociation of America, and H. L. Horning 
of the Waukesha Motors Corporation, re- 
cently elected president of the Society 
of Automotive Engineers. E. P. Chal- 
fant, had of the New York Rotary Club 
made a fourth president in attendance. 


Hear Vane and Burruss 


BOSTON, July 14.—Boston dealers and 
their salesmen in large numbers attended 
the meeting of the Boston Automobile 
Dealers’ Association when C. A. Vane, 
general manager of the N. A. D. A. de- 
livered his address on “Five Per Cent 
Net” and W. B. Burruss, sales consultant 
spoke on “One Hundred Merchandising 
Ideas.” 

President J. H. MacAlman opened the 
meeting and brief remarks were made 
by J. W. Bowman and L. B. Sanders 
preceding the principal addresses. When 
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the visiting speakers finished they an- 
swered a number of questions. 


Frolic on Bay 

SAN DIEGO, Cal., July 14.—Elaborate 
preparations have been made for the big 
outing of the Auto Trades Association 
on the night of July 16. A novel an- 
nouncement promises those who attend 
“one of the livest evenings yet offered” 
for the local fraternity. Wives, best girls 
and friends are invited. The frolic will 
be staged on the S. S. Estrella in San 
Diego Bay and at Roseville where there 
will be dancing. Hawaiian music and re- 
freshments are to be two of the side 
issues. 


Expect Record Attendance 


SELMA, Ala., July 14.—Harry Hooper, 
resident of the local Automotive Trades 
association and head of Hooper Motor 
company, Selma, is looking for the big- 
gest attendance of automotive tradesmen 
at the convention in Selma, July 21-22, 
ever known in Alabama. 

Reports from Birmingham say that 80 
members of the Automotive Trades asso- 
ciation will attend, and 50 from Mont- 
gomery. 


New Service Station 


' KALAMAZOO, Mich., July 14.—The 
Kalamazoo branch of the Detroit Auto- 
mobile Club has established a new all 
day and all night service station in this 
city, under the management of Bert 
Rosebeck. He succeeds Guy Bacon. 
Plans are now under way to open a 
branch in Paw Paw, county seat of Van 
Buren county and 20 miles west of here. 
Mr. Rosebeck will also manage the Paw 
Paw service station, where he has had 
a garage for several years. 


250 Attend Meeting 


SPRINGFIELD, Mass., July 14.—The 
Springfield Automotive Dealers’ Associa- 
tion had a meeting in Memorial Hall 
recently, addressed by the officers of the 
National Automobile Dealers, Associa- 
tion, with about 250 dealers and sales- 
men in attendance. C. A. Vane spoke 
on problems of administration and W. 
B. Burruss on salesmanship. This meet- 
ing was regarded as one of the most 
interesting and profitable ever held here 
by the dealers. 


Tire Trade Convention 

NEW YORK, July 14—All tire dealers 
whether or not members of the National 
Tire Dealers’ Association are invited to 
attend the convention which this organi- 
zation will hold in Akron in November, 
according to an association announce- 
ment. The meeting days will be Nov. 
18, 19 and 20. Many problems con- 
fronting tire production and distribution 
will be discussed while the delegates 
will be taken on an inspection tour of 
various rubber factories. 
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A. A. Guenther, secretary-treasurer of the 
Flynn-Guenther Rubber Co., recently purchased 
a lot with a frontage of 103 feet on the south 
side of Olive street, near the heart of the auto- 
motive center of St. Louis, upon which he plans 
to build a large building. Most of the new 
building, according to Mr. Guenther, will be de- 
voted to automotive interests. 

The American Rubber Export Company, Akron, 
O., announces that it has purchased the good will 
of the Rubber Manufacturers Export Ass’n. The 
officers of the new company are: President and 
treasurer, Walter C. Cassidy; vice-president and 
secretary, Oliver C. Moles. The company will 
specialize in the export of manufactured rubber 
goods and automobile accessories. 


The Oakes Co., Indianapolis, maker of the 
Oakes spare tire and spare wheel locks, an- 
nounces that it has reached an agreement with 
the Temco Electric Motor Co., of Leipsic, O., 
whereby the latter discontinues manufacture and 
sale of the Temco spare tire locks. The Temco 
company, however, will continue to manufacture 
and sell the other automotive products which it 
has been producing. The Temco company recog- 
nizes the validity of the claim of the Oakes com- 
pany that Oakes patents and rights were in- 
fringed by the Temco lock,” states the Oakes 
company. 

President G. M. Williams of the Nordyke & 
Marmon Co., of Indianapolis, while in New York 
recently announced that his company has paid 
off $250,000 of its gold bond indebtedness. 


The Patterson Mfg. Co., organized recently at 
Clintonville, Wis., with $50,000 capital stock, in- 
tends to enter the manufacture of Ford special- 
ties and general automotive equipment. The pro- 
moters, all Clintonville men, have perfected a 
motor drive for speedometers and a governor for 
Ford truck engines which will be the principal 
products at the beginning of its operations. Plans 
for starting production are now being completed. 


The Follen-Lorenz Tool Co., of Kenosha, Wis., 
has been incorporated with a capital stock of 
$50,000 by James Follen and Fred Lorenz, for 
many vears associated with Kenosha concerns 
engaged in making tools, dies, jigs, fixtures, etc. 
The new concern has taken extensive quarters 
endis already in production. It is doing a large 
business with automotive industries. 


The National Auto Sunply Company, of Chi- 
cago, with branches at Bloomington, Peoria, De- 
catur, and other cities in Illinois and the middle 
west. has changed its name to that of the Na- 
tional Motorist Supply Company. O. J. McCalla 
is president and general manager. He has been 
engaged in the automotive business since 1907. 

Crayton Motor Company has been onened at 
Davidson, N. C., by L. B. Cravton, of Davidson, 
and J. T. Crayton and Cecil F. Harris, of Char- 
lotte. Authorized capital stock of the concern is 
$50,000 with $10,000 paid in. 

New automobile companies formed recently in 
the Southeast include the following: Becker Mo- 
tor Co.. Thorndale. Tex.; South Florida Motor 
Trick Co., Fort Meyers, Fla., $25.000 capital; 
Ridge Motors, Jnc., Lake Wales, Fla., $75,000 
capital; Marlin Motor Co., Marlin, Tex., $30.000 
capital; City Motor Co., Goliad, Tex., $10,000 
capital; J. A. Greene Motor Co., Fort Mill, S. 
C., $10.000 capital; Wingate Motor Co., Clarks- 
dale, Miss., and the Weathersby Motor Co., 
Magnolia, Miss. 


New firms in the accessory and automotive 
service fields formed recently in the Southeast 


include the following: Riverside Auto Supply 
Co.,. Miami, Fla., $20,000 capital; Automotive 
Equipment Co., Miami, Fla., $50,000 capital; 


Independent Tire Co., Jacksonville, Fla., $10,000 
capital; Enterprise Auto & Repair Co., operat- 
ing an independent garage and used car business, 
Atlanta, at 100 West Peachtree street. 


The Federal Motor Truck Co. has established 
a direct factory branch in Atlanta, succeeding 
the Brigman Motors Co., Federal truck dealers 
in the Atlanta territory for a number of years. 
The branch will handle Federal truck business 
throughout the southeastern territory. 


‘The manufacture of a new type of continuous 
milling machine and other high-efficiency produc- 
tion types of machine tools which has been con- 
ducted for two or three years by Frank M. Davis 
and John pag men of Milwaukee, will be con- 
tinued by the avis & Thompson Co., of Mil- 
waukee, a new Wisconsin corporation which has 
been chartered with $200,000 capital stock. Own- 
ership and management remain unchanged. The 
main works are located at 251 Reed street, Mil- 
waukee, and a branch plant at 57th and Mitchell 
Streets, in West Allis, suburb of Milwaukee. 


Charter has been granted the Perry Bumper 
Company, 38 South Dearborn street, Chicago, 
which proposes to manufacture and deal in au- 
tomobile accessories, etc. Capital $25,000. In- 
corporators: Walter H. Schroeder and Ira D. 
Perry, . 





The Jacobson Motor Company, 27-29 Prospect 
street, Park Ridge, Ill., with a capital stock of 
$25,000, has been granted a charter to manufac- 
ture and sell automobile supplies. Incorporators 
are Veder Jacobson, Walter C. Ballout and Hans 
Jacobson. 

Among Chicago’s new incorporations is_ the 
Illinois Auto Service Co., 155 North Clark 
street, capitalized at $20,000 to manufacture and 
deal in automotive accessories, supplies, fuels, etc. 
Incorporators: Calvin M. George, Allan T. Gil- 
bert, Leslie F. Kimmell. 


The Faber Spark Plug Company, Inc., 119 
South Joliet street, Joliet, Ill., has been chartered 
to manufacture and deal in spark plugs, hard- 
ware, machinery, etc. Capital $5,000. Incorporat- 
ors: Alvin J. Faber, Max Singer, Leo Lasker. 


The entire assets of the Higgins Spring & 
Axle Co., of Racine, Wis., widely known in the 
automotive field, are to be offered for sale soon 
to satisfy a judgment of $49,086 obtained by the 
Manufacturers National Bank of Racine. The 
action brought by the bank was to foreclose a 
mortgage given Aug. 26, 1922, for a loan of 
$45,000. All of the company’s property was given 
as security. The plant has not been operated for 
several months. Thomas A. Fagan, the trustee, 
and the Illinois Steel Co., a large creditor, were 
made co-defendants with the Higgins company in 
the foreclosure action. 

The North Shore Automobile Company has 
been organized at Evanston, IIl., with capital 
stock of $40,000. A garage and sales agency 
has been opened at 1735 Benson avenue. The 
promoters include E. P. Russell and H. J. Neu- 
meister. 

The “Jiffy” Oiler Manufacturing Company, 
which makes a non-drip oil bottle for filling 
stations, will establish before Sept. 1 an assembly 
plant at Decatur, Ill., with a monthly production 
of 25,000 articles. The location at 115 South 
Main street is being filled with jigs, dies and 
other tools. Hayden, Momence, IIl., is 
president and John A. Roney, manager of the 
company. 

A new office building is being completed in 
Council Bluffs, Ia., for the Monarch Manufac- 
turing Company, manufacturers of MonaMobile 
oils and greases. The company has grown so 
fast the new addition was necessary. The new 
building occupies nearly half a city block. It is 
of reinforced concrete. The second floor will be 
used exclusively for offices. The ground floor 
will be used for shipping and delivery depart- 
ments. Loading docks of the latest construc- 
tion have been built the entire length of the 
building. 

Austin Motor Co., manufacturers of the well 
known British car of that name, have adopted 
Champion spark plugs as standard equipment on 
all its models, according to announcement by 
Champion Spark Plug Co. Austin is reported as 
the eleventh European automobile manufacturer 
to adopt Champions in the last 18 months. 

The Rainbow Tire & Rubber Co., which has 
general offices in Columbus, O., is making rapid 
progress in preparing its large tube making plant 
at Delaware, Ohio, for operation. The company, 
capitalized at $1,000,000 will have approx'mately 
$600,000 invested in the plant, equipment and 
material by August 1 when it is hoped active 
operation will start. The buildings, comprising 
a main factory and power plant, have been com- 
pleted and a large part of the tube making 
machinery has been installed. The power plant 
with boilers of 1200 horsepower capacity is 
practically completed. Charles E. Ross, is presi- 
dent and general manager of the companv. The 
initial capacity of the plant will be 2000 tubes 
daily. 

The Peavy Motor Co., of Webster, Wis.. is a 
new $20,000 corporation organized by C. E. 
Peavy, Paul C. Maier and J. L. Peavy, to buv 
and sell motor vehicles, conduct a garage, furnish 
service etc. 

E. H. Smith, New London, Wis., is having 
plans made by F. Schoenrock, local architect 
and contractor, for a 2-story fireproof garage, 
sales and service building, 60 by 115 ft., to cost 
about $30,000. 

The Studebaker Sales Co.. St. Paul, has put 
into commission a new $95,000 three-story head- 
quarters for sales and service at Ninth and 
Franklin Streets, affording 30,000 square feet 
of floor space. The structure gives four times 
the space of the old building. The first floor 
has ffices and new and used car sales depart- 
ments, the basement wash racks and_ storage 
space, the second floor new car storage and the 
third floor, service and shops. M. E. Barry is 
manager. 


. F. Powers Motor Car Co.. St. Paul and 
the B. F. Powers Motor Co., Dellwood, White 
Bear Lake, have filed petition in bankruptcy 


listing assets $55,856.74 and liabilities $126,755. 
The company distributed Auburn and Gardner 
rars 
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May Tire Exports Improve 
But First Five Months Lag 





Mexico, Now Third Consumer, Runs 
Ahead of Corresponding Period 
of Last Year 





AKRON, O., July 14.—Automobile tire 
exports during May of this year showed 
a slight improvement over those of the 
previous month and were also slightl, 
larger than those of the corresponding 
month of last year, but the total for the 
year thus far is still far behind the ex- 
ports for the corresponding period of 
1923, figures compiled by export authori- 
ties indicate. 

May exports amounted to $1,574,735, as 
compared with $1,474,989 exported during 
May of last year and $1,402,594 exported 
during April of this year. This brings 
the total for the year thus far to $6,041,- 
633, as compared with the total of $9,117,- 
739 for the corresponding period of 1923. 


Mexico Ranks Third 


Mexico, now the third largest consumer 
of American tires, formerly standing 
second in the list, increased sufficiently 
during the month, however, to bring the 
total for the year to $361,957, as com- 
pared with $344,860 for the correspond- 
ing period of the previous year. During 
the first three months of the year the 
exports to this country were slightly 
over 50 per cent of the takings during 
the same period of 1923. 

Cuba is one of the regions which has 
increased her takings for the year over 
those of the previous year. The ¢otai for 
Cuba to date is $400,985, as compared 
with $362,347 during the corresponding 
1923 period. 

The following table compares the im- 
ports of the more important countries 
for the first five months of 1924, as com- 
pared with the same period of 1923: 














1924 1923 
Argentina ................ $417,362 $604,799 
Belgium ac 65,621 67,010 
Brasil ......... .-. 155,644 219,711 
Canada -. 206,095 312,163 
Chile. ......:..... 83,450 88,801 
OMEMR  ...000<605- ret 2,075 34,806 
ee ee ee ee 400,985 362,347 
ROMBIRME .......cccseseccses 800,485. 1,746.927 
France ... 88,168 52,187 
Japan . 496,185 234,992 
Mexico 361,957 344,860 
Netherlands 68,154 76,185 
| 95,080 220,341 
New Zealand .......... 258,388 606,610 
Philippine Islands... 161,965 234,322 
British So. Africa... 47,244 366,375 
RE eet ee 2,849 66,377 
Sweden ........... .... 282,792 312,762 
Venezulen ................ 67,196 59,642 


FINISH STANDARDIZATION 

WASHINGTON, July 12.—Standardiza- 
tion and simplification of automotive 
export declaration figures, which has 
been made the basis of a study for the 
past month, has been completed and 4 
special circular on the subject is now be- 
ing mailed out by the Automotive Divi- 
sion of the U. S. Department of 
Commerce to all exporters of automotive 
eguipment, 
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|  GONCERNING MEN YOU KNOW 





C. W. Matheson, formerly vice-president in 
charge of sales of Dodge Brothers, has been ap- 
pointed an assistant to the president of General 
Motors Corp. No definition of Mr. Matheson’s 
duties was made in the announcement of the ap- 
pointment by President A. P. Sloan, Jr. 

H. R. Henry has joined the staff of H. B. Tait 
& Co., Marmon and Nash distributors, 222 North 
Fourth street, Columbus, O., in the capacity of 
sales manager. He was formerly with the Stand- 
ard Motor Car Co., of Columbus. 


Edwin J. Smith has been appointed manager of 
the Fisk Tire Co.’s wholesale branch in Spring- 
field, Mass. 

Stephen Couch has been appointed service man- 
ager of the Western Massachusetts Cadillac Co., 
to succeed Samuel A. Walton, who resigned after 
twelve years’ service in that capacity. Mr. Couch 
has been with the concern eleven years. 


C. Howard Ross, general superintendent of the 
Union Malleable Company, East Moline, IIll., has 
been named manager ~ j the plant, succeeding 
Charles Deere Winan, lately made vice-president 
of Deere & Co., in charge of operations. The 
Union Malleable is owned and operated by the 
Deere interests. Morley Thomas, who has been 
superintendent of annealing becomes general su- 
perintendent of the East Moline plant. 


Col. George D. Babcock, manufacturing execu- 
tive for the Holt Tractor Manufacturing Com- 
pany of East Peoria, IIll., has sailed for Europe 
where he will deliver an address before the 
Prague International Management Congress on 
the subject of ‘Production Management.” He 
will represent Illiaois at this gathering. Col. 
Babcock was formerly with the Franklin Moter 
Car Company, later joining the Holt Company. 
He will give a review of his experiences in both 
fields as production manager. 


Sam B. Lambert and C, E. Graves of the Lam- 
bert-Graves Motor Company, St. Louis, with two 
of their salesmen and two employes of their me- 
chanical department are visiting the Lincoln fac- 
tory in Detroit to learn every possible detail of 
the Lincoln car. The company is erecting a new 
Lincoln sales and service building which will be 
ready next month. 


LeRoy R. Fulton, of the Thomas M. Orrell 
Company, Kalamazoo, Mich., has resigned the 
vice-presidency of that organization and gone to 
Boston to engage in the automobile business. 


James B. Giern, formerly of the Giern and An- 
holtt Tool Works, but of late with the Standard 
Service Tool Co., has severed connection with the 
latter concern, of which he was vice-president and 
general manager. Mr. Giern is a pioneer in the 
designing and manufacturing of automobile serv- 
ice station equipment and toels. 


George A. Brusch, one of the best known au- 
tomobile officials in the South, generally recog- 
nized as the man who popularized the “Ask ’Em 
to Buy” slogan throughout the southern states, 
has joined the F. E. Maffett organization in At- 
lanta, Ga., Dodge distributors, as general sales 
manager, succeeding Major H. L. Burns, who 
resigned some time ago to go with J. E. Duffell, 
Studebaker dealer in West Atlanta. 


A. L. Hutchins, who has been identified with 
the Carroll-Thompson Co., Columbus, O., agents 
for the Chevrolet for the past four years, has 
_ promoted to sales manager and vice-presi- 
dent. 


RI 





H.. H. Kelly, assistant chief of the automo- 
tive division of the Department of Commerce, 
left for a three weeks trip to Cleveland, Buffalo, 
Springfield, and ther manufacturing centers to 
visit automobile manufacturers and accessories 
makers. Purpose of his trip is to form con- 
tact with automotive export managers and se- 
cure their ideas on ways whereby the govern- 
ment can co-operate with automotive manu- 
facturers in the export field. The trip of Mr. 
Kelly is in line with the general policy of the 
government to foster the foreign automotive ex- 
port business. 

Ray M. Hudson has been named to succeed 
William A. Durgin as head of the Division of 
Simplified Practice of the Department of Com- 
merce, it has just been announced. Mr. Hudson 
has been assistant chief of the Division since it 
was created. Before joining the division, Mr. 
Hudson was for some years connected with the 
automotive industry and was formerly with the 
Franklin Automobile Company of Syracuse, 
Y., and later with the Holt Manufacturing Co., 
of Peoria, Ill. Mr. Durgin has left his govern- 
ment activity to resume his former post with the 
Commonwealth Edison Company, of Chicago, 
from which he was borrowed by Secretary of 
Commerce Hoover when the latter established the 
Division of Simplified Practice to help industry 
eliminate waste through the reduction of excess 
varieties. 

J. H. Schoemaker has resigned as Distribution 
Manager of the Allyne-Zerk Company, Cleveland, 
to accept the distribution managershin of the 
Swan Carburetor Company and of the Perfection 
Heater & Manufacturing Companv. Mr. Sctoe- 
maker is well known to the trade, having pre- 
vious to his connection with the Allyne-Zerk 
Company served as general service manager of 
the Ericsson Manufacturing Company, Buffalo, 
N. Y., of the Berling Magneto and later as 
sales promotion manager and general manager of 
the Westinghouse Union Battery Company, of 
Swissville, Pa. 

Clyde Schuler, of Milwaukee, has been ap- 
pointed assistant sales manager of the John G 
Wollaeger Co., Studebaker distributor, 2727 
Grand avenue, Milwaukee. D. W. Reagles, for 
two years manager of the wholesale department, 
recently was promoted to general manager, suc- 
ceeding George L. William, who resigned to take 
charge of the Studebaker account in the Lord 
& Thomas agency at Chicago. His retirement 
makes John G. Wollaeger sole owner of th: 
business. 

Harry A. Martin has been appointed district 
representative of the Velie Motors Corporation, 
Moline, Illinois, for the southwest. Mr. Martin 
has been a district man in charge of various 
territories for other companies for a number of 
years. 

E. G. Biechler has been appointed general 
manager of the Delco-Light Co., of Dayton, O., 
a General Motors subsidiary. Mr. Biechler was 
sales manager and since February has been art- 
ing general manager. In his new position h> 
succeeds R. H. Grant, who recently was appoint- 
ed vice-president and general sales manager cf 
the Chevrolet Motor Co. 








CLOSE USED CAR EXCHANGE 

QUINCY, IIll., July 14.—Henry Wisker- 
chen & Sons, owners of the building 
rented by the Quincy Auto Exchange, a 
mutual organization of auto dealers to 
handle their trade-in cars, has closed 
the doors because of overdue rentals. 
Fifty creditors whose accounts range 
from $10 to $500 claim the firm has 
assets of $5,000 with liabilities of $7,000. 
The exchange was launched in 1921 with 
Capital stock of $50,000 of which $17,000 
has been paid in by used cars. In 1922 
more than 500 cars were handled at a 
Profit but the business suffered a set- 
back last year. The plight of the ex- 


change will not affect any member-deal- 
ers, 


CHARLOTTE RACES OCT. 18 


CHARLOTTE, N. C. July 14.—It has 
been definitely decided not to attempt to 
hold the Charlotte automobile races be- 
fore fall and the date has been set for 
October 18. 

Racers already signed are: Ernie An- 
sterberg, Fred Comer, Frank Elliott, 
Tommy Milton, Joe Boyer, Ira Vail, L. 
L. Corum, Antoine Mourre, Harry Hartz, 
Jerry Wonderlich, Jimmy Murphy, Ben- 
nett Hill, Earl Cooper and Peter De 
Paole. 

C. Lane Etheredge, president of the 
Etheredge Motor Company, is president 
of Charlotte Speedway, Inc. A mile and 
a quarter bowl is to be built in ample 
time for the event. 


51 
Sir Eric Geddes Honor Guest 


At American Dunlop’s Dinner 


Visitor Says Corporation Is Doing 
Nearly 99 Per Cent of 
British Business 


BUFFALO, July 14.—Achievement of 
the American Dunlop Company in the 
tire industry was celebrated at a dinner 
given in honor of Sir Eric Geddes, chair- 
man of the Dunlop Tire & Rubber Cor- 
poration, in the grillroom of the Statler. 

Great strides made by the English 
Dunlop Company since the war were 
emphasized by Sir Eric. He said the 
British Duniop trade is progressing at 
a highly pleasing rate and that the Dun- 
lop company is now doing almost 99 
per cent of the British business. 


“We are selling in every country in 
the world,” said Sir Eric. “Throughout 
the world we are selling on one slogan 
alone. That is honor. We are going to 
keep the quality the highest in the world. 
Never mind the price. We'll compete on 
price. Quality is the thing that counts. 
People don’t buy a tire. They buy mile- 
age.” 

In pointing out the progress of the 
American company, which, he explained, 
is a separate entity with the backing of 
the British Dunlop interests, Sir Eric de- 
clared that the American concern is 
bound to be a great success. 

Edward B. Germain was toastmaster 
at the dinner. In his introductory re- 
marks he stressed the point that in addi- 
tion to paying off the bond issue the 
American company has surprised bank- 
ers by beginning to pay off the loans. 

Success of the Dunlop tire in Buffalo, 
where the American plant is located, was 
emphasized by Seymour Waterfall, man- 
ager of the Bison Tire Company, and 
by other speakers. 


INCREASED TRUCK OUTPUT 
NEW YORK, July 12.—Truck manu- 
facturers who are members of the Na- 
tional Automobile Chamber of Commerce 
assembled here to discuss the outlook 
and plan for the development of their 
branch of the industry. 


In the matter of production, they were 
informed by Secretary E. F. Loomis that 
in the first four months of this year 
N. A. C. C. truck makers showed an 
increase of 21 per cent in comparison 
with the same period of last year, while 
the general increase, all truck makers 


considered, was but 15 per cent. 

The survey showed that in the four 
month period light trucks from one-half 
to two-ton capacity had a production of 
28 per cent better than in the same time 
in 1923; trucks from two to five tons 
decreased 3 per cent while the over five 
ton class increased 1 per cent. Classing 
those over two tons, there was a two per 
cent decrease. 


MOTOR AGE 











IN THE RETAIL FIELD 

















The Buick agency at Greenville, S. C., has been 
sold by Eugene F. Bates to Eugene B. Smith. 
Mr. Smith has been in the automobile business in 
Greenville for a number of years, a part of the 
time as manager for the Bates-Buick agency. The 
new Bates-Buick building has been completed and 
the company has moved in. 

The Wagner Auto Company has moved from 
432 West Main street to 509 West Main street, 
Kalamazoo, Mich., occupying the establishment 
vacated by Aldrich Brothers, distributors of Du- 
rant and Stars. Aldrich Brothers are established 
at Church and Water streets. 

The used car is nothing of a problem for the 
Harrington Hudson Co., Hartford, Conn., distrib- 
utor of Hudson and Essex. For months back 
this firm has had very few used cars on hand. 
The company will endeavor to sell a used car 
for a customer but does not take it in trade. If 
there must be a trade the business is turned over 
to an associate dealer who specializes in used 
cars. The company is constantly admonishing 
associate dealers to go easy on used cars and 
not to order new cars until they are really 
needed. 

New Flint dealers: Gwinn & Brown, Rich 
Creek, Va.; Towson Flint Co., Towson, Md.; 
Darden Motor Corporation, Richmond, Va.; War- 
ren Auto Sales, Warren, R. I.; Mr. C. D. Loukes, 
Highgate, Vt.; Claude A. Mulkin, Algonac, 
Mich.; Messrs. Sam Demaras and P. Bou..atson, 
Thompsonville, Conn.; Owensboro Flint Co., 
Owensboro, Ky.; Grand Junction Flint Co., 
Grand Junction, Colo.; Delta Flint Co., Delta, 
Colo.; McClellan Flint Co., Menomonie, Wis. 

A new sales and service room has been opened 
by the Allen-James Motor Co., Chevrolet dealer 
in Clayton, Mo., a suburb of St. Louis. At the 
formal opening of the new building held recently 
a band concert, moving pictures and dancing 
were features. 


The Johnson Supply Company, of San Antonio, 
Texas, has been granted more territory in which 
to distribute Oldsmobiles. The company in addi- 
tion to the territory in and around San Antonio, 
now has the territory to the Rio Grande river 
and South to the Gulf of Mexico. 


The Ford Motor Cempany has announced ap- 
pointment of Goodrich & Ballard as Sacramento, 
Cal., dealers for Lincoln. 


The Sacramento branch, Reo Motor Car Co. 
of California, has been awarded the silver trophy 
of the Sacramento Chamber of Commerce for 
being responsible for bringing the most automo- 
biles to the Sacramento Day celebration at Lake 
Tahoe, held June 14-15. 

The Citizens Auto Company, of San Antonio, 
has acquired the San Antonio Motor Sales com- 
pany and now is distributing the Star, Durant, 
Flint and Packard cars. The company has taken 
new floor space and now has one of the largest 
automobile establishments in San Antonio, Texas. 

The Ormsby Chevrolet Company, of San An- 
tonio, Texas, has completed its new home at a 
cost of $100,000. It is the finest auto sales and 
service building in Southwest Texas. L. D. 
Ormsby is president of the company. It dis- 
tributes Chevrolets in several counties of South- 
west Texas. 

The Foster-Lafayette Co., which has held the 
New York Lafayette franchise since the car 
first came on the market, is being dissolved, the 
Lafayette representation having been taken over 
by the Warren-Nash Motor Co., which will also 
continue with the Nash. 

The Gray Motor Sales Company, 56 North 
Seminary street, Galesburg, [ll., has enjoyed 
such a prosperous business that it has been 
forced to seek larger quarters and will remove 
to 355 East Simmons street, July 1. A new 
garage and salesroom is being built there for it 
with a motor mart on the second floor. 

Distribution for the six and eight cylinder 
Peerless Cars has been taken on by the Great 
Neck Peerless Sales Company, of Great Neck, 
Long Island, New York, with sales and service 
station at 501 Great Neck Road. : 

The Standard Garage of 60 Mill street, New- 
burg, New York, is handling the Peerless six and 
eight cylinder line. 

Changes in the organization of the Diesing 
Automobile Co., St. Louis Rickenbacker dis- 
tributor, have been announced. Chauncey W. 
Corcoran who has been in the automobile busi- 
ness in St. Louis for a number of years has been 
appointed manager of the West End Diesing 
Motor Sales Co., at 5143 Delmar boulevard. 
Henry C. Herring, also an experienced automo- 
bile man, has been appointed retail sales manager 
of the company and H. O. Yowell has been 
named wholesale sales manager. 


The Joliet-Rollin Co., has been incorporated 
to handle the Rollin car, trucks and tractors at 





659 Cass street, Joliet, Ill. The capital stock of 
$5,000 has been paid in by Jefferson N. Welch, 
Essye Mae Welch and Ann G. Daggett. 

The A. J. Weigand Sales Co., Hupmobile dealer 
at Chippewa Falls, Wis., has been named also 
city and county dealer for Eau Claire, Wis., and 
has opened a branch sales and service station at 
Eau Claire, in charge of William Hass. The 
Chippewa Falls dealership has delivered 34 new 
Hupmobiles since Jan. 1, compared with 20 in 
the same period in 1923. 

A convention of Flint dealers in the St. Louis 
district and held in St. Louis, was attend.d by 
virtually all of Flint dealers in eastern Missouri, 
southern Illinois and western Kentucky. Frank 
Stern, comptroller, and H. P. Clevinger, assistant 
comptroller, of the Flint Motors 0., aided 
officials of the St. Louis branch with the con- 
vention. The visitors met at the Flint factory 
branch and viewed the new Flint Forty which 
has just been put in production. Robert S. Kelly, 
Flint branch manager, addressed the dealers. 
Brief talks were also made by Frank J. Koch, 
wholesale sales manager of Z. A. Barker, retail 
sales manager and Charles A. Thomas comptrol- 
ler of the St. Louis branch. Some of the dealers 
also spoke, telling of their experiences in han- 
dling the Flint car. 

The Hertzog Motor corporation, of which Al- 
bert Hertzog Jr. is president and treasurer, has 
taken on the retail selling in Buffalo, N. Y., of 
the Sterling Knight in addition to the Columbia, 
which it has handled for some time. 

The Reeke-Nash organization, Cleveland, O., is 
demonstrating that striking sales plans, backed 
by intelligent and industrious effort will keep 
up sales even in times regarded as slack. 
profit sharing plan for the benefit of purchasers 
of Nash cars is the device that helped this 
organization throughout June this year. 

The Noyes-Buick Company, of Boston, whole- 
sale distributors for New England, has just 
completed an arrangement with John H. John- 
son, owner of the Boston Buick Company, where- 
by the two companies now have a working plan 
for the retail sales of Buick cars in the Boston 
territory that does away with any possibility of 
overlapping of territory. The new plan will 
mean additional dealers scattered throughout the 
suburbs of Boston in which both companies will 
have an interest. 


H. D. Foster, wholesale manager of the Har- 
rington Hudson Co., Hartford, Conn., and Sales 
Manager Smith of the Same organization have 
concluded a sales contest. The sales manager 
was positive that he could turn in more business 
than the outside man and the net result computed 
by judges was declared to be a tie. The close 
of the contest was marked by a dinner to the 
sales organization. Finch Bros. of East Hart- 
ford had the highest score of the associate 
dealers. The Harrington Hudson Co. sells the 
Hudson and Essex and did more business in the 
first six months of this year than in the whole 
of 1923. 

David B. Roberts, Hartford, Conn., proprietor 
and founder of the Hartford Buick Co., which 
controlled Hartford county on Buick and Chev- 
rolet distribution, has retired from the motor car 
field and will devote his time to the sale of an 
oil burning equipment and to his various real 
estate holdings. The Noyes Buick Co. of Boston 
takes over the local territory. 

The agency for the Jordan car in St. Louis 
has been taken over by the McNiece Motor Co. 
Formerly it was handled bv the St. Louis Motor 
Car Co. The McNiece Companv also handles 
the Moon and the Wills Sainte Claire. 

Formal opening of the new showrooms of the 
Rosedel-Flint Motor Co., at 6120 Delmar boule- 
vard, St. Louis, was held recently. The com- 
panv of which E. Robinson, Jr., is president 
handles the Flint car. 

One of the most important dealer changes in 
Toledo, O., in recent months was made public 
in the announcement that the Doan Motor Co.. 
headed bv Charles F. Doan, would relinquish 
its Studebaker franchise and take un the dis- 
tributor franchise of Nash in the Toledo terri- 
tory which embraces Northwestern Ohio and 
Southern Michigan counties. The Nash- 
McKeough Co., which has formerly held this 
franchise will go to Grand Ranids, Michigan, to 
take up the franchise in that city. : 
McKeough is president of the latter organization. 
In taking over the new line Mr. Doan has also 
added G. A. Phillips and P. V. Powers of the 
old Nash organization, to the staff of the Doan 
company. Mr. Phillips will be retail sales man- 
ager and Mr. Powers will superintend the repair 
department. Glen W. Gray will be wholesale 
manager; Hinklin, used car manager; 
Arthur Garn, cashier and office manager: Roy 
Lowe, service manager; and George Metcalf, 
parts manager. 
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Make Report on Study of 
Gas in Relation to Performance 


Fuel Supply Increase Through Less- 
ened Volatility Hindered by 
Crankcase Dilution 


WASHINGTON, July 14.—Increase in 
the gasoline supply by decrease of gaso- 
line volatility is limited primarily by 
crankcase dilution, the Bureau of Stand- 
ards, Department of Commerce, finds. 
This conclusion, which is considered one 
of the outstanding results of the Bureau’s 
recent investigations of the effect of gas- 
oline volatility on engine performance, 
was reported to the committee in charge 
of the investigations at a recent meeting 
held at the Bureau. Other parts of the 
investigation have included studies of 
the effect of volatility on ease of start- 
ing and on the vaporization and utiliza- 
tion of the fuel. 

The committee expressed itself as be- 
ing well pleased with the results of the 
Bureau’s work to date, and voted to keep 
on with the investigation as a continuing 
project. The necessity of securing and 
maintaining a correct balance between 
available motor fuels and existing equip- 
ment was pointed out, and it was the 
opinion of the committee that the value 
of the work already done would be great- 
ly diminished if it were not continued. 

This investigation of automobile fuel 
problems was begun at the Bureau sev- 
eral years ago, and is partly supported 
by the National Automobile Chamber of 
Commerce and the American Petroleum 
Institute. These organizations, and the 
Society of Automotive Engineers, are rep- 
resented on the committee, which meets 
several times a year to review the work 
of the Bureau since the previous meet- 
ing and to make suggestions and recom- 
mendations for its continuance. 


GOOD FAR EAST MARKETS 

WASHINGTON, July 14—Two dis- 
tricts in the Far East in which roads and a 
comparatively high purchasing power 
exist are Sumatra and the Straits Settle- 
ments, the Automotive Division of the 
Commerce Department is advised. 

Approximately 90 per cent of all auto- 
mobiles now in use in Sumatra are of 
American manufacture, in contrast to the 
prewar period, when European makes 
dominated. Popularity of the American 
machines is due to their relatively low 
price and upkeep, light weight construc- 
tion and general serviceability. 

EXHIBIT SPACES ASSIGNED 

AURORA, IIll., July 14.—Exhibit spaces 
at the Central State Fair & Exposition 
auto hall have been assigned to local 
dealers for their display in connection 
with the fair, Aug. 15-23, with L. L. 
Fest again in charge. The show is 4 
great auto sales event for more than 
125,000 persons viewed the models last 
season and the auto tent is the center 
show spot on the ground. 























ee 








July 17, 1924 


MOTOR AGE 





53 








COMING 


MOTOR 


EVENTS 








AUTOMOBILE SHOWS 





London, Eng 


FOREIGN SHOWS 


Oct. 16-25 











CRD crcieccsccsisisciianitiniinnii Jan. 24-31, 1925..National Automobile Chamber 
of Commerce. 
Paris, France Oct. 2-12 Passenger Car and Accessory 
Show 
Detroit Jan. 17-24, 1925..Detroit Automobile Show, De- 
troit Dealers’ Assn. CONVENTIONS 
Detroit, Mich............. Oct. 22-24.......S. A. E. Production Meeting 
and Exhibition. 
Green Bay, Wis...... — | Automotive Division, Association 
of Commerce, W. F. Kerwin, 
Manager. Selma, Ala July 21-22.......... .Midsummer meeting Alabama 
Automotive Traders’ Association. 
New York City—..—..—.. Jan. 7, 1925.....New York Show, Convention N. 
Kansas City, Mo.—..—.. Feb. 7-14, 1925...Kansas City Motor Car Dealers’ A. D. A.3; Hotel Commodore. 


Association Show. 


Milwauk Wis. Aug. 25-30........Milwaukee Automotive Dealers’ 





New York Jan. 3-10, 1925..National Automobile Chamber 





Sacramento, Cal... Sept. 1-10........... ~State Agricultural Society, C. E. 


Toronto, Ont. Aug. 23-Sept. 6..Canadian 











a iiisttcisiccrcicniteistiitiie Jan. 26-29, 1925..Eighth Annual Cenventien, N. 
A. D. A., Hotel La Salle. 
Association, Fall Show, Bart L. 
Ruddle, Manager. : RACES 
| ee Altoona Speedway Assn..250 Miles 
ae Colorado Springs, Colo...Pikes Peak Highway.—....12%4 Miles 
of Commerce 
i —Fresno, Cal Fresno Speedway Assn. 150 Miles 
July 4.........Kansas City, Mo...1K. C. Speedway Assn.—..250 Miles 
Paine, Manager. Oct. 19_.....Kansas City, Mo..—..—.. K. C. Speedway Assn... 250 Miles 
Nov. 29_.....Los Angeles, Cal........ L. A. Speedway Assn... 250 Miles 
Automotive Equip- 
enead Aancdiedinm ae Gia Ate Sept. 7 Monza Track, Milan Italy........_......_Italian Grand Prix 
motive Industries of Canada, 
Gib Robertson,.. Secretary. Sept. 13_.......Syracuse, N. Y.—..—.. ...Horace P. Murphy—..—.. 100 Miles 








TRAFFIC ORDINANCE UPHELD 

ST, PAUL, Minn., July 14.—A decision 
of a district court jury in Ramsey county 
has upheld the ordinance requiring slow 
moving vehicles to hug the right curb, 
an ordinance that is rarely observed to 
the detriment of bus and other rapid 
transportation. F. V. Vincent, truck 
driver, lost his suit against the St. Paul 
City Railway for $25,000 damages. The 
jury held the plaintiff’s truck was too 
near the car line when the street car 
bumped into his machine and denied 
damages. 


BUS TO RELIEVE TROLLEY 


NORTH ATTLEBORO, Mass., July 14. 
—The end of trolley cars carrying pas- 
Sengers between this town and Pawn- 
tucket, R. I., is in sight since General 
Manager Paige of the Inter State Rail- 
way Company asked selectmen here to 
permit him to operate buses as substi- 
tutes for the street cars on the route. 
The selectmen will not act upon the 
Matter until Mr. Paige has submitted 
a schedule of trips and his proposed 
route, 


Southeastern Tractor Sales 
Declined in May, Says Report 


ATLANTA, Ga., July 14.—Contrary to 
expectations, tractor and power farming 
equipment sales fell off to a considerable 
extent in May in the southeastern states, 
according to the monthly report of the 
Federal Reserve Bank of Atlanta, issued 
July 1. The reason, however, was prin- 
cipally due to the fact that farmers were 
too busy getting their crops planted to 
give much attention to any other matter. 

As compared with May, 1923, total 
sales reported by the seven largest dis- 
tributors of tractors. and equipment in 
the Southeast showed a decline of nearly 
20 per cent, while compared with sales 
during April, the decline was slightly 
more than 33 per cent. 

The buying power of farmers of the 
South, according to larger bankers of 
the district, has reached as high a point 
as it has attained in the past decade, due 
principally to high cotton prices prevail- 
ing, and tractor distributors express en- 
tire confidence in the future. 





NOT STOPPED BY FIRE 

FOND DU LAC, Wis., July 14.—Fire 
damage of $50,000 or more sustained by 
the B. F. & H. L. Sweet Co., Fond du 
Lac, Wis., manufacturer of trailers, 
wagons, etc., has not interrupted produc- 
tion schedules. The damage was con- 
fined to the main warehouse, but ar- 
rangements were made immediately to 
acquire new stock, materials, etc., and 
all orders are being executed practically 
on time. The heaviest loss was in the 
stock of white oak material and finished 
spokes and felloes for automobile, truck 
and trailer wheels. 


NEW AUTOMOBILE TERMINAL 


ATLANTA, Ga., July 14.—The new a- 
tomobile terminal constructed on North 
Avenue in Atlanta, near Automobile Row, 
by the Southern Railway system, has 
been completed and opened for business. 
The new facility is regarded by dealers 
and distributors of Atlanta as a recogni- 
tion of the city’s growing importance as 
an automobile distributing center. 
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Prices and Weights of Current Passenger Car Models 
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Ship. 
























Wt. Pass. Body Style Price 
AMERICAN “D-66” 
2985 2-p Roadster $1,950 
3175 4-p Sp. Roadster 2,050 
3260 5-p Touring 1,695 
3300 5-p Sport 1,850 
3310 7-p Touring 1,760 
3190 4-p Sp. Touring 1,885 
3470 -p Sedan 2,550 
3310 5-p Brougham 2,195 
ANDERSON “41” 
2650 5-p Touring $1,195 
2675 4-p Sp. Touring 1,445 
2925 2-p Coupe 1,425 
2725 4-p Coach 1,495 
2875 5-p Sedan 1,695 
2925 5-p Sp. Sedan 1,895 
Brougham 3d. 1,595 
“ 0’ 
2975 -p Touring 1,595 
3200 7-p Sedan 1,945 
APPERSON "Se" 
2915 5-p Phaeton $1,395 
2965 5- Sp. Phaeton 1,600 
3400 5-p Sedan 1,995 
8450 5-p a 2,195 
4100 5-p Phaeton $2,485 
4315 7-p Phaeton 2,535 
4250 5-p Sport Phaeton 2,900 
4440 5-p Sedan 3,485 
4570 5-p Sport Sedan 3,750 
4555 -p Sedan 3,585 
AUBURN 6-43” 
2550 6-p Touring $1,095 
2672 5-p Special Touring 1,295 
2772 +5-p Sp. Touring 1,365 
2850 5-p Coupe Touring 1,595 
2852 5-p English Coach 1,845 
2982 5-p Sedan 1,695 
6-63” 
8262 5-p Touring. $1,695 
3882 5-p Sp. Touring 3 
8562 5-p edan 2,445 
3572 5-p Brougham 2,245 
BARLEY 6” 6-50 
2750 5-p Touring $1,395 
2800 5-p Sp. Touring 1,495 
3100 5-p Sedan 1,850 
3150 5-p Sp. Sedan 2,250 
BUICK “Standard” 
gic 2-p Roadster $1,150 
ce 2-p Roadster Encl. 1,190 
Reon 5-p Phaeton 1,175 
ake 5-p Phaeton Encl. 1,250 
neces 2-p Business Coupe 1,375 
aes 4-p Coupe 1,565 
sce 5-p Dbl. Serv. Sedan 1,475 
pice 5-p Regular Sedan 1,665 
“*Master 
(120 in. W. B.) 
3300 2-p Roadster $1,365 
Crea 2-p Roadster Encl. 1,400 
3455 5-p Phaeton 1,395 
se Saree 5-p Phaeton Encl. 1,475 
3675 4-p Coupe 2,125 
3845 5- Sedan 2,225 
(128 in. W. B.) 
3470 3-p Sp. Roadster $1,750 
3605 5-p Sp. Phaeton . 1,800 
8645 7-p Phaeton ¥1,625 
ee 7-p Phaeton Encl. 1,700 
gacess 3-p Country Club 2,075 
3940 5-p Brougham Sedan 2,350 
4020 T-p Sedan 2,425 
eS oecbee 7-p Sedan Limousine 2,525 
ee 7-p Town Car 2,925 
CADILLAC “V-63” 
4190 4-p Roadster $3,085 
4280 -p Touring 3,085 
4200 4-p Phaeton 3,085 
4270 2-p Coupe 3,875 
4370 5-p Sp. Coupe 3,950 
4600 5-p Sedan 4,400 
4610 -p Sedan 3,585 
4480 5-p DeLuxe Sedan 4,150 
4530 5-p Town Brougham 4,600 
4640 -p Limousine 4,600 
4640 7-p Suburban 4,500 
4560 -p DeLuxe Suburban 4,250 
4880 4-p Victoria 3,275 
5-p Landau 3,650 
CASE 5.0.6. 
3020 38-p Roadster $1,840 
3050 5-p Touring 1,885 
3200 5-p Sp. Phaeton 2,230 
8380 4-p Suburban Coupe 2,480 
3400 5-p Sedan 2,590 
“ay” 
8975 7-p Touring $2,475 
4120 7-p Sedan ’ 
CHALMERS 4 
2865 2-p Roadster $1,185 
2980 5-p Touring a 
3060 -p Touring 1,295 
2900 5-p_ Sp. Touring 1,335 
8260 5-p Coach 1,535 
7-p Sedan 2,095 








Ship. : 
Wt. Pass. Body Style Price 
CHEVROLET 
“Superior” 
1690 2-p Sup. Roadster $495 
1790 5-p Sup. Touring 510 
1955 5-p Phaeton DeLuxe 640 
2005 4-p Sup. Coupe 725 
1880 2-p Sup. Utility Coupe 640 
2070 5-p Sup. Sedan 795 
CHANDLER ss 
2945 2-p Roadster $1,795 
8180 4-p Roadster 1,785 
8160 5-p Touring 1,585 
8218 7-p Touring 1,735 
8250 4-p Royal Dispatch 1,885 
3380 5-p Chummy Sedan 1,845 
5-p Sedan 1,995 
3600 7-p Sedan 2,195 
8480 7-p Limousine 3,095 
CHRYSLER 
2600 4-p Roadster 1,625 
2650 5-p Touring 1,395 
2650 5-p Phaeton 1,495 
2650 5-p Sedan 1,725 
2915 5-p Imperial Sedan 1,995 
2855 5-p- Brougham 1,895 
CLEVELAND ‘43” 
2750 5-p Touring 1,095 
2810 5-p Touring De Luxe 1,195 
2830 3-p Coupe 1,295 
2840 3-p Spec. Coupe 1,395 
2930 5-p Sedan 2-door 1,395 
3040 5-p Spec. Sedan4d. 1,495 
COLE MASTER 
8695 4-p Volante Touring $2,175 
3765 7-p West. Tour. 2,175 
3695 4-p Aero-Volante 2,475 
3890 4-p Imperial Coupe 2,750 
3950 5-p BrouetteSedan 3,075 
4090 7-p Royal Sedan 3,075 
4150 -p Royal Limousine 3,175 
COLUMBIA 
2480 5-p Touring $1,175 
2485 5-p Spec. Touring 1,275 
2510 2-p Coupe ’ 
2725 5-p Coach 1,575 
2810 5-p Sedan 1,775 
CUNNINGHAM 
“V.4” 
4600 -p Touring $6,300 
4500 4-p Sp. Touring 5,800 
4700 4-p Coupe 7,150 
5000 6-p Sedan 7,650 
DAGMA “6-70” 
3800 4-p Sp. Touring $3,500 
4200 4-p Sedan ’ 
DANIELS 
§*24-38” 
4150 4-p Touring $6,800 
4765 -p Touring 6,900 
4600 4-p an 7,600 
5200 -p Sedan 7,800 
DAVIS sek gd 
2650 3-p M.O’War Road. $1,395 
2915 4-p Legionaire Tour. 1,495 
2750 5-p Phaeton 1,395 
3070 5-p edan 1,895 
8065 5-p_ Berline Sedan 1,995 
2700 5-p Brougham 1,595 
“gy” 
2835 3-p Roadster $1,695 
3020 5-p Phaeton 1,695 
3245 65-p dan 2,195 
3050 5-p Brougham 1,895 
3215 5-p _ Berline Sedan 2,295 
DODGE BROTHERS 
2513 2-p Roadster $865 
2653 2-p Spec. Roadster 1,025 
2610 5-p Touring 895 
2755 5-p Spec. Touring 1,055 
2809 4-p Coupe 1,375 
2755 2-p CoupeB 1,035 
2929 4-p Spec. Coupe 1,535 
3050 5-p SedanB 1,250 
3098 5-p SedanA 1,385 
3190 5-p Spec. Sedan 1,545 
DORRIS “6-80” 
4120 4-p Pasadena Tour. $4,150 
4115 %-p Touring 3,950 
4193 4-p Coupe 4,985 
4200 5-p Sedan 5,550 
4310 7-p Sedan 5,800 
DORT 
«97 
2595 5-p ‘Louring $1,095 
2780 5-p Sp. Touring 1,245 
3030 5-p Coupe 1,535 
3045 5-p Sedan 1,595 
3080 5-p Brougham 1,535 








Ship. . 
Wt. Pass. Body Style Price 
DUESENBERG 
St. esgee 
3200 2-p Roadster $6,500 
8550 5-p Phaeton 6,250 
8750 7-p Phaeton 6,750 
8750 4-p Sp. Phaeton 6,500 
4000 4-p Coupe 7,500 
4850 7-p Sedan 7,800 
DU PONT |} 
3300 2-p Roadster $2,090 
8400 5-p Touring 2,090 
3600 5-p Touring Sedan 3,050 
8600 5-p Suburban Sedan 3,050 
DURANT “A-22” 
2235  2-p Roadster $1,040 
2825 5-p Touring 890 
5-p Touring F.W.B. 940 
2395 5-p Sp. Touring 1,090 
2495 5-p Coupe 1,340 
2405 2-p Business Coupe 1,035 
2605 5-p an 1,365 
2670 5-p Touring Sedan 1,465 
Coach 1,185 
ELCAR 
“4-40-41” 
2560 5-p Touring $995 
2585 5-p DemiSp.Touring 1,095 
2641 5-p Sportster 1,195 
2900 5-p Sedan 1,495 
2981 5-p Sp. Sedan 1,695 
2779 5-p Brougham $d. 1,265 
2829 5-p Sp. Brough.3d. 1,395 
“6-50-51” 
2600 5-p DemiSp. Tour. $1,220 
2690 5-p Sp. Touring 420 
2900 5-p Sedan 1,720 
2981 65-p Sp. Sedan 1,920 
2779 5-p Brougham 1,490 
2829 5-p Sp. Brougham 1,620 
6-61" 
2007 5-p Touring $1,585 
3880 5-p Sedan 245 
8675 5-p Sp. Sedan 2,395 
33880 4-p Brougham 1,995 
ELGIN "25" 
2940 4-p Sportsman $1,895 
2985 3-p Coupe 2,145 
3250 5-p Sedan 2,345 
ESSEX 
2130 5-p Touring $900 
2305 5-p Coach 1,000 
FLINT $55” 
3-p Sp. Roadster $1,636 
3000 5-p Touring 1,395 
4-p Sp. Touring 1,695 
3200 4-p Coupe 2,095 
3575 4-p an 2,185 
40” 
5-p Touring 1,075 
FORD 
Without Starter and Dem. Rims 
1395 2-p Runabout $26 
1517 5-p Touring 295 
With Starter and Dem. Rims 
1540 2-p Runabout $350 
1662 5-p Touring 380 
1772 2-p Coupe 525 
1950 5-p Sedan, Fordor 685 
1898 5-p Sedan, Tudor 590 
FRANKLIN “10 C” 
2580 5-p Touring $1,950 
2710 4-p Coupe 2,750 
2730 5-p Sedan 2,850 
2655 5-p Demi-Sedan 2,250 
2835 5-p Tour. Limousine 2,950 
2765 4-p Brougham 2,850 
GARDNER “Series 5” 
2520 2-p Roadster $945 
2550 2-p Radio Roadster 1,135 
2555 5-p Touring 995 
2650 Tour. DeLuxe 1,045 
2750 5-p Rad. Spec. Tour. 1,145 
2895 5-p Sedan 1,445 
3070 5-p Sp. Sedan 1,565 
2680 5-p Coupe 1,245 
GRAY =o” 
1755 6-p Touring $630 
1850 2-p Coupe 750 
2028 5-p Sedan 895 
H Cc Ss eege 
3360 4-p Touring $2,250 
8750 4-p Touring $2,650 
3950 4-p Coupe 3,350 
4010 4-p Sedan 3,350 








Ship. 
Wt. Pass. Body Style Price 
HATFIELD 
**6-55"" 
8080 4-p Sport Touring $1,775 
3225 4-p Coupe 2,175 
8300 5-p Sedan 2,350 
HAYNES 
“60” 
3520 38-p Sp. Roadster $1,545 
8295 5-p ouring 1,545 
3590 5-p Sedan 2,045 
3560 5-p Brougham 4d. 2,045 
HUDSON 
“Super Six” 
3300 4-p Speedster $1,400 
3425 7-p Phaeton 1,500 
8450 5-p Coach 1,500 
3590 5-p Sedan 2,150 
3675 7-p Sedan 2,250 
HUPMOBILE 
bad «he 
2595 2-p Roadster $1,175 
2635 2-p Spec. Roadster 1,195 
2705 5-p Touring 1,175 
2770 =5-p Spec. Touring 1,195 
2760 2-p upe 1,415 
2860 4-p Coupe 1,595 
2975 5-p Sedan 1,750 
2875 5-p Club Sedan 1,425 
JEWETT 
2690 5-p Touring $1,065 
2810 5-p DeLuxe Touring 1,220 
3-p Bus. Coupe 1,250 
2880 5-p edan 1,495 
3095 5-p DeLuxe Sedan 1,695 
2775 5-p Brougham 1,325 
JORDAN 
(120 in. W. B.) 
3000 2-p Playboy Road. $1,850 
8100 5-p Touring 1,775 
3420 5-p Brougham 4d. 2,385 
3375 4-p Victoria 2,385 
(12414 in. W. B.) 
3260 4-p  Blueboy Touring 2,095 
3585 5-p Sedan 2,585 
3490 -p Sedan 2,785 
KING 
(120 in. W. B.) 
3428 2-p Sportster $1,895 
3428 4-p Foursome 1,595 
3528 5-p Touring 1,595 
3645 3-p Coupe 2,200 
8875 5-p Sedan 2,400 
3400 5-p Road King Sedan 1,495 
-p Sedanette 1,995 
(124 in. W. B.) 
3428 2-p Sportster $1,995 
3428 4-p Foursome 1,795 
3528 7-p Touring 1,795 
3645 4-p oupe 2,400 
3875 -p Sedan 2,625 
3400 %-p Road King Sedan 1,795 
5-p Sedanette 2,295 
KISSELL 
“55” 
2980 5-p Phaeton Std. $1,685 
3170 5-p Phaeton DeLuxe 1,885 
3190 5-p Tourster ’ 
3130 2-p Speedster 2,185 
8480 4-p Coupe 2,585 
8530 5-p Brougham 2,685 
3530 §5-p an 2,385 
3530 5-p Victoria 2,685 
8530 2-p Ene. Speedster 2,785 
4070 -p Sedan 3,385 
4010 %-p  Berline Sedan 3,485 
LAFAYETTE 
4118 -p Touring $3,250 
4082 4-p Torpedo 3,250 
4288 4-p jupe 4,300 
4482 5-p Sedan 4,400 
4432 -p Imp. Sedan 4,500 
4375 -p Limousine 4,000 
4482 -p Imperial Lim. 4,700 
LEXINGTON 
“Minute Man” . 
3120 2-p SkylarkRoadster $1,895 
3489 5-p LarkSp. Roadster 2,145 
3195 5-p Touring 1,895 
3365 5-p Cal. Touring 2,195 
3230 7p Touring 1,995 
3395 -p Cal. Touring 2,295 
8375 5-p Royal Coach 2,295 
3542 5-p Sedan 2,695 
3440 4-p Brougham 2,395 
“Concord” 
2950 5-p Touring $1,465 
$200 5-p an 1,915 
LIBERTY “6-E” 
2640 2-p Cav. Roadster $1,575 
27385 5-p Cav. Touring 1,575 
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Price 


$3,800 
3,800 
4,400 
4,600 
4,700 
4,900 
5,100 


$7,400 
7,400 
9,990 
9,990 


10,250 


$5,400 
5,600 
5,700 
6,720 
6,720 
6,810 
6,600 
7,000 
6,900 
9,000 


$2,500 
3,000 
3,000 


$3,095 
3,095 
2,895 
2,895 
3,585 
3,985 
3,985 
4,285 
4,285 
4,285 


$885 
895 
1,055 
1,025 
1,095 
1,325 


$1,350 


1,595 
1,695 


$1,395 
1,785 


1,795, 


1,995 
$1,595 


1,985 
2,195 


$2,150 


$1,275 
1,645 
1,275 
2,090 
2,040 
1,640 


$1,425 


Ship. 
Wt. Pass. Body Style 
LINCOLN 
4050 2-p Roadster 
4290 -p Touring 
4215 4-p Phaeton 
4380 5-p Coupe 
4875 4-p Sedan 
4600 5-p Sedan 
4660 -p Sedan | 
4720 -p Limousine 
LOCOMOBILE 
**48”" 
5030 4-p Sportif Tour. 
5330 T-p Touring 
5600 5- Victoria Sedan 
5464 T-p Brougham 
5640 7-p Tour. Limousine 9,000 
5868 T-p Encl. Drive Lim. 9,990 
5624 T-p Cabriolet 
McFARLAN 
age TV 
4600 2-p Roadster 
4600 4-p Sport Touring 
4700 T-p Touring 
4900 4-p Coupe 
5200 4-p Tour. Sedan 
5200 7-p Tour. Sedan 
5200 T-p Sp. Sedan 
5200 7-p Sub. Sedan 
5100 -p Limousine 
5200 T-p TownCar 
“Light 6” SV 
8700 3-p Roadster 
8700 5-p Touring 
8850 4-p Coupe 
8850 5-p Sedan 
MARMON 
“34” 
8470 2-p Speedster 
8650 4-p Speedster 
8575 4-p Phaeton 
3690 7-p Phaeton 
3770 4-p Coupe 
3970 4-p an 
4155 -p Sedan 
4220 %-p Suburban 
4100 -p Limousine 
4000 -p Town Car 
MAXWELL 
“son 
2225 2-p Roadster 
2250 5-p Touring 
2470 5-p Sp. Touring 
2325 2-p Club Coupe 
2450 5-p Club Sedan 
2650 5-p Sedan 
MOON 
Series “‘A”’ 
2400 4-p Roadster 
2410 5-p Sp. Touring 
2625 5-p Sedan 2d. 
2750 5-p Sedan 4d. 
6-40” 
2860 5-p Touring 
2870 5-p Sp. Touring 
2920 4-p Coupe 
2920 5-p Sedan 
8090 5-p Petite Sedan 
6-50” 
2850 5-p Touring 
2970 5-p Sp. Touring 
3120 5-p Sedan 
3190 5-p Sp. Sedan 
6-58” 
3270 5-p Sp. Touring 
8510 T-p Sedan 
3590 5-p Petite Sedan 
NASH 
“4” 
2600 2-p Roadster 
2720 5-p Touring 
5-p Touring 
2980 5-p Sp. Touring 
2750 2-p Business Coupe 
3090 5-p edan 
2910 5-p  Carriole 
“6” (121 in. W. B.) 
3030 2-p Roadster 
3530 4-p Sport Tour. 
3120. 5-p Touring 
3550 5-p Coupe 4d. 
3550 5-p edan 
: | 3400 5-p Spec. Sedan 
| oe, 1692" (127 in. W. B.) 
3230 7p Touring 
} 3700 Tp Sedan 
! 3440 4-9 Victoria 








1,990 





Ship. 
Wt. Pass. Body Style Price 
OAKLAND 
“6-54” 
2420 3-p Roadster $995 
2510 3-p Sp. Roadster 1,095 
2485 5-p Touring 995 
2550 5-p Sp. Touring 1,095 
2620 3-p Business Coupe’ 1,195 
2720 4-p Coupe 1,395 
2860 5-p Sedan 1,445 
OLDSMOBILE 
“<30"" 
2145 2-p Roadster $785 
2270 2-p Roadster 885 
2170 5-p Touring 795 
2320 5-p Sp. Touring 915 
2295 2-p Cab 985 
2410 4-p Coupe 1,075 
2570 5-p Sedan 1,135 
2700 5-p DeLuxe Sedan 1,245 
OVERLAND 
“91”? (100 in. wheelbase) 
1844 2-p Roadster $495 
1910 5-p Touring 495 
5-p Touring de luxe 560 
2100 2-p Coupe 650 
2200 5-p Sedan 795 
2053 5-p Coupe sedan 655 
“92”? (106 in. wheelbase) 
2047 5-p Red Bird $695 
5-p Red Bird Spec. 735 
5-p Blue Bird 725 
5-p Black Bird 695 
5-p Black Bird Spec. 735 
PACKARD 
“6” (126 in. W. B.) 
3165 4-p Roadster $2,785 
3320 5-p Touring 2,585 
8255 4-p Sp. Touring 2,750 
3425 5-p Per.Top.Touring 2,850 
8400 4-p Coupe ’ 
3515 5-p Coupe 3,450 
3565 5-p Sedan 3,375 
3610 =5- Sedan Limousine 3,425 
“6” (133 in. W. B.) 
3430 7-p Touring $2,785 
3690 7-p Sedan 3,625 
8765 7- Sedan Limousine 3,675 
“8” (136 in. W. B.) 
3880 4-p Runabout 3,850 
3990 5-p Touring 3,650 
3930 4-p Sp. Touring 3,800 
4125 4-p Coupe 4,550 
4200 5-p Coupe 4,725 
4270 5-p Sedan 4,650 
4275 = 5- Sedan Limousine 4,700 
“8” (143 in. W. B.) 
4020 -p Touring $3,850 
4275 7-p Sedan 4,900 
4350 7-p Sedan Limousine 4,950 
PAIGE 
3677 4-p Phaeton $1,795 
3742 T-p Phaeton 1,795 
8880 4-p Phaeton DeLuxe 1,995 
4040 5-p an 2,595 
4128 7-p Sedan 2,595 
4300 -p Sub. Limousine 2,895 
4100 5-p Sedan DeLuxe 2,770 
3900 5-p Brougham 4d. 2,175 
4285 -p ‘Sedan DeLuxe 2,770 
PEERLESS 
M1 “6-70” 
3050 2-p Roadster $2,185 
3175 5-p Touring 2,185 
3550 5-p Sedan 2,875 
3°66 
4-p Tour. Phaeton $2,690 
3980 7-p Touring 2,750 
4300 5-p Sedan 3,690 
4355 7-p Sedan 3,840 
4430 -p_ Berline 4,090 
4130 4-p Victoria Coupe 3,390 
PIERCE-ARROW 
«<g9°° 
4350 2-p Runabout $5,250 
4590 5-p Touring 5,250 
4780 3-p Coupe 6,800 
4830 4-p Sedan 6,900 
4960 -p Sedan 7,000 
4750 -p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim. 7,000 
4780 -p French Lim. 7,000 
4732 6-p Landaulet 7,000 
PREMIER 
**§-D” 
8710 2-p Roadster $2,885 
3870 5-p Open-Touring 2,885 
3920 -p Touring 2,935 
3910 5-p Sp. Touring 2,985 
4320 -p Sedan 4,175 
4185 5-p Brougham 4,175 
REO 
cnmp.g”* 
3195 5-p Sta. Touring $1,395 
3225 5-p Sport Touring A 
3320 4-p Coupe 1,875 
8490 5-p Sedan 1,985 
3655 5-p Brougham 4d. 2,235 











Ship. 
Wt. Pass. Body Style Price 
REVERE 
“Mw” 
38700 2-p Roadster $3,200 
3500 4-p Speedster 3,20 
3800 5-p Touring 3,200 
4300 5-p Sedan 4,000 
ns = 
2815 3-p Sp. Roadster $1,645 
2880 5-p Sp. Touring 1,595 
3050 4-p Coupe 2,095 
3160 5-p ay 2,195 
4-p Sport phaeton $2,195 
4-p Coupe 2,695 
5-p Sedan 2,795 
ROAMER 
**6-54-E” (118 in. W. B.) 
3100 2-p Roadster $2,685 
3100 4-p Tourer 2,485 
3300 4-p Sp. Touring 2,750 
7-p Touring 2,685 
3-p Cabriolet 3,285 
“6-54-E” (138 in. W. B.) 

4100 5-p Spec. Sedan $4,250 
4200 -p Suburban-Sedan 3,950 
$*4.-75-E” 

3650 4-p Sport 3,650 
“4-85-E” 

3200 2-p Spec. Speedster 3,785 

ROLLIN 
2300 5-p Touring $995 
2315 3-p Coupe Roadster 1,195 
2485 5-p Sedan 1,295 
R & V KNIGHT 
“H” 
3840 4-p Sp. Roadster $2,400 
3800 5-p Touring 2,300 
3850 -p Touring 2,375 
4050 5-p upe 3,000 
4160 5-p Club Sedan 3,050 
4165 -p Sedan 3,250 
ROLLS-ROYCE 
4750 2-p Roadster $11,400 
5000 7-p Touring 11,450 
4900 5-p Phaeton 10,900 
53885 7-p Sedan 12,900 
5400 7-p Limousine 12,850 
5100 5-p Cabriolet 12,800 
5300 5-p Salamanca Cab. 13,500 
STANLEY 
740” 
3775 5-p Phaeton $2,750 
3915 7-p Phaeton 2,750 
4135 i-p Sedan 3,585 
4175 7-p Sedan 3,985 
STAR 
1700 2-p Roadster $540 
1735 5-p Touring 540 
1800 5-p Spec. Touring 640 
1925 2-p Coupe 695 
2025 5-p an 785 
2100 5-p Spec. Sedan 935 
STEARNS-KNIGHT 
“sq? 
4-p Coupe Roadster $1,795 
3775 5-p Touring 1,595 
4250 5-p edan 2,095 
3750 4-p Coupe Brougham 1,895 
5-p Brougham 2,095 
“ 
3775 5-p Touring $2,395 
3850 -p Touring 2,495 
4025 2-p Coupe 3,395 
4275 4-p Sp. Coupe 3,150 
4275 -p Sp. Sedan 3,395 
3950 5-p Brougham 3,200 
STEPHENS 
104 & 20 
(117 in. W. B.) 
2875 Roadster $1,295 
2975 Touring 1,295 
3390 Sedan 1,995 
3180 Touring Sedan 1,595 
(124 in. W. B.) 
3300 Touring $1,595 
3300 Foursome 1,750 
3675 Sedan 2,250 
STERLING-KNIGHT 
3200 4-p Sp. Touring $2,250 
3235 5-p Phaeton 2,15 
3450 5-p Sedan 2,800 
3450 4-p Sp. Brougham 2,750 








Ship. 


Wt. Pass. Body Style Price 
STEVENS-DURYEA 


4200 2-p Roadster 
4400 -p Touring 
4250 4-p Sp. Touring 
4600 4-p Coupe 
4600 4-p Sedan 
4800 6-p Sedan < 
4800 6-p Town Brougham 
4800 6-p Vestibule Limou. 
4800 -p Vestibule Limou. 
4800 7-p % Limousine 
4800 -p Cabriolet 
STUDEBAKER 
Light Six “EM” 
2510 3-p Roadster 
2650 5-p Touring 
2736 2-p Coupe 
2955 5-p Coupe 
3030 5-p Sedan 
Special Six “EL” 
3065 2-p Roadster 
3305 5-p Touring 
3600 5-p Coupe 
3650 5-p Sedan 
Big Six “EK” 
2670 5-p Speedster 
3555 7-p Touring 
3695 5-p Coupe 
3895 7-p Sedan 
TEMPLAR ; 
3300 4-p Suburban Tour. 
3300 5-p Phaeton 
5-p an 
4-p Brougham 
VELIE “56 
2780 5-p Touring 
3110 5-p an 
“58” 
2780 3-p Roadster 
2780 5-p Touring 
2990 5-p Sp. Touring 
2990 5-p_ Silver Swallow 
2895 5-p DeLuxe Touring 
2970 4-p Coupe 
5-p Royal Sedan 
3110 6-p Sedan 
3300 5-p Touring Sedan 
1945 5-p Brougham 4d. 
WESTCOTT “44” 
3050 5-p Touring 
3150 5-p Spec. Touring 
3300 5-p ~“——" 4d. 
“ ” 
3550 7-p Touring 
3650 T-p Spec. Touring 
60” 
3300 5-p Sedan 


WILLYS-KNIGHT 


2700 
2790 


' 
os 


Ole OO on Do 
.. 2 
csvuud 


aaa 
vos 


“64” 
Roadster 
Touring 
Country Club 
Sedan 
Coupe Sedan 
Sedan DeLuxe 


“67 


Touring 
Coupe Sedan 
an 


TAXICABS 


Make and Model 


Checker 
Dodge 
Driggs 
Elcar 4 
Elear 6 
Kelsey E 
Pennant 
Premier 4A 


Rauch & Lang T 


Reo V 
Traveler 
White 15A 


Willys Knight A 


Yellow O-4 
Yellow A-2 


9,675 
10,175 
9,675 
10,175 
10,175 
10,175 


$1,025 


1,195 
1,395 
1,485 


$1,400 
1,425 
1,895 
1,985 


$1,835 
2,495 
2°685 


$2,175 
1,985 
2,785 
2,650 


$1,095 
1,545 


1,275 


$1,690 
2,290 
$1,990 


$2,190 


Price 
$2,348 
1,710 
1,950 
2,100 
2,450 
1,900 
2,895 
2,910 
2,350 





































AGE July 17, 1924 


MOTOR 






































ee ~ 
Current Passenger Car Specifications 
(This list comprises cars distributed on a national basis) 
Uni- Steer- 
TIRES ENGINE Electrical | Clutch | Gear-| versal | REAR AXLE BRAKES ing | Rear 
System set | Joints Gear Springs 
* a 
~ so = a 
MAKE AND MODEL | ~ Fy & $ S| lee e " “ ‘a ~ {a a 
2 le g =e |e | &/Sissi-| 318 |x 4 2 | 4 21 le ® 
~la if ssa is [|e eee eg) 218 | 8a] 2 fs ieli¢gi: le ls § 
: 5 se2 12 Jelelesie|/ 3/2 las] 3 27 12{8./8.|2 : 
rT] = .~ o— aks) te = ecl y > s= e = e rt yo es = uv 
e132] 8] 0] 3 [882 [sclolel4sle| §]8e/58] 2 |e | £ | S | = [Se] e812 : 
$)e2] 2] 4] 3) 888 | Self) ees f] 2) ee]es] 8 | 3] 8 | & | e |] gel Be] se] 2] s 
Blatl| a |S] Se] 28H jez (Sle lz0/s] S$ | eel oal © |S] e e | o feSi[zsi[c&e| =] ee 
American.......... D-66] 127 /33x414|No H-Sp 91 16-3'4x5 | 29.40] L | C | 3 IPS |Str A-K |G-D |P-B&B |War |M-Har |F-Sal 5.10 JE-R |I-R_ [None |Lav_ |S-574 
Anderson............ 41) 115 [32x4 |Yes* {Cont |7U 6-314x414] 23.44] L | C | 4 |PC |/Zen |Wes |Wes |P-B&B |Dur |F-Thi /}4Sal | 4.75 /E-R ET Mec* {Gem _|S.-58 
DRRMUOR, 5 si6cs.cseoe 50] 122 [32x4 |Yes* |Cont |8R 6-334x414| 27.34] L | C | 4 |PC Zen |Rem |Rem [P-B&B |Dur |F-Uhi [34 Sal | 4.62 |E-R |E-T |Mec* |Gem |S-58 
ee eee 6] 120 |32x4 |Yes* |Fall |T8000 }6-314x414| 23.44] I | C | 3 [PS {Str Rem |Rem [P-Roc |Mec |M-Thi |%4Col | 5.10 |E-R |I-R  |Mec* |Lav_ |J-48 
ee ere 8} 130 }33x5  |No Own 8 |8-3'4x5 |33.80] L | C | 3 IFP Jo Rem {Bij D-Own JOwn |M-Thi [44 Own] 4.25 JE-R |I-R_ = |Mec* |Own |J-48 
Auburn............ 6-43} 114 |31x4 |Yes* [Cont |7U —|6-3!4x414] 23.44] L | C | 4 [PC |Str [Rem |Rem |P-B&B {War |M-Uni |'4Col | 4.63 |E-R |E-T  |Mec* Jac |S-57 
a eee 6-63] 122 |32x4!4]Yes* |Weid |Spec |6-3'4x5 | 25.35] I | C | 3 |PC |Str |Rem |Rem |P-B&B |War |M-Thi |'¢Col | 4.63 |E-R |E-T |Mec* {Ros |S-57 
Barley... .. 6-50] 118 [32x4 |No |Cont |7U  |6-314x414] 23.44] L | C | 4 |PC [Ste {Del |De' |P-B&B {Ful |R-M&E |'4Col | 5.11 E-R I-R {None |Jac {8-56 
Buick........ “Standard”| 11434]31x434/Yes JOwn |Sta [6-3 x41] 21.60] I | C | 4 |PS |]Mar [Del |Del |D-Own |Own |M-Own |34 Own] 4.66 JE-F |I-R |Mec |Jac  |S-554 
SS “Master” 4 32x5.7|No Own 6 |6-334x434] 27.34] I | C | 4 |PC |Mar |Del |Del |D-Own |Own |M-Own |F-Own ¢ = E-F jI-R |Mec |Jac |V-464 
CS V-63] 132 |33x5 |No {Own 63 |8-314x514] 31.25] L | C | 3 |PC |Own |De' {Det |D-Own jOwn |M-Spi_ |F-Own | 4.50 |B-F |I-R [Mec  |Own |N-54 
SD Scoseccnnoute JIC] 122 ]32x4'4/Yes [Cont |8R  |6-33¢x414] 27.34] L | C | 4 |PC |Sch |Del |Del |D-Own |Own |R-Sne [!'4Col | 4.90 |E-R |I-R |Hyd* JJac  |S-84% 
Ne ee Y] 132 |33x5 |No {Cont |6T 6-334x5 |33.75] L | C | 4 |PC |Ray |Del |Del |D-Own JOwn |R-Sne [34 Col | 4.40 JE-R |I-R |None [Jac |S 
Chalmers............-¥] 117  |382x4_ [No Own 6 |6-3'4x4'4] 25.35] L | A | 3 IPS {Str A-L |A-L |P-Mec |War |M-Mec [/4Tim | 5.13 JE-R |I-R Hyd* |Gem_ |S-89 
Chalmers... ..........¥] 122 [33x4!9 No Own 6 |6-3'4x4'6] 25.35] L | A | 3 IPS {Str A-L |A-L |{P-Mec |War |M-Mec |!4Tim | 5.13 JE-R {I-R  |Hyd* {Gem |S-06 
LE See SS} 123 [31x6.2}Yes |Own 6 |6-3'9x5 | 29.40] L | C |] 4 |PC |Scn |Bos |Bos |P-B&B |Own |M-The |F-Own | 4.45 |E-R |E-T ec* |Own 
Chevrolet....... Superior] 103 |30x3!4|No Own 4-314x4 [21.76] I | C | 3 IPS (ea Rem wn K-Own |Own |M-Own |44Own] 3.77 |E-R |I-R None jOwn |Q-28 
0 A- 
oN CE Six} 11234]29x414 Yes Own 6-3 x434] 21.60] L | A | 7 |FP |Str |Rem |Rem |D-Own [Own {M-Own |!4Own| 4.60 |E-F |E-T |Hyd Jax |8-51% 
Cleveland.......... .43) 115 [31x5.2)Yes_  |Own 43 |6-314x434] 23.44] L | C | 3 |PC |Sch }Bos |Bos |P-B&B |Own |R-Sne |'4 Own] 4.90 JE-R |E-I' [Mec* |CAS [5-53 
SSI 5: Master] 127'433x5 Yes* |Nort | 311 |8-319x4!5] 39.20] L | A | 3 |PC |Joh [Del |Del |D-Nor |Nor |M-Spi |F-Col | 4.70 |E-R |I-R_ {None |Gem {|S-57 
NED: oso. Ssasaneee 115 [31x4 Yes* |Cont |7U 6-314x414] 23.44] L | C | 4 JPC {Str A-L |A-L |P-B&B |Dur |M-Spi |'4 Tim | 4.80 |E-R E-T |Hyd* |Gem 
Crawford ........ 6-70) 138 [33x44 No Cont |6T 6-35¢x5!4| 31.54] L | C | 4 |PC |Zen {Wes {Bos |D-B-L |B-L |M-Spi |44¢Tim| 5.00 |E-R |I-R  |None |lav |s 
Cunninghain.........V4 { 38x5 |No {Own |V4 8-334x5 145.00} L | C | 3 |FP |Str |Del |Del |D-Own |Own |R-Sne |F-Tim | 4.23 |E-R |I-R [None |Gem |J-62 
Dagmar.......... 6-70] 138 ]33x5 {No Cont |6T 6-354x514] 31.54] L | C | 4 [PC [Zen |Wes |Bos |D-B-L |B-L |M-Spi |44Tim| 5.00 JE-R |I-R [None |Lav_ |{S- 
Daiiels... ....00.0. 24-38] 188 |33x5 |Yes* |Own [24-38 |8-319x5'4] 39.20] L | C | 3 }PC |Zen |Del (Del |P-Own |Own |M-Spi_ |F Tim..) 4.23 J|E-R |I-R  |None |Gem ‘i 
Davis acute ing gad 71] 115 [81x4 ; Yes* {Cont |7U 6-314x414| 23.44] L | C | 4 IPC {Str A-L |A-L |P-B&B |W-G |M-Pet [4 Tim] 5.10 |E-R |I-R |Hyd* |Ros_ {S-52 
eee 81] 118 32x4! 3 Yes* Cont |8R 6-334x4!4] 27.34] L | C | 4 |PC [Str A-L |A-L |P-B&B |W-G |M-Pet |'4Tim | 5.10 |E-R j|L-R Hyd* |Ros_ |S-52 
Dodge Brothers....... 116 [32x4 Yes* Own | 4-376x414| 24.03] L | A} 3 |PS |Ste |N.E |N.E |D-Own |Own |M-Own [4 Own| 4.54 |E-R |I-R  |None |Own [8-55 
Dort.................27] 115 [31x4 /Yes* [Fall |'T8000 }6-31¢x4!4| 23.41] I | C | 3 |PC [Car |Bos |Bos |D-Dtl |Own |M-The |34Fli | 4.66 |E-R |I-R_ [None |Gem |V-50 
Duesenberg Straight. ...8] 134 [33x5 |No Own 8 |8-274x5 | 2645] I | A | 3 IPC [Str Del |Del |P-Own |Own |R-Cli 44 Own] 4.90 |I-F |E-T |Hyd j|Lav_ {8-59 
are C} 124 |32x414 No ‘ H-Sp 90 |6-3'4x5 | 2940] L | C | 3 IPS JStr Wes |Wes |D-B-L |B-L |M-Spi |F Col | 4.45 JE-R [I-R [None |Jac  {S-58 
| ES ee A-22] 109 |31x4 [Yes* [Cont |Spec [4-374x414] 24.03] I | C | 3 |PC /Til A-L |A-L |P-Own |War |M-Spi |34 Ad | 4.33 |E-R I-R |Mec* {War {S-48 
31x4 Lyco Cr 4-354x5 | 21.08] L | A | 5 [PC |Zen Del |A-L |P-B&B |W-G |M-Mec |!4Sal | 4.70 JE-R |I-R Mec* |Ros_ {8-51 
31x4 [No Cont |7U 6-344x414] 23.44] L | C | 4 {PC Str A-L |A-L |P-B&B |W-G |M-Mec |}4Sal | 4.70 JE-R |E-T |Mec* {Ros |L-51 
32x4 | Yes* Cont 8k 6-334x414] 27.34] L | C | 4 |PC |Str Del Del P-B&B |W-G |M-Har |34 Sal | 4.70 JE-R |I-R Mec* |Ros_ {S-52 
‘|82x4!4)Yes* |Fall [T8000 |6-3'¢x4'4]23.44] I] C | 3 |PC |Str |DeJ |DeJ |P-B&B |War |R-Sne |'4Col | 4.66 |I-F |E-T |Mec [Ros  |0-47 
6)31x5.2/Yes |Own 6 |6-21x4'4] 17.34] L | A} 3 |Sp [Ste |Bos |Bos |D-Own |Own |M-Spi [|42Own] 5.60 JE-R |I-R [None [Own [5-544 
30x4 4 Yes’ ee Ser 6-34x414] 23.44] L ]....]-..-]....] Til A-L |A-L |P a ere WY Ad | 4.77 JE-F |E-F i eer S- 
32x4) 9] ves* Cont |Spec |6-3%¢x5 | 27.34] I | C | 7 |PC |Str |DeJ |DeJ |P-Own |War |M-Spi |44Ad | 4.77 JE-R |I-R  |Mec* |War  |S-54 
30x3!9|No Own |T 4-334x4 | 2250] L | C | 3 [Sp ft Own |Own |D-Own |Own |M-Own |'4 Own] 3.63 JE-T [I-R [None [Own {0-434 
: 0) 
32x4!9]/Yes* |Own |10-C |6-3!4x4 | 25.35] I | A | 7 [PC |Str A-K |A-K |P-M&E [Own |M-Spi_ [F-Own | 4.73 JE-T |12-R |None jOwn |E-38 
32x4 Yes* Lyco |Spec [4-3144x5 | 21.76] L | A | 5 |PC |Zen {Wes |Wes |P-B&B |Mec |M-Pet [34 Fl | 4.80 |[-R |I-R [None |Ros_ |E-51 
30x314/Yes* JOwn [R 4-35¢x4 | 21.03] L | C |] 3 [Sp [Sco [Wes |Wes |P-Own [Det |R-Sne 4 Tim 3.90 [I-R |I-R [None jOwn |Q-30 
H.C.S Paks Series 4 120 32x41 4 No P Weid [Spec [4-334x5'5] 2250] I | C | 3 IPS [Str Del Del D-B-L |B-L |M-Spi [4 Own] 4.63 [-R {LR None |Gem_ |S-56 
as Series 6 126 32x5 Yes Own 6-3'4x5 | 29.40] I | C | 3 JFP JStr Del Del D-B-L |B-L |M-Spi {34 Own] 4.63 JI-R |I-R None |Gem 8-56 
(ee 6-55] 121 [32x4_ |No f H-Sp | 40 |6-3'4x5_ | 25.35 | L >| 3 IPS [Str Bos |Bos |P-B&B |Dur |M-Spi |}4Col | 4.63 JE-R |I-R {None |Gem [8-58 
Haynes..............60] 121 [32x4"4 Yes* JOwn 60 |6-3'4x434] 29.40 | L ) | 3 IPS |Ray |Kin |L-N |D-Own {Mec |M-Thi [}4Own] 4.41 [E-R |E-I’ |None |Jac — |S-54%4 
Hudson....... Super 6] 127 33x6.2 Yes | Own 6 |6-3'ox5 | 2940] L | A | 4 [Sp [Ste Bos |Bos {D-Own |Own + F Tim | 4.45 JE-R |L-R None [Gem {5-58 
Hupmobile .... Series R} 115 |32x4 |Yes* JOwn JR 4-314x5)9] 16.90} L | A | 3 |PC [Str A-K |Wes |D-Lon {Own |M-Uni [34 Own] 4.87 JE-R {I-R None [Ros |s-564% 
Sowell... .....05 dee 12 3x4 Yes* Own 6 |6-34x5 | 25.36] L | C | 3 |PC |Ray |A-K |Rem [D-Lon [War |M-Mec |!4 Tim | 4.45 [E-R  |E-T’ |None |Gem = |5-54 
Serae. <......0scceenmg aoe 2x4 Yes* Cont Spec 6-3 5¢x434] 26.34] L | C | 4 {PC {St Del Del |P-Det |{Det |M-Thi |%Tim | 4.54 JE-F |-L-R Hyd = |Gem 35-5594 
PES x<sansccscee ob] 124! o)32x4!o]Yes* [Cont |Spec |6-35¢x434] 26.34] L | C |-4 IPC [Str Del Del P-Det |Det |M-Thi |'4Tim | 4.42 |E-F {LR Hyd {Gem |5-55% 
ee L&K tH 32x4'5|No Own IL 8-3 x5 |2880] L | C |] 3 JPS [Bal |JA-K |Wes |D-Det |Own |R-Uni |F Col | 4.88 JE-R |I-R [None |Jac — [5-40 
ee 55] 121 }32x4 [Yes* JOwn | 55 |6-35¢x5!<] 26.34] L | C |] 3 |PS |Str [Rem |Rem |P-B&B |W-G |M-Spi [34 Tim] 4.42 |E-R |E-T |Hyd* [Jac [S-56 
LaFayette........... 134) 132 [33x5 Yes* Own | 134 |8-3'4x5'4] 33.80] L | C | 5 [PC Joh [Del [Del |D-Own |Own |M-Own |F Own | 4.58 JE-R |I-R_ [None |Own [5-60 
Lexington... ... . Concor 4 119 32x4 Yes* Anst M_  |6-35@x4!9] 26.30] I} C |] 3 [FP |Ray [Con {Bos |P-Lon |W-G [{R-Pic }{14Sal ]{4.70 JE-R |E-T |None |Ros jS-56 
Lexington. . Minute Maa 123 32x4} Yes Anst J 6-3 x5'4 2630} I | C | 3 JFP |Ray |Con {Bos |P-Lon |W-G |\R-Sne |\34 Sal {5.10 |E-R E-T |None |Ros (5-59 ( 
Liberty....... -- «0 10- 2) 117 32x4 No : Own | 6-E 6-3'4x5 | 23.44] L | C | 4 [FP |Str Waz |Wag |P-B&B {Det |M-Spi |'4Tim] 4.80 |f-R |E-T [None |(iem 5-5! 
Lincoln. ...............] 186 )33x5 Yes* {Own 8 |8-33§x5 136.45] L | A | 5 |PC |Str Del’ [Del |D-Own {Own |M-Spi JF Tim | 4.58 |E-R |I-R  |None |Own |S-59% 
Locomobile...........48] 142 }35x5 |No Own 48 |6-4!9x5'4] 48.60] T | C | 7 |PS |Bal [Del |Wes |D-Own [Own |M-Spi [Ff Own | 3.50 JE-R |I-R {Mec [Own |J-50 
Marmon............. 34 136 32x449/Yes* |Own 34 16-334x5'6] 33.75 | I | A | 3 IFP JStr Del |Del |[D-Own [Own |M-Spi |34 Own] 4.10 JE-R |I-R  |Mec* JOwn 0-45 
Maxwell.............25} 109 Bix4 No | {Own 25 |4-35¢x4!0] 21.03] L | A] 3 |PS [Ste |Rem |Rem |P-Mec {Own |M-Own |!3O0wn| 4.60 JE-R I-T [None |Own [5-56 
McFarlan ..........SV} 127 32x4! 2|Yes* |Wis a Y 6-33 gxd | 27.34] I | A | 3 |FP [Ray [Del Wes |D-Lon |War |M-Pet |{'o Tim] 4.90 |E-R |L-T Mec* {Ros 5-59 
McFarlan -.......... TV) 140 [33x5 [No JOwn |TV = |6-4!ox6 | 48.60] T | A | 4 [FP |Ray {Wes Wes |D-M&E |B-L |R-Sne | Tim | 3.75 |E-R |I-R  |Mec* [los — [5-64 
Be ls ; L. Spl 
Moon..............6-49] 115 [31x4 Yes* Cont 7U 6-314x4'4] 23.44] L | C | 4 IPC [Str Del |Del |P-B&B |W-G |M-Spi |'¢Tim | 5.10 JE-R |E-T |Hyd* [Ros S54 ; 
_ eee © 6-30) 118 J31xt |Yes* [Cont |7C — [6-3'qx4'9] 25.35] L | C} 4 |PC [Str [Del [Del |P-B&B |W-G |M-Soi | 3 Tim] 5.10 Jc-R |E-T  |Hyd* [Ros [8-54 
eee 6-58 128 32x4! 2] Yes Cont 8k 6-33 gx414] 27.34] L | C | 4 |PC {Str Del Del P-B&B |B-L |M-Spi 'gTim |] 5.09 JE-R  |I-R Hyd* [Ros 8-55 
MOOD.....0.-015 Series A] 113 [31x4 |Yes [Cont |7Z 6-316x414] 23.44] L | C | 4 |PC jZen_ {Del Del P-B&B |W-G |M-Spi |'¢Tim | 4.70 JE-R |E-T |Hyd {Ros 3-54 
Nash,....... -691-3-6-7] 121 [33x4 Yes* jOwn | 691 |6-3'4x5 | 25.35] I | C | 3 |PS |Mar [Del |Del |P-B&B [Own |M-Own |'4Own| 4.50 |E-R |E-T [None |Gem 5-564 
Nash............692-4-5 127 34x49 Yos* Own | 692 |6-344x5 | 25.35] I >| 3 |PS5 |Mar |Del |Del |P-B&B |Own |M-Own |'30wn| 4.90 JE-R |E-T [None Gem S-56)4 
Nash...............41-9] 112) [33x4 /Yes* [Own 41 [4-33¢x5 | 18.23] I | B | 2 |PS |Mar [Del [Del |P-B&B |Own |M-Own |'¢Own]| 5.50 JE-R |E-T  |None |Gem 8-534 
Oakland............ 6-54] 113 [31x4 |Yes* [Own | 6-54 |6-213x434] 18.90] L | A | 3 |PC |Str [Rem |Rem |P-Hoo |Mun |M-Mec |!4Qwn| 4.70 |E-F’ |E-T [Mec [Jac |S-52%3 
Oldsmobile........... 30] 110 Bix4 No |Own 30 |6-234x134/ 18.15} L | C | 3 {PC |Zen {Del {Del |P-B&B |Mun |R-Own [Own] 5.10 |E-R |E-T) |None {Mun |>- 0% 
Overland......... 91492(100 | |30x3"4 (No Own | 91 |4-3%4x4 119.60] L | C13 [Sp ITH AL |A-L |P-B&B |Own |M-Own |'40wn| 4.50 |E-R |I-R  |None [Own [0-15 
x5.2 
Packard. . ...... 126&133 a 33x414/Yes* |Own 6 |6-3%¢x5 | 27.34] L | C | 7 |PC |Own |Del |Dyn |D-Own |Own |M-Spi |!40wn| 4.66 |I-F |I-R [Mec |Own S-54 y 
Pachacd ...... 136&143 be 33x5. |Yes* |Own 8 |8-33¢x5 |3645| L | C | 9 |PC JOwn |Del {Dyn !D-Own JOwn |M-Spi |}4Own| 4.70 |I-F |I-R |Mec |jOwn 8-54 













































































1M, 
6% 


July 17, 1924 





Already 40 out of the 
entire field of 81 cars pro- 
duced today, are equip- 
ped or about to announce 
four-wheel brakes. 


Of these 40, only 12 are 
committed to mechanical 
four-wheel brakes. 


All of the other 28 have, 
after exhaustive tests, 
decided upon Lockheed 
Hydraulic Four-Wheel 
Brakes. 


The movement toward 
Lockheed Hydraulics is 
still in full swing. 


All cars will be equipped 
with four-wheel brakes 
within a comparatively 
brief period. 


MOTOR AGE 


28 Against 12 


It is safe, we believe, to 
venture the prediction 
that the proportion of 
cars equipped with Lock- 
heed Hydraulics will 


increase. 


To put it briefly, this is 
because, 


Ist, Lockheed Hydraulic 
Four-Wheel Brakes 
are more efficient 
and require incom- 
parably less service, 
and, 


2nd, Because they are, 
unmistakably, a 
more powerful sell- 
ing force. 


HYDRAULIC BRAKE COMPANY 
5835 RUSSELL ST. DETROIT, MICH. 


Hydraulic Four Wheel 


Brakes 
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| LOCKHEED 












MOTOR 





AGE 





Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 





July 17, 





1924 




















rn ——_. 
Uni- Steer- 
TIRES ENGINE Electrical Clutch | Gear-| versal | REAR AXLE BRAKES ing | Rey 
System set Joints Gear Spring 
7 -~ “ Si 
MAKE AND MODEL | ~ 5 é s /é/_ |e 2 , : " « I4 : 
El: | 4 St.12 | el lggsle] 212 lee] 2 4 {4 2/2 /4 : 
>] | 3 So [3 |B ss s)} = l/s | ss] = Sleltez{/* le ls ; 
9 n Sf re) £ 5 s s S= a 7) a wf ol = 2 4 = 2 “ 
se |v sso fee lL Sle lesial s a £= = e z * molec | = 7 
2 att A ia S26 Ps ©) eke Ms & es ci] 6 a a | =.8 2 | & 4 
fits] 2] 2) 2) 828 | BSS] sfes 2) 2) 22/88] 2 | 2] 2 | se |g] ge] Ee] sel 2]: 
es = ee See = a ie fis -] & eo a a 
e l42| a) ) 2 (284 | ézisleizd/s| 5 |S /o4] & |S] F&F | & ] o | e&s}es$| ee] = |e 
Paige..................] 131 [33x414/Yes* [Cont [Spec |6-334x5 | 33.75] L | C | 4 |PC |Ray |A-K |Rem |D-Lon |W-G |M-Mec |!4Tim | 4.90 n-R I-R |None |Gem S61, 
Peerless........ .....40) 126 183x6.2)/Yes |Own 70 |6-3'4x5 | 29.40] L ]....] 7 |PC |Joh Del Del D-Own |Own |M-Spi | Tim | 4.66 |E-I I-R |Hyd [Gem [S54 
ON ees 66] 128 [33x5 |Yes* |Own 66 |8-344x5 | 33.80] L | C | 3 |PC [Bal Del Del D-Own J|Own |M-Spi_ [84 Tim | 4.90 4 R I-R Hyd* |Gem {S49 
Pierce-Arrow......... 3.) 138 [33x5 [No [Own 33 [6-4 x54] 38.40] T | C | 7 [FP |Own |Del |Del |D-Own [Own (Reon 16Own | 4.29 JE-R [I-R = |Mec* [Own |g. 
-Goo 
ee 6-D} 12634 |32x4141Yes* JOwn |6-D  |6-33¢x514] 27.34] I | A | 3 |PC [Str Del |Del |{D-B&B |Own |M-Blo |!4Col | 4.58 JE-R |I-R = |Hyd* [Own [S57 
“mt Ty Hi] 124 [32x414|No JOwn |Kni  |6-314x414] 2940] X | C | 4 IPC [Str JA-L fA-L [P-B-L |B-L) |M-Spi |!¢ Tim] 5.40 JE-R |I-R  |None |Jac  |S4I 
ia Sasneaaawee eens T6} 120 }32x4 |Yes* |Own T6 6-3y,x5 24.34) G]A 4 |PS {Ray |NE |NE {D-Own |Own eg 4g Own] 4.70 |E-R |I-R = |None [Own [S-/24\; 
s ows Wh (i 
Revere..............N] 131 |82x414] Yes* {Mons 4 14-43¢x6 | 30.63] IT | A | 2 [PS [Str Bos |Wes |D-B-L |B-L |M-Spi [34 Stn | 3.44 JE-R [I-R None |Gem_ |S.58 
Rickenbacker. ...... C} 117) «(432x4 |Yes* j|Own C |6-3%x434} 23.44] L | C | 3 IPC [Str Bos |Bos |P-Own |Own |M-Mec |84 Own] 4.60 |I-F i-T |Mee [Cem [$57 
Rickenbacker ......... A} 12114]38x41}Yes* |Own A {8-3 x434/ 28.80] L]....] 9 |PS |Zen |Bos |Del |M-Own |Own |M-Mec [34 Own] 5.10 |I-F |E-T |Mec {Gem |$59 
Roamer..........6-54-&)/118 ]32x410]No Cont |12XD |6-3'4x54} 29.40] L | A | 3 [PS [Str Spl Wes |P-B&B |Ful |R-M&E [34 Tim | 4.60 JE-R |I-R = [Mec ac /V-55% 
\138 
re 4-75-F] 128 |32x414|No Dues | Gl ]4-4144x6 | 28.90] H | A | 3 |FP [Str Bos |Wes |D-B-L |B-L |R-M&E |34 Tim | 4.63 |E-R |I-R = |Mec* |Jac — [V-55% 
DMD ..o st. cenaans GG] 112 ]21x5'4]/Yes. JOwn G {4-3'4x446] 16.90] L | A | 4 JPC JTil Con |Dyn |P-B&B {Mun {R-Sne i 9 Sal 5.10 JE-F  |E-F {Mee [Dit — [S-46!; 
Rolls-Royce. ...... 40-5.| 143'5]33x5 [No Own 40 |6-4!9x434] 48.60} L | A | 7 JFP [Own [Bos ["O" |K-Own |Own |M-Own |F Own | 3.72 |[-R |I-R = |None |Own |V-iq!; 
NE. 50&51:] 112 |31x4 |No Lyco |CF 4-354x5 121.03] L | A | 5 |PC {Zen JA-L JA-L) {P-B&B |Own |M-Uni |I Pen | 4.50 JE-R |L-R None {Dit — |S-52 
ee Ee “ 130 132x4141No Own 750 12-4 x5 113.00}....]... ].... Non |Non_ [Bij Non Non |Non ; 144Own | 4.50 JE-R  JI-R i oe eee 
REAR eae 102 130x3141No Cont |Spec [4-34%x444] 15.68] L | C | 3 IPS jTil A-L [A-L Own |War |M-Spi [34 Ad | 4.87 |E-R {LR Mec* {War |S-49 
Stearns-Knight..  SKLA 119 33x4l4|No Own |Kni  |4-334x55¢] 22.50] X | C | 4 |PC [Sch JA-K JA-L) |[D-Own jOwn {R-Cli 4g Own | 4.50 JE-R JER  |Hyd* |Own = |V-50 
Stearns-Knight.. . LA 6} 130 |33x5 |No Own |Kni |6-344x5 | 25.85] X > | 4 JPC {Sch A-K JA-L |D-Own [Own [R-Cli 44 Own] 4.70 |E-R  [I-R Hyd* |Qwn |V-50 
Stephens........ 104&2. pel oe No Own 20 |6-3!4x4!4/ 25.35] I | C |] 3 FP [Str Del Del P-B&B |Mec |M-Mee |!4Tim |{5.10 |E-R |{E-T [None |viem |{$56 
1124 1)33x44 \5.30 Sirk 
Sterling-Knight....... 125 32x41 Yes* |Own |[Kni |6-314x454] 25.35] X 1] C | 7 [FP |Str Wes |Wes |D-Ful |Ful R-Cli 16 Tim | 4.66 |E-R {LR Mec* [Ros [S58 
Stevens Duryea....... G} 138 {Sone No Own x |6-4y%5x5'] 47.25] L | C | 4 IPC [Str Bos {Bos D-B-L |B-L) |M-Spi {I Tim | 3.76 [E-R {LR None |Ros $-5744 
35x5 
Studebaker.....Light Six} 112 |31x4 [No Own |EM  |6-31%x414] 23.44] L | C | 4 JPS [Str {Wag {Wag P-Own |Own |R-The |'4Own| 5.00 [E-R |I-R  |None [Own |S-50 
Rem || Rem 
Studebaker.....Spec. Six} 119 [32x4 |No Own |EL 6-3'4x5 | 29.40] L | C | 4 JPS [Str a [Wa P-Own |Own |M-Spi [!'4Own] 4.33 [E-R |I-R [None |Own |S-56 
tem || Rem 
Studebaker. ..... Big Six} 126 |33x414|No Own {EK |6-37%%x5 | 36.04} L | C | 4 |PS {Bal { Was P-Own |Own |M-Spi |!4Own] 3.71 |E-R {I-R None |Own |S$-56 
em |\ Rem 
ee 120 |32x414|No Own |6-90 |6-33¢x5 | 27.34] I B | 3 IFP [Str Rem |Rem |P-B&B |W-G |M-Mec |!4 Tim | 4.66 JE-R |I-R None |Gem_ {S-62 
ee KLDH] 130 |32x414|No Own |KLDH/4-43¢x6 | 30.63 | ‘I >| 3 IPC Str Del Rem |D-W-G |Own |M-Har [34 Own] 3.75 {LR [-R None |Gem_ |s-60 
RR ere: 695) 130 |32x4'4|Yes* {Own | 695 |6-3lox5 | 29.40] I | C | 3 |PC |Str Rem |Rem |{P-B&B |W-G |M-Uni |'4 Tim | 4.66 [E-R [I-R  |Hyd* |Gem_ |s-614 
Templar...... bwxbeees 122 |33x4 |No Own 6-33¢x5 | 27.34] L | C Ps |Tl Dyn |Dyn..|P-M&E |War |R-Sne 1/34 Sal | 5.10 |I-F E-T {Mec |Ros |Sd4 
| 56&58] 118 |32x4 |Yes* |Own 56 |6-395x4)4] 24.38] I | C | 4 JFP |Str Wes |Wes |{P-B.B |Dur |M-Thi |!¢Own] 5.10 JE-R [LR Hyd* {Ree $-55 
Lav 
Westcott 32x414]/Yes* [Cont |12X |6-314x514] 2940] L | Af 3 |PS [Ray |Del {Del |P-B&B |B-L |M-Pet |!4Tim | 4.45 JE-R J-ER Mec* |Gem_ |S-59 
Westcott. ... 32x446/Yes* |Cont | 8R |6-33¢x4)4] 2734] L > | 4 {PC [Str De Del |P-B&B |War |M-Pet |!2Col | 4.90 JE-R jh-T Mec* Gem |s-57 
Westcott 32x4 1Yes* |Cont 8R |6-33¢x415] 27.34] L > | 4 IPC [Ste Del |Del |P-M&E |War |M-Pet |!@Col | 4.66 |E-R |i-T |Mec* }..... ‘ 
Wills Ste. Claire. .A&B68]{121 | /32x44/Yes [Own 68 |8-314x4 [33.80] I | C | 3 [FP |Sch |De Del |P-Own [Own |M-Spi |'o Mat | 4.45 [E-F [I-R |Mec [Own |>-54) 
127 |\32x6 
Willys Knight..... 64&67 } 18 |/32x4 |No Own 64 |4-35¢x44/ 21.03] X | C |] 3 IPS {Til A-L JA-L) |D-Own |Own [R-Own |34 Own |/4.44 |E-R [I-R None JOwn [5-55 
124 |\32x44 \5.12 
, Y x 
TAXICABS 
EE ee 117 |32x414|No Buda |WTU [4-334x5\%] 22.50] L | C | 3 |PC |Zen |Bos |Wes |D-Ful [Ful [Blo 34-Col | 4.87 |E-R |I-R  |None |Jon — |S-575) 
Ln ETOCS 116 |32x4 |Yes* |Own 4-376x414] 24.03] L | A | 3 |SP [Ste |N-E |N-E [D-Own |Own |M-Own 42 Own 4.54 |E-R |[-R [None [Own |5-8 
PRREES: dcsvscuSasnowees 10814]30x319|No Own 4-25 ex4ho] 11.03] L | C PS |Zen {Bos |Bos |[D-Ful |Iu Spi 34 Own | 4.75 |E-R {[-R = =|None [Own | 
es 4) 118 |33x414)No Lyco |CF  |4-35¢x5_ | 21.03] L | A | 5 [PC jCar |Del [Del |P-B&B |Mun |Pet 34 Sal | 4.75 |M-R |I-R  |None |JCAS |S-5l 
rn 6} 118 }33x4)4|No Cont |8R 6-336x415] 27.84] L | C | 4 JPC str Del [Del {P-B&B |War {Spi 34 Sal | 4.75 [l-R |1-R  |None [Gem [S82 
Kelsey...... seeesieee E} 112 |32x4 |No Lyco |CH /|4-3!4x5 |19.60] L | A | 5 |PC {Zen {Bos [Bos |P-B&B |W-M |M-Spi [84Sal | 5.10 [E-R |I-R  |None |Lav [5-5 
er 115 |33x414|No Buda |WTU [4-334x5'4] 22.50] L | B | 3 |PC |Zen [Bos |Wes |D-Ful [Ful Blo 34 Col | 4.87 JE-R  |L-R None Jon  |S-07 
ene 4Aj 118 [33x4!o|No Buda |WTU |4-334x5%} 22.50] L | B | 3 |PC |Zen Bos Bos D-Ful [Ful Blo 34 Col | 4.70 'E-R  JI-R None [Own [3-57 
Rauch & Lang......... T] 112 |32x4 |No Buda |WTU [4-334x51%/ 22.50] L | B | 3 |PC |Zen Bos |Dynt P-Det Det  |Spi Sta | 5.10 JE-R [&-T [None |Gem 5-504 
Rauch & Lang**....... 102 |33x414|No Own Electric |...... ee (ERG ® Bs SSS Sa | ree eee None None |Own Own | ee ee None ae 
ED vncicuos pa cionaseke Vi 113° 83x44) Yes* jOwn 6-335x5_ | 24.30] GIA PS |jRay |N-E |N-E |D-Own |Own |Own 34 Own] 4.70 [E-R |I-R = |None JOwn |S) 
WON <6 cckcnucecde 10814]32x4 |No Buda |WTU [4-334x51¢] 22.50] L | B | 3 |PC |...... Lis Lis B-L W-M {Spi Se Poe E-R |L-R None {Gem | 
Ser 15A] 119 134x414|No Own 4-334x5'4] 22.50] L | C Sp {Zen N-E P-Own [Own 19 Own E-R |L-R None |Own 
Willys Knight. ...... Aj 118 |32x414|No Own 4-356x4!] 21.03 | X | C | 3 |Ps {Til A-L JA-L) [D-Own [Own |Own ¥44 Own] 5.12 JE-R |LR None |.....- vsenes 
Yellow.............0-4] 109 [32x414INo Cont [V7 4-3'¢x5 118.293] L | C | 3 {PC Zen Bos |N-Ef |D-B-L |3-L Spi 4g Tim | 4.90 |i-R  |E-T |None [Gem J... 
Yellow... .A-2] 109) }29x4%4]Yes ]Cont [V7 1-33¢x5 | 18.23] L | C | 3 [PC {Zen [Bos |N-Et |D-B-L |3-L [Spi 4g'Tim | 4.20 JE-R |i-T [None |Gem_ [56 













































































ABBREVIA'TIONS— 


**__Flectric 
+—Generator only 
*—At extra cost 


t—On Phaeton models 


A—Aluminum 
Anst— Ansted 
Ad—Adams 
A-KX—Atwater-Kent 
A-I.— Auto-Lite 
B—Semi Steel 
Bal—Rall & Ball 
B«& B- 
B-F— Both 
Feur Wheels 
Bij—Bijur 
B-I.— Brown-Lipe 
Blo— Blood 
Bos— Bosch 
C—Cast Iron 
Car—Carter 
Cli—Climax 
Col—Columbia 
Con—Connecticut 
Cont—Continental 


Interna) 


Borg & Reck 


and External 





—Multiple Disk 
1)el— Delco 

Det— Detroit 

we J—De Jon 
Dit—Ditwiller 
Doo—Dooley 
Dtl—Detlaft 
Dues— Duesenberg 
Dur—Durston 
Dyn—Dyneto 
E—Full Elliptic 
r-F 


External Four Wheels 


E-R. -External Rear Wheels 


e-T 
Eat.- Eaton 
F—Full Floating 
Fall—Falls 
Fli—fFlint 


External Transmission 


FP—-Full Pressure to all bear 
ings including wrist pins 


Ful— Fuller 
1% F—Semi-Floating 


34 F—Three-Quarter Flvating 


G—Head and Side 
G-D—Gray & Davis 
Gem—Gemmer 


G-L—Grant-Lees 
Goo— Goodrich 
H—Horizontal 
Har— Hart 
Hol— Holley 
Hoo— Hoosier 


H-Sp—Herschell-Spillman 


Hyd—Hydraulic 
I—In Head 


I-F—Internal Four Wheels 
{-R—Internal Rear Wheels 
J—Three-Quarter Elliptic 


Jne—Jacox 
Jax—dJaxon 
Joh—Johnson 
Jon— Jones 


1<—Cone 
Kin— Kingston 
l.—L Head 


Lawv—t.avine 
V.on—tLong 
t,-V—I.eece-Neville 
Lyco—Lycoming 
Mar— Marvel 

M— Metal 


M & E—Merchant & Evans 
Mec— Mechanics 
Mons— Monson 
Mun—Muncie 
N—Platform 
Non—None 

N. E.—North East 


Nor— 


Northway 


O—Special Type 


—Single Plate 


PC—Pressure to all Crankshaft 


Pen—Penfield 
Pet—Peters 
Pie—Pick 
PS—Splash with Pressure 
Q—OQuarter Elliptic 
R—Fabric 
Ray—Rapyfield 
Rem—Remy 
Roce—Rockford 
Ros—Ross 
S—Semi Elliptic 
Sal—Salisbury 
Seh—Schebler 


and connecting rod bearings 





Sceo—Scoe 
Sne —Snead 


Sp—Circulating Splash 
Spe—Special 


Spi—Spicer 


Spe. Sentnart 


. E.—Standard Equipmet 


Sia Standard 


Ste—Stewart 


Str—Stromberg 


'T—-T Tlead 


Vhe—Thermoid 


Nhi—Thiemer 
'TNi1—Tillotson 
Tim—Timken 


Uni—Universal 


V— Cantilever 


W-G—Warner Gear 
W-M—Willys-Morrow 
Wag—Waener 
War—Warner 
Weid—Weidely 


Wes—Westinghouse 


Wis—Wisconsin 


X—Sleeve 
Zen—Zenith 
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S-62 
5-614 
S54 
$-59 
$-574 


S545 
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C. H. Larson, 
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MY dear Mr, Peasley,. 
Just @ line to than 
Sopsrat ion we 
S. A. Marks, 
si ident 
Vice-Presi 


This, Sombineg With the dest~ge2) “Value. 
for =¢ rmoney. sutomodi ie in the market, makes us Very 
happy, 


ae Our 
Success 


The 
territory and 


8 surely taken holga in the Eastern 
With many new dealers 8 Sting y 

"R0scupieg territory, tak 

US know that tp 


Pr 
Valvable 48 it; Present, and this is 
a 4istributoy of Oldsmobiies: 





as 
20th, Year as ! 
j 
Many dealers are handling lines Who do Rot know 
°f the next move their factories Wili make, op Whether their 
factories Will » na business neXt fai) These do lers 
are Sradually Pealizing the NeCeseity ° Onnecting vith 
99 & line that ia fy © Warket ty Stay, g backeg by the 
ca Genera? Motors Corporation, Which Makes i+ doubly Sttractive, 
ure The now Sport Touring at $9 
Sedan ar $1245.00 are 
the dealer a. 
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says Mr. Larson. 


Connectag 
Hoping YOu wil} be able to take care or ail the 
Orders we are S@nding fa, I am 


Vory truly, 
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VALVE LIFTER 


Price, $2.50 


A compact valve lifter 
for work on any car 


























ADE small and compact pur- 

posely—so you can use it on 

any make of car no matter how hard- 

to-get-at the valves may be. This Valve 

Lifter is all-steel, able to compress any 

valve spring and hold it under com- 
pression. 


Note that the end of the valve stem 
is clear, making it easy to remove cot- 
ter pins and similar connecting parts. 
The tool holds the valve spring se- 
curely, with no danger of slipping and 
smashing fingers. 


Easy to operate—no holding neces- 
sary. Simply set up on the easy-run- 
ning ball-bearing screw as far as you 
want it—then both hands are free for 
work. 


Other motor tools 


Among Goodell-Pratt’s 1500 Good 
Tools are many fine tools for automo- 
bile work. Our Catalog No. 15 de- 
scribes them all. Write for it today. 
It’s free. 


GOODELL-PRATT COMPANY, Greenfield, Mass., U. S. A. 


Makers of Mr. Punch 


GOODELL PRATT 


1500 GOOD TOOLS 
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What do you mean Profits? 


High-sounding talkabout profits is all right, but the 
language we all understand is cold dollars and 
cents. Multiplying dollars is everybody’s game. 
That’s just what the new low prices on — famous 
Leak-Proof and Superoy/ piston \\\ tt 
rings are doing for cylinder re- 
grinders, repairmen, service sta- 

tions and dealers 

every where. 


NUUSDORGDODOUUGGHGQOUAUGAUQULURGQUUAGUQUDDAGOUUCDE0UR00RN/GR0QNEUURUDOGDOLEEOREOUIDNDLO( 


When we say the 

> best profits are in the best parts we 
mean dollars-and-cents profits plus 
the good will that goes with selling 
the leading line. 


If you want a new slant on profits, dust off the 
old chair for your jobber’s salesman and go over 
the new 1924 prices on the complete McQuay- 
Norris line. No change in trade 

discounts, but, oh, what a differ- 

encein volume! And, by the way, 

ask particularly about the quan- 

tity prices on McQuay-Norris 

Snap Rings. 


McQUAY-NORRIS 


PISTON RINGS- PISTONS-PINS-BEARINGS 
ember 


The be ot ones: are i 
es arts. 





McQUAY-NORRIS MFG. CO. General Offices: St. Louis, U. S. A. Factories: St. Louis, Indianapolis, Connersville, Ind.; Toronto, Canada 
NT i tentcenmceatend Theat ancentacassnrntineahacenntrteateimaanasnettacatracen veneer ignecRmenrarttate ene ten tenia 7 
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“The whole family 
enjoys life much more” 


SBUCTS OF GENERAL OTS, 


Buick 
CADILLAC 
CHEVROLET 
OAKLAND 
OLDSMOBILE 
GMC Trucks 


Delco and Remy Electrical Equip- 
ment * Fisher Bodies * Harrison 
Radiators * Jacox Steering Gears 
AC Spark Plugs—AC Speedome- 
ters * New Departure Ball Bearings 
Delco-Light Electric Plants 
Frigidaire Electric Refrigerators 
Jaxon Rims * Brown-Lipe-Cha- 
pin Differentials and Bevel Drive 
Gears * Lancaster Steel Products 
Hyatt Roller Bearings * Inland 
Steering Wheels * Klaxon Horns. 
ce 

General Motors cars, trucks and 
Delco-Light products may be pur- 
chased on the GMAC Payment 
Plan. Insurance service is fur- 
nished by General Exchange 
Corporation. 












Pora proof of this advertisement,suitable 
for framing, write Advertising Dept. 
Genera! Motors Corporation, Detroit. 
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“T have been married thirteen years and have two 


children,” he writes. 


‘| AM a turn foreman in the elec- 

tricaldepartment,working shifts, 
and am paid on an hourly basis. I 
have worked in this department 
about twelve years. 


“T now live about eight miles from 
the factory, having sold my place 
in town and moved out here prin- 
cipally on account of the health of 
my children. Naturally an automo- 
bile became a necessity as there was 
no other way to get to work. I pur- 
chased a medium priced machine 
and have been able to sell my sur- 
plus garden produce for more than 
enough to pay for the upkeep of 
the machine. 


“The whole family enjoys life out 
here much more; they have been 
in better health and I find I can save 
more money and at the same time 
go to many places we could not go 
to before. 


“There is another big advantage 
in living out here. Working shifts 
as I do, I am able to sleep much 
better during the daytime because 
of less noise and better air. I might 
say that we have not had a doc- 
tor in the house since moving out 
here. 

““My case is no exception, as | 
know of several other cases exactly 
similar to mine.” 


“The whole family enjoys life much more’’—that is the finest 
tribute that could possibly be paid to the economic value of the 
automobile. For the measure of any civilization is the happi- 
ness of the average household. “There is no wealth but life,” 
said Ruskin. Whatever makes it possible for millions of families 
to enjoy life more, contributes beyond measure to the nation’s 


real wealth. 


July 17, 1924 
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TITANICS FOR FORDS 


1923 SALES 
ALREADY EQUALLED 


and 


1922 SALES 
DOUBLED IN 1923 


GUNNA 


That’s the record of No. 111, the TITANIC Heavy 
Duty, 9 leaf front spring for Fords. 


Ask your jobber 


TUTHILL SPRING CO. 


760 Polk Street, Chicago, Ill. 














HIS is one of our patented hammering machines, 
especially designed to hammer American Ham- 
mered Piston Rings with wonderful accuracy and in 
large quantity. This machine is absolutely automatic. 


Hammering is the best and most accurate method known 
to science for putting permanent uniform tension into 
a piston ring—that is why every American Hammered 
ring seals the compression and performs so perfectly 
in the engine under all conditions. 


Our plant at Baltimore contains long rows of these 
patented machines—which make possible our tremen- 
dous output and the lowest selling price for which a 
high grade ring was ever offered. 


American 


Piston Rings 


Tent 07 


We SEA 
G 














J ARREST, SPN RR : ee Ree ae STENT 







| filling our orders 


SET Se sve SRD AAD IO 


HEN we speak of a production of millions in connection with a 
piston ring—whose measurements must be accurate to a thousandth 
of an inch—we are mentioning a tremendous figure. 


But the demand for American Hammered Piston Rings has necessitated a 
full capacity production schedule, and has for the last six months — an 
output running into millions. 


American Hammered now has the best jobber and largest service station 
representation of any piston ring in the —— It is America’s ereest 
replacement ring. 


This list is growing constantly—for there are a lot of live-wire dealers who 
are shrewd enough to see the advantage of handling American Hammered 
—with its well-established popularity and assured profits. 


American Hammered Piston Ring Company, Baltimore, Maryland 


_ BALTIMORE CHICAGO ' SAN FRANCISCO 
Factory Stocks Bush and Hamburg 2133% S. Michigan Avenue 931 Larkin Street 


Every important airplane race during the 
last three years has been won with Ameri- 
can Hammered Piston Rings in the engine. 


Every important new world’s record set by 
an airplane in the last year included Ameri- 
can Hammered Piston Ring performance. 


Lok 


; = for the 
The giant dirigible ZR-1 was brought back BALL POINT 


safely to her moorings after breaking loose | HAMMER 
in a terrific storm,by American Hammered | MARKS 
equipped engines. mm inside the 
: , ' rin 
That American Hammered rings were vied CF 


chosen almost universally for these gruel- 
ling tests is a wonderful endorsement. 









































Oil Groove Ring 
The Special American 
Hammered oil groove 
ring is available, when 
requested, in all stocks— 
packed in our special red 
box. Just the thing for 
cylinders slightly out of 
round. Same list price 








Our Distributors 


ALABAMA 

McGowin-Lyons Hdwe. & Supply Co 
Moore-Handley Hardware Company. 
ARKANSAS 


Crow-Burlingame Company 
Fort Smith Automotive Company 


CALIFORNIA 

Baker, Hamilton & Pacific Co 
Banta Company ie 
California Auto Supply Company 
Cemslor & Lyon Company 


Dunham, Carrigan & Hayden Co. 
Electric Appliance Company 
Featherstone, 

Jackson, W. E. & W.H 
Kimball-Upson Company 

McCoy Motor Supply Co 


Motor Hardware & Equipment 
Thomson-Diggs Company, The 
Waterhouse & Lester 


Weinstock-Nichols Co 


COLORADO 

Hendrie & Bolthoff Mfg. & sy a Co 
Sweeney Electrical Co., The B. K. 
CONNECTICUT 

Ensworth & Son, L. L. 
Horton-Gallo-Creamer Co 

Mersick & Co., The C.S... 
DELAWARE 


Motorcar Service Company........ . 


DISTRICT OF COLUMBIA 
Rubel & Co., Inc., Chas. 


FLORIDA 

Consolidated Automotive Company . 
Patrick’s, Ine 

Wholesale Auto Supply House of T ampa. 


GEORGIA 


Alexander-Seewald Co 
Ozburn-Abston Company 


IDAHO 


Inter-Mountain Electric Co 


ILLINOIS 

Automobile Supply Company, The... . 
Barrett — meneeed 

Couden Co.,O. W 

Cummings & tl Salen 
Electric Appliance Company 
United Gesnes Rubber Company. . 


INDIANA 

Cooper Rubber Co., The I. J. 

Fort Wayne Iron Store Co... ; 
Goodlin Automotive Equipment Co 
Wheeler Company, The 


IOWA 


Cedar Rapids Auto Supply Co 
Ernsdorff Iron Company, John . 
Herring Motor Com pany 

epass Automobile 
United States Rubber Company. . 


KANSAS 


Lee Hardware Company 
Motor Equipment Company . 


KENTUCKY 

Belknap Hdwe. & Mfg. Co. 
Peaslee-Gaulbert Company, Inc . 
LOUISIANA 

Cupples-Lonergan Co., Inc. 
Stauffer-Eshleman & Co., Ltd 
MAINE 


Bailey Co., The James 
Bragg & Sons, N.H. 

Dath ing Automobile Comy any 
Farrar-Brown’Co., Inc., T e 


Mobile 


.. Birmingham 


. Little Rock 
..Fort Smith 


San Francisco 
Los Angeles 
Stockton 

an Francisco 


. Fresno 


Los Angeles 
Oakland 
San Francisco 
San Francisco 
Los Angeles 
Francisco 
Sacramento 
San Francisco 


..Los Angeles 
. San Diego 


Sacramento 
San Francisco 
Los Angeles 
San Francisco 


. Oakland 


Denver 
Denver 


. Hartford 
..New Haven 
..New Haven 


.. Wilmington 


.. Washington 


.. Jacksonville 


Jacksonville 
Tampa 


Atlanta 


. Atlanta 


. Pocatello 


Chicago 
oliet 
Danville 


.. Peoria 


Chicago 
Chicago 


. Indianapolis 


Fort Wayne 


. South Bend 


Indianapolis 


Cedar Rapids 


.. Dubuque 


Des Moines 
Waterloo 
Des Moines 


Salina 


Wichita 


Louisville 
Louisville 


Shreveport 
New Orleans 


.. Portland 


Bangor 
Auburn 
Portland 


and their 


MARYLAND 

American Sales Company 
Hunt & Co., J. R 

Norris & Sons, R. W 


MASSACHUSETTS 


American Motor Equipment Co. 
Duffley-Rolfe Co., Inc 

United States Rubber Company 
Wetmore-Savage Company 


MICHIGAN 


Brown & Sehler 
Cumings Brothers ; 


General Sales Company 
Mic igan Automotive Supply Co 


MINNESOTA 


Duluth Auto Supply Co 
Kelley-How-Thomson Co 
Minnea “ Iron Store Co 
Nicols, Dean & Gregg 
Reinhard Brothers Co., Inc 
Western Motor Supply Co 
Williams Hardware Co 


MISSOURI 


Ayers Auto Supply 

Frampton Comp 

Hausam Company, J 

Kansas City Automobile Supply Co 
Sligo Iron Store Company 
Sorber-Kuhn Auto Supply Co 


MONTANA 


Montana Hardware Company 
Northwestern Auto Supply Co., Inc 


NEBRASKA 


Dutton & Sons Co., W. M. 
Pegau Company, E. A 
United States Rubber Company 


NEW JERSEY 


Economy Auto Supply a and 
Pruden Hardware bE 


Standard Supply & ae Co 


NEW YORK 

Albany Hardware & Iron Co 
Barker, Rose & Clinton 

Dienst Co., Inc., A. P 

Elmira Arms Company 

Lowe Motor Supplies Cc 
Martin-Evans Compan 

McRae & Company 

Olmsted Co., Inc., The 

Pruden Hardware Co., 
Rowerdink & Sons, W. 

Strauss Co., Inc. sep ve 
United States Rubber Company ‘ 


Utica Cycle & Supply Company oe 
Whittemore-Sim Company, Inc 


NORTH CAROLINA 


Glasgow-Stewart Company 
Interstate Motor Equipment Company 
Odell Hardware Company 


OHIO 
Bantlin Co., The Julius 
, oper Rubber Cc ‘0 
Dine- DeWees C more, The 
 egesy & Parker , Th 
& M. Comnennr, , The 


Toledo Rubber Co., T 


OKLAHOMA 


The Motor Equipment Co 
Russell Hardware Co., Inc 
Severin & Company 

Severin Tire & Supply Co 


American Hammered 


Baltimore, 
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for the 
BALL POINT 
HAMMER & 
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. . Baltimore 
... Baltimore 
.. Baltimore 


.. Boston 
. Springfield 


Boston 


.... Boston 
. Springfield 


Grand Rapids 
Detroit 


. Flint 


Detroit 


.. Detroit 


Highland Park 


Duluth 
Duluth 
Minneapolis 
5 Paul 


Minneapo is 


St. Joseph 
St. Louis 
Sedalia 
ago City 


Billings 


Hastings 
Omaha 
Cmaha 


... Rochester 
.. Buffalo 
. Buffalo 
Rochester 
. Syracuse 


Utica 
New York 


Charlotte 
Raleigh 


Greensboro 


Cincinnati 
Cincinnati 
Columbus 
Dayton 
Caffton 
Columbus 
Cleveland 
kron 

Youngstown 


Toledo 


Chickasha 
McAlester 
Tulsa 
Oklahoma City 


OREGON 


Ballou & Wright 
Chanslor & Lyon Company 


PENNSYLVANIA 


Altoona Auto Supply Co... 
Bee Automobile ad any . 

Dyke Motor Supply Company 
Front Market po Supply Co.... 
Gaul, Derr & Shearer Company ... 
General Automotive Supply Co. ne 
General Motor Supply Co....... 
Hersh Hardware Co., Inc., F..... 
Johnstown Automobile Co., The . 
Lansing Co., Inc., D. T ar ee 
Miller Hardware Co., C 

Myers, Harper F 

Pittsburgh Auto Equipment Co 
Schade Company, H. P 
Supplee-Biddle fardware Co. 
United States Rubber Co..... 
Woodring & Company, Jere . . 
Woodwell Company, Joseph . . 


RHODE ISLAND 


Belcher & Loomis Hardware Co 
Goodby-Rankin Company . . 


SOUTH CAROLINA 
Alderman, D. W., Jr., Inc 
Bailey-Lebby Ob., 1me.«.. 
Cameron & Barkley Co 


Fowler-Anderson Company 
Franke & Co., Inc., C. D 


SOUTH DAKOTA 


Hatfield Motor Supply Company. 
L. & L. Motor Supply Co., The 
Watertown Motor Accessories Co 


‘TENNESSEE 
Auto Supply Company, Inc..... 
Cooper Rubber Co., The 1. J 


Mills-Morris Company, Th 
Motor Supply Co... 
McClung & Co., C. M. 
Southern Auto Supply Co 


TEXAS 


Borderland Auto Supply Company..... 
Dallas . 


Electric Appliance Company o 
Herrick Hardware Company 
Le er Company, Jos. : 
McLendon a Company 
Stadtler Auto Supply ny 
Straus-Frank Company.... 
‘Turner Auto Supply 


Wilson Hardware Co., E. | ea 


UTAH 


Inter-Mountain Electric aie 
Motor Mercantile Company. . 


VIRGINIA 


Benton-Bailey Co., Inc.............. 


Interstate Hardware Company . 
Meadows-Price Company, Inc 
WASHINGTON 

Ballou & Wright... 

Chanslor & Lyon Company 


“ “oo “ 


WEST VIRGINIA 


Emmons-Hawkins Hardware Co. . 
Flat Top Auto Supply Company 
Motor Car Supply Company..... 
Hutchisson & Company, T. T 


Van Zandt-Leftwich Auto Supply oe... 


WISCONSIN 


Andrae & Sons Company, Julius 
Clemons Auto Supply Company. . 
Morley-Murphy Hardware Co 
Shadbolt & Boyd Iron Company... 
United States Rubber Company 


DOMINION OF CANADA 
Hall Gear & Machine Co 


Branches Carrying Stocks 


Portland 
Portland 


. Altoona 
... Allentown 
.. Pittsburgh 
. Harrisburg 
.. Philadelphia 
; persian 


Lancaster 


York 


.. Altoona 


Allentown 
Johnstown 


. .Seranton 


Huntingdon 
‘or 


... Pittsburgh 
.. Philadelphia 
.. Philadelphia 
. .Erie 
.. Hazelton 


Pittsburgh 


.. Providence 
. .Providence 


. Florence 

. Charleston 
. Charleston 
. Columbia 
. Charleston 


. Aberdeen 
. Sioux Falls 
.. Watertown 


.... Nashville 
. . Knoxville 
... Nashville 
. .Memphis 

. Chattanooga 


Knoxville 
Chattanooga 


El Paso 


. Dallas 


. Houston 


.Waco 
. Houston 
.San Antonio 
. Texarkana 


. .Beaumont 


. Sale Lake City 


Salt Lake City 


. .Richmond 


ristol 
Roanoke 


. Seattle 


Seattle 


. Spokane 


Tacoma 


Huntington 
Bluefie! 


“Charleston 


Wheeling 
. Huntington 


Milwaukee 
.Eau Claire 
.Green Bay 


. Milwaukee 


Milwaukee 


Mackenzie, White & Dunsmuir, Ltd... . 


Piston Ring Company 


Maryland 
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Holds to the Highest Grade 


HAT in essence is what we 
mean when we claim that Hycoe 
“‘sets a new braking standard.’”’ 

No single item of material, re- 
search or manufacturing expense is 
skimped in the production of Hycoe. 

The results show in the hands 
of car owners all over the United 
States—and on our dealers’ books. 


THE MANHATTAN Ruseer Mes. Co. 


Executive Offices and Factories: 
PASSAIC, N. J. 


BRAKE LINING 


FOLDED AND STITCHED 
HYDRAULIC COMPRESSED 


BRANCHES 


New York 

Philadelphia 

Detroit 

Minneapolis 

New Orleans 

Pittsburgh 

St. Louis Birmingham 
Salt Lake City Boston 
Chicago Cleveland 
Baltimore Los Angeles 
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{fected by 


Silcrome 
Valves 














out in per 
tion fully capa 
continued. se 
Can you beat: 





* 
% 


Note the affects on ‘aoe Selennii ve when wbneed 
to various tests. Here are valves that look as though they 
had the hook disease—absolitely ruined. sper ghee wa = ae 

Some are covered with scalés, practically all wee sirmcke't reas 6 


and some even have sections broken off: a NS 











Bear in mind that these are valves of mig vaio en 
out by reliable manufacturers and made of what has been 
known as the best materials available. 





Bear in mind also that the Thompson Silcrome Valve went 
through an identical test in each case and came out in 
perfect condition. 
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Where other valves 
failed completely! 


The ordinary valve which most dealers 
now supply for replacement is not up 
to the job—principally because it is not 
impervious to heat and therefore is 
readily susceptible to oxidation. 


Oxidation raises Cain with a valve— 
causing it to warp and scale and crack 
and eventually fail completely. 


But the Thompson Silcrome Valve is 
not affected by heat. Here you have a 
valve made of an alloy which is pos- 
itively non-burnable. 


For three years as standard equipment 
on the finest American cars and trucks, 
these valves have performed in a per- 
fect manner giving to the engines in 
which they are installed, the kind of 
top-notch efficiency and power that 
comes from well seated valves that 
stay well seated. 


And prior to its adoption by 
leading manufacturers, this 
valve went through three 
years of scientific testing 
such as would have com- 





loy. Tests made for the sole purpose 
of breaking it down caused not the 
slightest sign of failure. 


But not alone in its heat resisting qual- 
ities is this valve great—it possesses all 
the other valve essentials. 


It is the lightest valve on the market 
greatly improving engine snap and 
pickup. 


It laps easily into the seat effecting a 
perfect seat — affording maximum 
compression and power and making 
possible greater fuel economy. 


It has marked wearing ability, outlast- 
ing four ordinary valves. 


It is non-air-hardening and will not 
warp nor change shape under the 
severest conditions. 


Thompson Silcrome Valves are now 
offered to the trade for re- 
placements. Who will dis- 
tribute them? Who will sell 
and install them? An oppor- 
tunity like this calls for 
prompt action. Write for de- 
tails—today—now. 


VALVES BOLTS 
pletely destroyed a valve BUSHINGS Thompson Products Inc. 
made of any other known al- STARTING CRANKS Cleveland Ohio 


1ompson Products 


71 


devastating heat — 
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There's Nothing New 














Takes the heat 1 
from the engine 







Visible night and day 
—on the Buick 










One Model Fits Jf 
All Cars 








24 hour service 


—on the Dodge 












Oldfield’s famous Marmon 
is Safe-T-Stat equipped 





Safe-T-Stat ‘‘belongs’” 
on the Hudson 


A Studebaker ' i 4 


Instrument Board 





 j 


os a 


Appropriate M ounting 
onthe Packard 
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Except the Business it Theft Proof 
Builds forJobber and Dealer Visible Night and Day 


Accurate under 
HE operating principle of Sare-T-Stat was taken any condition 


directly from the precision thermometers as used 


in laboratory and industrial work where accu- ae 


day 


rate heat readings are essential. The final perfected Pa 

{ , 1S the ™ 
model for automotive use is an instrument that siauae ei N 
shows accurate engine temperature under any conditions. dashboard \ 
It is quickly and easily installed and operates in- Pa ~~ 


definitely without adjustment, repair or expense. 


The manutacturing and marketing of Sars-T-Stat 
are in the hands of veteran automotive men who 
have outlined a sales policy that assures volume 
business to representative jobbers anddealers. Sound 
merchandising of a quality product builds a steadily 
increasing business for those dealers shrewd enough 
to specialize on Sare-T-Stat now. 


Sare-T-Stat consists of a precision thermometer actuated by 
a unique thermostat. The graduated dial on the instrument 
board shows day and night the actual temperature of the motor. 
All causes of over-heating register immediately and warn the 
,Motorist in time to prevent damage to the motor. Sare-T- 
@ Srat's action is independent of the amount of water in the 
* — radiator. 


ONE MODEL—ONE PRICE 


Sare-T-Srat is made in one model that fits all cars. List price 
$10.00—in ‘attractive individual cartons. If your jobber has 
not yet stocked Sarg-T-Srat write us direct. 








Watch for SAFE-T-STAT national advertising in such journals as 
American Magazine, Collier’s, The Literary Digest and Liberty 


The SAFE- I-STAT Co. 











PHILADELPHIA 
FACTORY GENERAL OFFICES 
57th and Westminster Ave. Drexel Building 


a a 
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are reading l 


this messag 


On the opposite page is a reduced 
reproduction of a big five-column 
newspaper advertisement (one of a 
series) that is flashing the story of a 
wonderful motor car in 17,000,000 
homes this week. 


Willys-Knights are selling in all 
parts of the country almost as fast 
as ice cream cones at a circus. Not 
quite, of course—but almost. Week- 
to-week sales are running well ahead 
of last year’s sales—which, as every- 
body knows, were 238% ahead of the 
year before! 


If you don’t know why, you don’t 
know the Willys-Knight. Read this 
newspaper message and you'll have, 
in a nutshell, the facts that are 
moving Willys-Knights and making 
real money for Willys-Overland 
merchants. 


You don’t often see an advertisement 
packed with such positive selling 
facts as this one. Certainly not. 
Facts like these cannot be said of the 
garden variety of poppet-valve cars. 


Willys-Knight alone makes it pos- 
sible for Willys-Knight advertising to 


be so powerful. Buyers are looking 
for just the things Willys-Knight of- 
fers... an engine that improves 
with use... no valves to grind... 
no carbon to clean . . . big power and 
quiet action . .. a car good for years 
and years of economical service. 


The car and the advertising about 
the car give the Willys-K night dealer 
the upper hand in any comparison. 
You can give prospects definite facts 
they can get hold of with their wis- 
dom teeth. 


This is 1924—and the public in 1924 
wants FACTS. How do the facts 
you are working with stack up with 
Willys-Knight facts? Why plug 
along under a handicap, at a dis- 
advantage? Willys-Knight mer- 
chants have everything in their favor 
—and more so each year! 


Put your enthusiasm behind a car 
that makes it easier for you to make 
more money—with a factory policy 
and a franchise minus strings or 
jokers—a working agreement that 
helps the dealer, instead of putting 
the screws on ‘him. 










WILLYS-OVERLAND, INC., TOLEDO, OHIO 
Willys-Overland Sales Co. Ltd., Toronto, Can. 
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The U. S. 
Ball Bearing 


The U.S. 
Heavy Duty 




















The U.S. Nees 
Heavy Duty The U.S. 
Bench Grinder 














The U.S. Drill Stand 
No. 1% a 


The U.S. Drill Stand 


for 1/4” and 5/16” 
drills 
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IRA new brice list and 
| Winners of Prize Contest 


The New Prices 


1 In any U. S. Portable Electric Tool 
you get more value than you ever ex- 
pected for the price. 

> Take the types of electrical drilling 

equipment shown here—compare the 
| prices with other makes—more im- 
portant still, compare the quality, 

h looking particularly for ball bearings 

oe in the armature spindle as well as in 

%, the thrust bearing. You'll find U. S. 

} Drills generously supplied with ball 

‘ bearings and of quality construction 

throughout. See coupon below. 









Jacobs Chucks 
Standard Equipment on 


TED STATES 
Portable Electric 


DRILLS 


2he UNITED STATES 


ELECTRICAL TOOL CQ 
CINCINNATT.OHIO, 


1 V; ~— DRILLS —— TIRE Pymps— 
hi VALVE GRINDERS BENCH GRINDERS 


District Sales Offices and Service Stations 




















Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 

New York 





Complete stocks carried in all Service Stations 














~\ ALL BOOKS FREE 





The Lucky Winners 


of the U. S. 
Electrical Tool 
Prize Contest 


J. J. Graf, 37 Ash St., Ludlow, Ky. 
Winner of First Prize 


SECOND PRIZE: 


Harry Gibler, 
DeBeque, Colorado. 


THIRD PRIZE: 
Leon Pellet, 
2808 Swiss Ave., 
Dallas, Texas. 


THIRD PRIZE (Tie): 
Claude H. Ervin, 
Ervin’s Electrical Co., 
Parsons, Kansas. 


—and here’s the 
book they helped 
to write. 


We are now compiling from 
the thousands of wonderfully 
helpful hints on drill practice 
received in this contest a 
handbook that will prove a 
revelation to every reader. 
Just as “The Good Mechanic 
Knows” U. S._ Electrical 
Drills so does he know how 
to use them for countless jobs 
we never dreamed of. A 
technical course in _ itself. 
FREE. Send in your name 
now. Use coupon below. 





CLIP AND MAIL TODAY 


The United States Electrical Tool Co., CHECK 
Cincinnati, Ohio. BOOKS 
Gentlemen: WANTED 

’ ‘ , HERE 
Put my name on your list for one of the first copies of your 

new handbook, “A Handbook on Portable Electric Drill oO 
Practice.” 

Send me your new price list on U. S. Drills. oO 
Send me copy of your catalog. oO 
NE Le A ee cng eee ee bareee a desndedudwdaseedeosdenesesaucensi 
RED oe da ba cekdedeusecectadee tds dewded cea deudsswdeccidiescisecees 
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Multip lies Your Sales 


When you make a sale of p! Tire Carriers to the motorist who demands double spare 
protection, it opens the way to 3 more sales as no other accessory can do. A rim, tire and 
tube must be bought. YOU will sell them. Stone carriers do not chafe or interfere with 
tire covers, tail light, or license plate—on or off in a jiffy. 

Stone Tire Carriers list at $3.00 for set of 3 for straight side rims; $2.50 for Ford clincher 
rims, and $1.00 for Ford — ~ rims. 


STONE Rims and Rim Parts 


Sizes for every make and aiedeh hen one grade—the best—for all. 
Stone Rim Parts, lugs, bolts and nuts are of high-test malleable iron. 


F ae x , Fy 
A Waiaioah 
s Y tu t € 


ry aia 
y i yi e by Oi 


Order an assortment of Stone Rim Parts, and we 
send you a handsomely finished steel Display 
Cabinet, with our compliments. A real sales 
booster. Makes instant selection easy. With a 
eee assortment comes Rim Parts Display 


Boa 
oa" ASK YOUR JOBBER TODAY 
The Stone Manufacturing Co. 


1502 South Michigan Avenue, Chicago 
135 Wooster Street, New York 
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A Better Way to Reface 
Difficult Valve Seats 


-_ more accurate fitting of the valve when 
reaming a valve seat over an uneven guide hole, 
this method is especially helpful. By the old method 
it is necessary to recut the valve seat to get it into 
alignment with the hole. Then, after reaming a sec- 
ond time, it is usually found that the seat has been 
reamed so far that it is too wide for a good, tight 
seating of the valve and leaves too much space for 
carbon to collect. Furthermore, the bearing sur- 
face is often much wider on one side of the opening 
than on the other. 














This difficulty is avoided, and a quicker and more 
accurate job obtained, by reaming the face with 15 
degree and 75 degree Sioux Reamers as well as the 
standard 45 degree. 


All possibility of chattering valve seat is prevented 
simply by inserting a piece of 50 lb. wrapping paper, 
large enough to cover valve seat, on the stem against 
cutting points of reamer. Write for free sample. 





When ordering 15° and 75° valve seat reamers, the 
15° should be approximately the same as the valve 
head, and 75° in most cases should be approxi- 
mately /g inch smaller. Any size 15° and 75° 
Sioux Reamer may be obtained at the same 
prices as corresponding sizes of 45° reamers. 


For Fitting New Valves to Worn Valve Guide Holes 


—the best method is to ream out the worn valve guide holes to take oversize valve stems. The 
most successful type of reamer for this purpose is the Sioux Valve Stem Guide Reamer. It is 
made in sizes for reaming 1-64 inch oversize on all sizes of Valve Stem Guides. The pilot end 
of the reamer is to guide and prevent the reamer from following the worn part of the hole. 





Sioux Quality—the highest grade tool steel, heat treated and ground with absolute accuracy. 
Insures a quick, sharp, smooth cut, and will keep its fine edges almost permanently. 


imi ee .. . II 7 ee 
Jobber Sells Lhem 


SIOUX CITY, IOWA 
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Da Branches: : 


New York Detroit Los Angeles 
250 W. 57 St. 2739 Woodward Ave 1200-4 Grand Ave. pe # conn Avenue 
Boston San Francisco Portland n, England 
66 Brookline Ave. Polk and Ellis Sts. 8th and Flanders Sts. 173- ue re, mam tag St... W.1 
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MBERG MOTOR DEVICES CO. 


58-68 East 25th Street Chicago.USA 


| RE TOR 
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This tongue fits into thumb latch securely holding down 
cover to make cap leak-proof. When cap has been in 
use for time can tighten fit of cover by placing thin Solid rubber upper gasket seals 
shim or piece of paper in grcove under rubber gasket. cover when closed. Our design 
This original design does away with all bushings and allows this gasket to give service 
of Motometer or ornament. Small sleeves and unnecessary troublesome parts. and retains life of rubber—gas- 
tongue in flange of locknut in- ket is placed in recess in cover 
dents into space in cover and “ Pe ae which is cool part of cap, thus 
prevents motometer turning out of preventing deterioration and abuse 
alignment, of gasket caused when gasket 
depends on sleeves or bushings 
and is squeezed into hot body 
of cap. 


Solid brass locknut prevents theft 


Lower gasket inside bottom of 
cap seals cap on radiator filler 
neck making it leak-proof. 


Bethlehem Caps are die-cast from 
special Bethlehem alloy—absolute- 
ly no steel parts used. Cannot 
(in some type this hole goes in rust or corrode. No bushings or 
through body of cap at back) 4 : ij ; sleeves to give trouble—a_ solid 
to take the hollow headed set : = ; , cap from special alloy allowing 
screw. The screw tightens against ; ; . beautiful finish and design and 
filler neck of radiator making extra strong to withstand more 
absolute locking device. After than ordinary usage. Retains 
tightening set screw with small lustre and finish. 

wrench given with cap, a lead 

ball is driven into head of set 

screw preventing its being re- 

moved. 


Hole down through bedy of cap 


Bars are not ordinary round or . : : po ve ua yo ea a 
tapered but decagon shaped (10 es : ; directory making it casy to select 
sided) extra strong and beauti- ee tical = the proper cap 
fully balanced and finished. _ - ‘ - E 


0 





Hinge pins in thumb latch 3 : ‘ é . 

and cover are sprcial alloy s | ‘ : q Thumb latch for tightening cover 

for strength and non-rusting. 3 : ? , 4 a and holding initials or emblem, 

Each hinge is blind on one ~ m i : Graceful, original, beautiful de- 

end so that pins cannot be : : a sign and mechanically correct— 

driven out and parts stolen. . a and . (patents applied). Owner’s in- 

, . y itial in silver and black finish, 

i i i or fraternal emblem supplicd for 

No sleeves or bushings—a solid cap for each car. } : * Ys each cap. 

This advanced design and improvement in a i j eo : 

Caps eliminates sleeve troubles—caps turning around. _ : 4 Prism shaped finish to bottom of skirt of cap instead 

unsatisfactor locking sleeve devices, upper gasket ww ; ; . . s . et . tag 

troubles penal when gaskets are supposed to be held ss |e casting giving beautiful balance design and 

by sleeve attachments, and troubles caused by in- ad 

accurate fits of die-cast parts. 


Talk these features 
and boost your sales! 


Nox you know why they choose Ford size sells for $3.75. Sizes for 
the Bethlehem Cap. It’s the other cars at $4.00 and $5.50. 

most beautiful cap in America—and Send for sample cap. Simply mention 
the most practical. Snaps open— —_ ap re drive = ~y = your job- 
clicks shut! No twisting, no scorch- peril a aeite a a 
ed fingers, no time wasted. 

It’s theft-proof, rust-proof, trouble- BETHLEHEM SPARK PLUG CO., Inc. 
proof. BETHLEHEM, PA. 

The low price makes it a “best buy.” E. H. Schwab, President 


“Goods well displayed 
are half sold” 


e 
This polishe 1 mahogany Dis- D / Rad [0 sl 
play Stand will help you sell 4 uXxE 1a 
Bethlehem De Luxe Caps. 


Ask us how you can get one 
Free. 


BETHLEHEM Wrench Sets....BETHLEHEM Spark Plugs 
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Level Slices of Daylight 





RAEN a 


15 Million Cars 
Form the Market | 
for this Approved, 
Safe Lighting! 


A powerful but glareless light, concentrated upon 
the road—that’s what Paraflectors produce. No 
strong shafts can be reflected above the level of 
the lamps. The rays are deflected downward, 
multiplying the light upon the road. Paraflectors 
are safe for the other fellow, and therefore meet 
official requirements—everywhere. And pebble 
by pebble, the road is visible in every detail for 
400 feet ahead. 


No Lenses—we furnish Clear Glass. Paraflectors 
use ordinary clear window glass. No light is held 
’ Paraflectors look much like ordinary reflectors back, no decreased illumination, no blind spots. 
| except that the rays are DIRECTED with a The fuil candle power of the lights is utilized and 


straight cut-off 3 feet above the road and multi- aye : 
plied many times below that line. Fit all present multiplied many times by the 


headlamps. 
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Fifteen million cars, 30 million headlights, form / 
the vast potential replacement market for this 7 
more powerful, safe, glareless lighting. It 
means a big, new opportunity for distribu- fs 
tors, dealers and service stations. Get 

all the facts. Our proposition is a . Check 

























DAD ASS -maker! Si ] use the CO) 
BAD " =| E | Gis money-maker imply 7S 
AKA FLEG coupon. c= 
" Check 
The Perfect Headlight rs oO 
7S Distributor 
a — ined — / The Paraflector Co., 
ith the first order we supply this attrac- 6a i 
tive cut-out for installation of PARA- : 4 sia? Sealine rag aca 
FLECTORS. Flash switch goes with it. 4 D _— ° 
It is a great attention getter. P ran ecreebaineinnesiniaracnioin 





7 Let us have particulars of The 
/ PARAFLECTOR opportunity 


THE PARAFLECTOR COMPANY 94% 


’ 4 i 
111144-A Security Bldg. a PD asics estes enceenusiesniesessstcnnaceneeson ses ceccceceecereccecee-coe 
Minneapolis, Minn. Ps Pe en Ie ee 


a — yf i em 
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ze PLUGS 


AC Spark Plugs are a safe investment. 


They are the best known, easiest selling and most profitable 
spark plugs. 


They are backed up by the factory equipment business of more 
than 200 manufacturers, and by strong national advertising 
which creates a big demand for them, not only from owners of 
AC-equipped cars, but from the owners of other makes as well. 


le A good plug for Fords 


Spring terminal clr? = 


«Jul 


( 





HE AC 1075 for 
Fords is a big seller 
because it isa better 
plug for Ford engines 
—it satisfies the owner — High temperature 
fins—patented car- 


: and makes money for _ bon-proof porcelasity 
™ .._. _ the dealer. 


ie aie 4 2] € 7 .. Heavy electrode 
; - ™ FSF), P| forms natural Oihp. 


drain TAM, J 








Heavy body porcelaith matt 
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The high quality of AC Speedometers is evidenced by the fact that they are 
now factory equipment on: 





el Re 


BUICK GRAY MAXWELL 
CHEVROLET HAYNES OAKLAND 
CHRYSLER LEXINGTON OLDSMOBILE 






THE MODEL FOR FORDS comes complete with all attachments and can 
be easily and quickly installed. The simplicity of the new AC Direct Drive has 
done away with the swivel joint. A consistent national advertising campaign 


will acquaint the public with the advantages of the AC Speedometer and Direct 
Drive for Fords. 


AC Spark Plug Company, FLINT, Alichigan 


Makers of AC Spark Plugs—AC Speedometers 


U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13,1917. Other Patents Pending 
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IVE your Brunner a chance to 

prove its worth. This finely 

built air-compressing equipment is 

meant for a bigger job than simply 

inflating tires. It is meant to serve 
also as a source of shop power. 


By merely installing a pipe line into 
the shop from your Brunner you 
can put compressed air to work on 
a score of jobs that can be handled 
better and more easily and econom- 
ically in this matter than in any 
other way. . 


Thus a Brunner serves not only 
as good-will equipment, making 
possible a 100 per cent “‘free-air”’ 
service, it also functions as a handy 
shop helper—a speeder-up of work 
—a profit earner. 


Because of good design and good 
building a Brunner starts quickly, 
works fast, runs quietly without 
vibration, costs little to maintain, 
is super-safe and continues at the 
“top of its form” through years of 
service. 


BRUNNER MFG. CO. 
UTICA, NEW YORK 


Oldest and largest Builders of Garage Air Compressors 
in the World 


Cincinnati, O. Kansas City, Mo. San Francisco 
Export Office—Utica, N. Y, 


BRUNNER 


AIR COMPRESSORS 











Give your Brunner a chance 


BRUNNER 
MODEL 
965 


Heavy Duty Assem- 
bly.*. Smooth and 
silent as an 8 cylin- 
der motor—balanced 
load type—no vibra- 
tion. 


All running surface 
ground and polished. 
Capacity 6 cu. ft. air 
per minute at 350 
R.P.M. 7.70 cu. ft. 
at 450 R. P. M. 
Heavy seamless 65 
gal. tank. 


(CATA LOGED) 


in the Red Directory 


Ask for the BRUNNER 
book “AIR PROFITS” 
describing many added 
uses of compressed air 


—FREE. 
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The trade knows} 
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-Worcesftei~ 


Car Distributors, for use in Service Stations—Gurage Owners, for their me- 
chanics—and Mechanics and Car Owners for their individual tool kits—look 
to the name ‘“‘Walden-Worcester” for dependable Socket Wrench equipment. 
A Walden-W orcester Dealer gets the business. 


24 


yy 


















The first of a series of advertisements giving rea- 
sons why it pays to be a Walden-W orcester Dealer. 


business right down the line from jobber 
to dealer to consumer. 


Why does the trade know Walden-Worces- 
ter—why does this name guide the buying 


of socket wrenches by the majority ? af ¥ ’ ; 
’ _— Today, the Walden-Worcester Dealer is 


MW The introduction of wire handle socket gathering the fruit of this year after year 


wrenches, each particularly designed for 
use on standard bolts and nuts of each of 
the various makes of cars was an original 
Walden-Worcester development started in 
1906. This development has been constant 
—and why? Simply because Walden-Wor- 
cester gained a certain amount of the trade’s 
respect for originating efficient time saving 
equipment — because Walden - Worcester 


fair dealing. Today, car manufacturers 
have approved Walden-Worcester Service 
Selections as the most efficient equipment 
for servicing their productions—and car 
owners are influenced in their socket 
wrench buying, by seeing Walden-Worces- 
ter everywhere. That’s a Walden-Worces- 
ter Dealer’s market—the trade knows, to 
specify Walden-Worcester, is to get known 
value! 








kept a step ahead of the industry’s socket 

wrench needs—hbecause Walden-Worcester Just around the corner everywhere there’s 
gave dollar for dollar value—because Wal- a Walden-Worcester Jobber—buy from 
den-Worcester held to the golden rule in him. 







WALDEN-WORCESTER 


Incorporated 
General Offices & Factory 


WORCESTER, MASS. 








rom Wire Handle Socket Wrenches,in the World 
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Announce in addition 


For the Elect, who desire more and can pay more, an amazingly short space of time, this new 
this Eight complements and completes the ‘Vertical 8-Superfine”’ sets a new and still higher 
Rickenbacker line. standard for cars of its type. 

Incorporating the same skill and _experience;com- Tandem Fly Wheels; Air Cleaner; Fuel and Oil 
prising the same advanced engineering features, Rectifier; Adjustable Wrist Pin Bearings; Stee 
that have made Rickenbacker a world leader in Disc Wheels; Ball Bearing Steering; ‘‘Double- 


**Six’’ Prices 


Sport Phaeton, $1595 Coupe, $2095 Sedan, $2195 
All models fully equipped — f. o. b. Detroit — plus war tax 
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IRickenbacker 


° WORTHY . ° its * NAME 


to the /amo 6. a 


ae ree 


Le 








Ww 

r Depth”’ Frame; ‘‘Cradle’’ Springs; and 4<Wheel And many other features that are as logically 
Brakes, of course. superior as they are strikingly original. 

il — Following features are unique in this Eight: It upholds every tradition of this House and will 

el § Dual Carburetion; Dual Ignition; Dual Air Intake; Dual add new lustre to the world-famous insignia. 

2. Exhaust; Dual Muffler; Dual Oil Cooling System; Dual 

. ; Gasoline Feed; Dual Car-Lock. RICKENBACKER MOTOR COMPANY, DETROIT, MICH. 






‘*Eight’”’ Prices 


Sport Phaeton, $2195 Coupe, $2695 Sedan, $2795 
All models fully equipped —f. o. b. Detroit — plus war tax 
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RAIS 


A crude product may often be 
poorly made from cheap materials 
and suffice, but such is not the case 
with a highly developed mechanism. 


No better example of this is to be 
had than in the modern ball bearing. 
The early bicycle manufacturer rec- 
ognized that the principle of the ball 
bearing was scientifically correct, and 
those crude bearings answered the 
purpose very well in the wheels of the 
boyhood bicycles we used to spin. 


However, the early user of ball bearings never dreamed of 
the strides that were to be made in design, workmanship and ma- 
terial that were destined to make the ball bearing the standard of 
efhciency for high powered motor cars. 


Fafnir Ball Bearings are made in all standard types and sizes 
and all are manufactured with the utmost accuracy from thor- 
oughly heat treated chrome alloy steel. 


Replacing your worn out bearings with Fafnir, puts your 
mind at ease on that score. Fafnir distributors will give you 
prompt service. 


THE FAFNIR BEARING COMPANY 


New Britain, Conn. 


CHICAGO, ILL. 2131 South Michigan Ave. © CLEVELAND, OHIO.1016-1017 Swetland Bldg. 
DETROIT, MICH. 120 Madison Ave. Room 511. NEW YORK, N. Y. 5 Columbus Circle. 


NEWARK, N. J. 271 Central Ave. 
PHILADELPHIA, PA. 1427 Fairmount Ave. 
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Why Not Be a 
STAR Dealer? 


Unober the direction of the undersigned 
anew and aggressive sales campaign 
is in operation to place the Star Car 
everywhere in its deserved position in 
the low-priced field. 
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In all territory not adequately covered 
we seek dealers who appreciate the 
profit advantages resulting from 


Quality of Product 


Proper Manufacturing and 
Selling Policies 


Strong Leadership 


Those who experienced or deserved ex- 
ceptional dealer profits under such 
conditions will clearly anticipate the 
future progress of the Star Car and will 


act accordingly. ZB | 


Vice-President 


OO  _— — _ — 


i —_— = 


DURANT MOTORS: INC - 
Fisk Building, 57th Street and Broadway, New York, N. Y. 
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COMBINATION DUCO 
Cleaning and Spraying Outfit 


July 17, 1924 





Garages and auto-painting shops are 
doing a great business re-finishing cars 
with ““Duco’’. Of course you must have 
the proper means of applying Duco. The 
U. S. Spraying Outfit is especially made 


for this purpose. The L.B.-5 U. S. Air 


Compressor furnishes sufficient volume 
of air to operate from | to 5 paint guns 
working at once. 


Washing and Cleaning Cars 


Before you apply Duco you quickly clean and remove 
the paint from the car. The L.B.-5 U. S. Air Com- 
pressor gives you a powerful stream of water under 
high pressure. Cuts off the dirt and grease and re- 
moves the paint. Complete installation including both 
spray paint gun and pneumatic water nozzle can be 
furnished if so desired. 


Cleaning Engines 


For cleaning engines and loosening grease which has 
become caked around the shackle bolts, springs and 
other parts, the regular or 
jumbo size engine cleaner 
should be used with kerosene 
or distillate. Once over soft- 
ens it up, and the use of the 
pneumatic water nozzle finishes 


the job. 


The L.B.-5 U. S. Air Com- 
pressor furnishes the necessary 
volume of high pressure air to 
do this work quickly and 
efficiently. 





Wire us collect for further information. 


The United States Air Compressor Co. 
5304 Harvard Avenue Cleveland, Ohio 


U.S.AirCompressors 
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The smaller HOO-DYE 
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has ARRIVED 


Bringing Big Car Comfort to Small Cars 


In response to thousands of requests from drivers of smaller cars, 
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The 


the smaller Hoo-Dye (Model I) has been developed. Throughout 
America and in fact in every country in the world the supreme in 
motor-comfort has been obtained with the larger Hoo-Dye. Many 
drivers of smaller cars had put the larger instruments on their cars 
where they proved such a revelation in performance that the de- 
mand came from small car owners everywhere for asmaller model. 


Most drivers of light cars have no 
conception of what perfect floating 
ease is obtainable with Hoo-Dye con- 
trol. The results are unbelievably 
impressive. There is no car so light 
that the Model I is not directly suited, 
by means of its adjustment, to its 
weight and balance. There is no car 
so cheap that it cannot be most prof- 
itably equipped with this most impor- 
tant comfort-producer and car-saver, 
for fortunately the new Model I is 
made in such volume as to be sold at 
a commensurate price. If riding com- 


fort is all that is aimed at, the lighter 
car, under Hoo-Dyecontrol, nowgives 
the same graceful, floating motion as 
heaviercars when Hoo-Dyeequipped. 

With the arrival of the balloon tire 
the necessity for double-acting, hy- 
draulic control is increasingly felt. 
While the large, soft tire gives in- 
valuable flexibility over small road 
irregularities, Hoo-Dye becomes in- 
dispensable when driving over wavy 
roads at travel speeds. You may 
now have the supreme in riding com- 
fort in any car, large or small. 


THE HOUDAILLE COMPANY, 1452 West Ave., Buffalo, N. Y. 


Manufactured by Houde Eng. Corp, 


mOO-DY 
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Double-Acting Hydraulic Shock Absorber 








New Model I 
for light cars 
















































Cross section 
showing the 
narrow gas 

passage. 


It’s 


The Krafve Mixer Intake 
Manifold is different from the 
standard type of intake mani- 
fold which requires hot air, 
hot-spot or dope to get the 
wanted results from the gaso- 
line. 





The Krafve Mixer does not use 
hot air, hot-spot or dope to 
vaporize gasoline properly for 
it draws in the air, COLD and 
the COLDER the BETTER 
and it will mix and vaporize 
the gas thoroughly just the 
same. 


That's different and something 
different for you to show the 
trade. 


It will give you more power, 
more miles to the gallon of 


KRAFVE 


MIXER INTAKE MANIFOLD | 
for FORDS now (for other cars later) 
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ALUMINUM CASTING 


different! 


gasoline, faster pick-up, slower 
running in high gear and 
smoother running motor at all 
speeds. 


It’s an advanced improvement 
on intake Manifolds for gaso- 
line motors. The price is rea- 
sonable and it is easily in- 


stalled. 


Jobbers and Dealers: When 
these are properly displayed 
and merchandised, they will 
make as much money and 
create as much good will as 
any other item you can sell. 
Buy now! 


Krafve Automotive Corp. 


Oakham, Mass. 
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All around you are 
hundreds of cars 
that need one or 
more new fenders. 


\FOSTORIA 
‘FENDERS 











You can sell this 
big market easily 
and profitably with 
Fostoria Fenders. 
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Send for Your Copy 


This little book is tell- 
ing hundreds of auto- 
motive service men how 
to make money in fender 
replacement —the one 
big undeveloped profit 
opportunity in the auto- 
motive market today. 





The Fostoria Pressed Steel Company, 





Department B, Fostoria, Ohio. 


Send me your free booklet on the market- 


ing of fenders for replacement. It is Address 


understood that this request in no way 
obligates me. 


Fey ee ADDR DRDDADRAIAG 


Name . 


, et ie 
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of This FREE BOOK 


Whoever you are, 
wherever you are, you 
can add a new depart- 
ment to your business, 
and more figures to your 
income by acting upon 
the information in this 
little booklet. Send for 
it today. 
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District Manager ‘ District Manager < District’ Manager ‘ . — meneeer 
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E. SOULE * W. J. CHAMP é ‘es all W. C. GIBERSON |, M. H. ROBINSON 
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F. R. BUMP U. B. McCURDY f 
District Manager ; District Manager 
New York, N. Y. r Chicago, IIl. i 




















Rollin district managers are located at strategic points throughout the country. Un- 
der each one of these executives is a competent organization thoroughly familiar with 
your requirements and the trade tendencies in each territory. 

Consequently Rollin dealers always have at their elbow a factory service that under- 
stands their local problems. 

Just as Rollin gives you one of the finest automobiles to sell—so it backs you with 
one of the most complete organizations—as complete in many respects as those operated 
by some of the largest manufacturers in the industry. 

Touring, $995 Roadster, $1195 Sedan, $1295 Prices f. 0. b factory. Tax extra 

THE ROLLIN MOTORS COMPANY, CLEVELAND, OHIO 
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The Lupton Auto Parts Storage System and Lupton Display Counter at C. E. Paulson Motor Company, Omaha, Nebraska 


LAPS Will Increase Your Parts Sales 
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When you put in a LAPS System for stocking 
your auto parts, your experience will be like 
that of Mr. Paulson. 


He found an immediate saving in time for him- 
self and his customers, and what’s more, his 
parts sales were very materially increased. 


Having your parts properly classified where you 
can put your hand on them at once is a service 
that customers appreciate. And it’s a service 
that is promptly reflected in your profits. 


With a LAPS System it’s easy to keep your 
stock up, easy to take inventory, easy to make 
an efficient and neat looking stock room. 


If you are interested in increasing 
your parts sales and profits, write 


DAVID LUPTON’S SONS CO. 
Main Office and Factory, PHILADELPHIA 
SALES OFFICE: 2631 Woodward Ave., DETROIT 
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The new Gabriel Balloon-Type Snubber, for use 
with balloon and low-pressure tires, is, we believe, 
the greatest advancement in 20 years toward greater 
motoring comfort, riding ease and safety. 


The increased spring action and the greater upthrow 
which result when balloon or low-pressure tires en- 
counter unusually large road bumps, are now for the 
first time, scientifically and thoroughly controlled. 


At the same time, the new balloon-type Gabriel 
Snubber is so constructed that it permits absolutely 
free play of both spring and tire for their own 
absorption of small irregularities on apparently 
smooth roads. 


In response to the demand of the public, the motor 
car manufacturer, and the tire manufacturer, Gabriel 
has produced a balloon-type snubber to meet the ex- 
acting requirements of balloon and low-pressure tires. 


GABRIEL MANUFACTURING COMPANY 
1415 East 40th Street, Cleveland, Ohio 


Gabriel Manufacturing Company of Canada, Toronto, Ontario 
© Sales & Service Everywhere © 


New 


ialloon 













Gnnouncing the 


NEW BALLOON 
pe SNUBBERS 


Gabriel is the only spring con- 
trol device officially, by patent 
and copyright, entitled to the 
name Snubbers. To make certain 
that you have genuine Gabriel 
Snubbers installed on your car, 
go to the authorized Gabriel 
Snubber Sales and Service 
Stations which are maintained 
in more than 1700 cities and 
towns. Motor car dealers who 
are desirous of assuring their 
customers of greatest satisfaction 
recommend Gabriel Snubbers 
and many install them as well. 


Gabriel 
nubb 
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LEVERAGE GIVES CONTROL 
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Fatigue Means Danger 


DRIVER, fatigued by constant road-shock in 
his hands and arms, is not well prepared to 
meet emergencies when they arise. The Ross Cam 
and Lever Steering Gear practically eliminates road- 
shock, and at the same time gives easier, surer 
control. Car owners and drivers want this new ease 


and safety. Write for the facts. 


Ross GEAR AND TOOL COMPANY, 400 Heath Street, Lafayette, Indiana 
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There Is a Crosley to Fit 
Every Pocketbook and Preference 





T is not alone the ease with which 


Crosley Radio Receivers are sold Crosley 50 A new one-tube Armstrong regenerative 


A ee ee $14.50 

















that make them a valuable line for Crosley 50-A A two-tube audio frequency amplifier to 


combine with the Crosley 50).oicccc.ccccsccesncscccneseteceoneest $18.00 


Crosley 51 A two-tube Armstrong regenerative re- 
ceiver with a world wide reputation for good perform- 
TO Se Se aA ae EN MEO ee $18.50 


Crosley 51-A_ A one-tube audio frequency amplifier to 
eompine with the Crosley 51 .c.cc.ccccccccsccssccccccccecssssecessd $14.00 


Crosley 51-P A _ new portable. The Crosley 51 in a 
leatherette carrying case with space for batteries and 














you to handle. There is the additional 


advantage of knowing that every per- 















son who buys a Crosley will be a repeat 





customer. 


ah . . : “ a I  cccisalicteniciinaicasanersiahacitaraicidtanianciasaibiiinclanainamiaabliaa $25.00 
lhe universal satisf< sley 

= ciniversal satesnactnier tnt © rosle) Crosley 52 A three-tube Armstrong long distance re- 
instruments give ach in its own class, ceiver for loud speaker reception...........-.-..--..--.cse«00 $30.00 


Crosley Trirdyn 3R3 A very selective three-tube re- 
ceiver combining radio frequency, regeneration and 
reflex, the three great radio powers...........-....------ $65.00 


Crosley Trirdyn Special A 
deluxe model of the Trir- 
dyn 3R3 with battery 
NE cnnsinimnnnsiooniil $75.00 


adds prestige to the reputation of your 
store and makes customers talk about 




















the wonderful values obtained there. 


rhat our claims for Crosley Receivers 
; Crosley Type V A one- 
tube regenerative receiver 
with a notable reputa- 
tion $16.00 


Crosley Model X-J A 
powerful four-tube set us- 
ing radio frequency..$55.00 


Crosley Model X-L 
Same as the X-J 
in a Consolette 
cabinet with loud 
speaker ........ $120.00 


Crosley Type 3-C 
A three-tube re- 
generative Consol- 
ette with loud 
speaker ........ $110.00 


are not extravagant is proven by the 





fact that, during the last twelve months, 













more Crosley instruments were made 
and sold than any other kind of sets in 
the world. 

The Crosley Franchise is a very real 
asset. 

Are you taking advantage of the oppor- 
tunity that it offers you? 

Write for complete catalog which 


shows the new as well as the widely 


known Crosley Radio Receivers. 


Good Jobbers Everywhere Handle Crosleys 


The Crosley Radio Corporation 


Powel Crosley, Jr., President 


7533 Alfred Street Cincinnati, Ohio 





Crosley Trirdyn 3R3, $65.00 









The Crosley Radio Corporation Owns and 
Operates Broadcasting Station WLW. Vg) 


“~ 
~ . . . 
Bi ~ “4 All Crosley Regenerative Receivers licensed under Armstrong 
so ee — U. S. Pat 1,113,149 
~R —_ 
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where Prest-O-Plates are 


moulded 








BATTERY 
SERVICE 






The Sign of “‘Friendly Service” 
Service Stations Everywhere 















BATTERIES FOR 
AUTOMOBILES, FARM 
LIGHTING, RAILWAY 

% SIGNALS AND RADIO SY, 












A corner of the Lead Foundry 
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In Recommending a Battery 


you stake your own reputation 
for reliable battery knowledge 
and advice upon the perform- 
ance of that battery. 


In Prest-O-Lite Batteries, high- 
est performance is built into 
them by an organization with 
the traditions of twenty years of 
quality- building to uphold; 
Prest-O-Lite could not afford to 
produce anything but the best. 


That is why every step in the 
manufacture of Prest-O- Lites 
is carefully inspected and all 
raw materials are rigidly tested 
in the great Prest-O-Lite labo- 
ratories. 


That is why Prest-O- Lite 
batteries are today standard 
equipment on a large and 
ever-growing list of America’s 
famous cars. 








THE PREST-O-LITE COMPANY, INc. 
INDIANAPOLIS, IND. 


New York: 30 East 42nd Street 


Pacific Coast: 599 Eighth Street, San Francisco 


In Canada: Prest-O-Lite Company of Canada, Ltd., Toronto 





JSnest-O Lite 


THE OLDEST SERVICE TO MOTORISTS 
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A Help in Selling 
Your Used Cars 


Dealers who make a habit of re-conditioning 
the cars traded-in to them have found that, 
rather than “fuss” with the worn Universals 
found on many such cars, it costs them less, 
finally, to install a new 


‘MECHANICS: 


Oil Lubricated 
Universal Joint 


The “Mechanics” comes to you already filled with 
oil—sufficient for six or eight months of serv- 
ice without any attention whatever. 


To install it, it is only necessary to cut the shaft, 
which is left long, to the desired length and 
hook it up with the companion flanges already 
on the car. 


Cars so re-conditioned have sales possibilities 
far beyond the cost of the new joints, as your 
own Service Station or Sales Manager will 
tell you. 


There are no doubt “trade-ins” on your floor 


right now which this improvement would make © 


immediately saleable. 


Why not write for prices? 


Mechanics Machine Co. 
Rockford, Ill. 
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means quicker turnover 
and more profit for YOU 


—with a smaller investment! 


You can reduce your stock of cutouts 75 
per cent— and still be able to fit 92 per 
cent of all the cars that enter your shop— 
by concentrating on only 4 sizes of the 
Climax Cutout. 


Put this money saving and profit build- 


ing plan into operation in your store— 
NOW. 


The unbreakable 


motor testing valve 


Climax cutouts are rattle proof, warp 
proof, sound proof, light weight, service- 
able, inexpensive and last as long as the 
car. nd they are easily installed. 








FREE —this sales produc- 


ing Display Stand 








Prices 
ee $3.00 
CHOVEBICE qosicsesicscccisciccnc 4.00 
eo ee Se 4.00 


a A a ee eee ee nee eee 4.50 


Order from your Jobber for immediate delivery 


Climax Equipment Co. 


1827 San Fernando Road 
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Los Angeles, Calif. 
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: rors%ot § Attention— 
i all motors, ) ' 
* * 
among them— 3 Jobbers and Dealers! 
* BUICK, * . ‘ ° ° 
| “scene * We are now prepared to furnish valve springs in any quantity 
; CLEVELAND x Repairmen, when grinding valves, are NOT putting back the old valve 
t CHEVROLET % springs. They are not willing to take a chance with old, brittle or annealed 
* CONTINENTAL * valve springs. THEY ARE REPLACING THEM WITH NEW ONES. 
* CADILLAC « So the market for REPLACEMENT VALVE SPRINGS is growing by 
: (All _modeis) % leaps and bounds. JOBBERS and DEALERS are taking on the G-H Line 
* DODGE *% of Replacement Valve Springs. There is PROFIT 
+ DURANT 4 * inthe G-H Line—and we can prove it to you. Fully 
* ESSEX X% 95 per cent of all valve spring requirements from SSS 
+ HUDSON * this ONE source. One order to make out, one 7a <> $ 
: HUPMOBILE * shipment to check and enter in stock, one bill to pay. f Assorted ie 
+ MAXWELL X% G-H Valve Springs are sold in bulk, and y <0 Vahe Springs 
t NASH % in assortments—packed in COUNTER- POPULAR CARS 
* OAKLAND * DISPLAY CARTONS that have never 
4 OLDSMOBILE * failed yet to increase sales. 
x» OVERLAND * A REAL proposition —with real dis- 
+ PACKARD * counts. Drop us a line that you are 
* R . ,; 
* REO x interested. 
~ STUDEBAKER ‘- 
» * 
; Also 95 per cent of }- 
* all Truck Models. * 
* x 
- 
pe arr rr DISPLAY CARTON holds 144 


assorted Valve Springs, 12 boxes 
of 12 each, for 12 makes of cars. 


Retail price $22—Dealer’s price $13. 
VaLveE SPRINGS 
a GS G-H TENSION RING CO., Inc. 


HOWARD STREET & ARMORY PLACE, BALTIMORE, MD. 
Makers also of G-H! Tension Rings 
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Showing the slight sep- 
aration between crown 
and seating plate of the 
outer edge of the Boyle 
Valves. 











truth about valves 


With ordinary valves, you must sacrifice 
quietness for power, economy and service. 
| 


BOYLE VALVES sacrifice nothing. For 
the separation of crown and seating plate 
at the outer edge deadens the sound of 
valve action, and permits the tappet clear- 
ance necessary for power and economy. 


BOYLE 


Nevergrind, Silent 


VALVES 


The seating plate is slightly concave; but, when 
drawn to the block, it flattens with a wiping action, 
polishing the seat at each operation. Therefore, 
it is not necessary to regrind BOYLE VALVES. 


The flat seat increases the valve opening 42%, giv- 
ing more complete exhaust and quicker intake. 


Profit for you 


When you install these VALVES you give your 
customers silent action, more power, quicker pick- 
up and greater speed; and free them from other 
troubles due to faulty valves. 


Dealers, Service Stations and Repair Shops are 
turning these facts into cash. 


Write for prices and 
full information 


BOYLE VALVE COMPANY 
5821-3-5 S. Ada St. Chicago, Il. 
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Can you sell a $2.00 
Timer to Ford Owners in 
your town?—One _ that 
thousands of owners have 
found will run more than 
10,000 miles without a 
stutter? One that fleet 
owners tell us will function an entire 
year without attention? 






If you can sell that kind of Timer, 
there’s a lot of money for you in selling 


mcr 


It requires no oil, is short proof and fool 
proof. Rugged and strong, it’s case will not 
crack or loosen. 





It wipes perfect bronze on brass contacts for 
thousands of miles, without a miss— it’s sturdy 
Rotor Arm functioning even if there is end- 
play or wabble in the Ford cam-shaft. 





The 5/16 in. Bakelite Commutator is re- 
versible—giving two timers for the price of 
one. 


And every part is unconditionally guaranteed. 


Ask your Jobber to ship you a counter dis- 
play carton and 12 of these Timers. The 
discount is well worth while and you will 
find that they sell easily. 


If your Jobber cannot supply you, write us 
direct. 


Mechanical Production Co. 
Milwaukee, Wis., U. S. A. 


To Jobbers: 
More Jobbers « 


than ever be- 
fore are han- 9 
dling the LIFE ng 
TIMER. Sam- ;. 2 
ple and infor- ~ 
mation on re- 
quest. 

































eee ee ee ee ee 


A ° 
Re Rovere 


means active stock 
and real profits / 

ROFITS are made by rapid turnover—not 

one-time sales. Owners who buy “this- 


cleaner” or ‘“‘that-cleaner,” buy once. They 
seldom return. 


iGH TRE WINISH 


IGH_§ USTRE_ 
D 








The remarkable efficiency of HLF: 
its ability to quickly restore the bril- 
liant surface of any automobile 
means repeat orders and many of 
them. HLF has attained leadership 
through sheer merit, backed 
by aggressive advertising and 
a real sales policy. 


The responsibility of the man- 
ufacturers: their determina- 
tion to sustain for HLF 
volume demand, is evidenced 
by an aggressive National 
advertising campaign. All 
the force and all the power 
of intensive sales promotion 
is behind HLF. 

Distributed exclusively through 
the jobbing trade 
“CLEAN UP” WITH 
HLF 


_ Note our advertising in 
The Saturday Evening Post 


H.L. FEASEL’S LABORATORY 
9-11-13 DESBROSSES ST. 
SEW YORK N Y 
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Branches in Principal Cities 











for life! 


For disturbing the peace (of mind) 
of the car owner 


HE mechanic acts as judge and jury in 

the case of CAR OWNER vs. NOISY 
MoToR. Finding the timing gears guilty 
of irritating and unnecessary noise, he issues 
sentence: ‘‘Silent for Life.”’ 


How timing-gear noise is banished 


Celoron Silent Timing Gears properly installed 
and mated with metal gears prevent noise in the 
timing gear set. Many high-grade cars are 
equipped at the factory with timing gears of 
Celoron. Gear blanks are either molded to 
dimension or cut from sheet stock. 


Celoron Silent Timing Gears are non-metallic 
and resilient. They do away with metal-to- 
metal contact, the cause of noise in the timing 
gear set. 


These gears reduce wear, absorb vibration. 
At all car-speeds they are positive and accurate 
in operation. Gears of Celoron are silent. 


Celoron is a laminated phenolic condensation mate- 
rial bonded with bakelite. It is light, tough, and dura- 
ble. It is unaffected by grease, oil or water. Celoron 
is stabilized. It does not swell. 


CELORON 
SILENT GEARS 


Celoron is made into silent timing gears by Dalton and 
Balch. Jobbers and dealers everywhere carry stocks 
of these gears. 


Look for the “Celoron” and “D & B” marks. They in- 
sure your getting a genuine Celoron Silent Timing 
Gear. 


Diamond State Fibre Company 


Bridgeport, Pennsylvania 





Toronto, Canada—London, England 








SHAFER 





| Self Aligning ROLLER BEARING 


& PATS.PENOING 


hafer Roller Bearings 
are manufactured from 
highest grade alloy steel, 
scientifically heat treated 
and ground to accurate 
dimensions. Properly in- 
stalled and adjusted they 
are guaranteed to give sat- 
isfactory service. 


Distributors in all 
principal cities 


SHAFER BearinG Corporation 


6501 WEST GRAND AVENUE 
CHICAGO. ILL. 
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GASOLINE 
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ON THE INSTRUMENT BOARD OF YOUR CAR 






























1 BLOWS THE HORN WHEN GASOLINE 

SUPPLY FALLS TO THREE (3) GALLONS. 

Repeats this warning when the supply is down 

to two (2) gallons and again at one (1) gallon, 
unless tank is refilled. 


y 4 SHOWS AMOUNT OF GASOLINE in the 
supply tank in gallons and fractions. 


RED SIGNAL OPERATES as an ENGINE 

5 VACUUM INDICATOR—where many troubles 
can be located before they become serious—as 
obstructions, leaks of air or gasoline and other 
possible troubles. 


EASILY INSTALLED. No wiring or tubing need be 
removed or changed. 


DEALERS—will find Vacularm one of the fastest sell- 
ing instruments ever distributed. The average motorist 
needs only to have Vacularm called to his attention to 
add it to his equipment. 


Liberal discounts to dealers from the low retail price 
NE ch aa os 4 lS GaN a ee ge $12.50 





Write your own “Money Back” guarantee or return 
within 30 days for any reason and get your money. 





Consumer advertising will create a nation-wide demand. 
Be the first in your field! 





THE SMITH MOTOR EQUIPMENT CO. 
1930 West 77th — Cleveland 
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The Federal Authorized Sales 
Agency Sign—nationally ad- 
vertised for vyears—is_ the 
public’s identification of every 
Federal dealer. 





Extra Good Tires 
With 
Extra Good Profits 


You can’t help but build a perma- 
nent and profitable tire business if 
you handle the Federal line. First, 
because they are uncommonly 
good tires and second, because the 
Federal Sales Plan offers you real 
profits. 


Between Federal Blue Pennant 
Passenger and Truck Cords and 
Defender Cords and Fabrics you 
can completely satisfy any cus- 
tomer’s requirement and at a price 
that he will appreciate. 


Besides establishing a loyal trade 
you will find the advantages of the 
Federal Authorized Sales Agency 
Plan will bring you more substan- 
tial earnings for your effort. It 
contains attractive features no 
dealer should neglect looking into. 


Remember the Federal line is a true 
quality and an advertised line and one 
that has been on the market for many 
years. 



































AGE 


For Over-head Valve, 
L-head and J-head 
Motors 





Rapia valve Aajusten 


Owners of overhead valve, 


L-head and T-head motors have 


Makes welcomed the Gemco Rapid 
Valve Valve Adjuster with unmistak- 

. able enthusiasm. The car owner 
Adjustment takes the annoying click out of 
Easy As his valve tappets instantly, any- 
Setting where, on the road, as he adjusts 


the valves notch by notch, 


Your Watch 1-1000 of an inch at a time 


until he has them perfect. 


A Rapid Seller—No Competition 


Think of the mass of sales argu- 
ment behind this remarkable device. 
It saves time, saves fuel, saves 


; , Dealers 
money, gives a sweet-running motor, 
4 Write us direct 
more power, avoids burned valves. if your regular 


Each notch on the knurled dial rep- supply house can- 

5 not fill your or- 
resents one-thousandth of an inch. der. Descriptive 
A turn of the finger gives perfect literature, dis- 


: ; ; counts and name 
adjustment. “The adjuster takes the of nearest jobber 
place of the regular adjusting screw ste 
—dquickly and easily installed by car 


owner. Satisfaction guaranteed. 








Display Helps You 









This Self-Sale 








Sell Them 


ame i 
cary 


GEMCO. MFG. CO. 


760 So. Pierce St. 
Milwaukee, Wisconsin 


‘saan 





Send me description of Gemco Valve Adjuster, 
Gemco Discounts and name of nearest jobber. 


NE aa ieteeccieernes 
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Through the Ozarks 


With Autowline! 
The Tale of a 55 Mile Tow-Home 


You motorists who for some reason or other 
have been putting off the buying of a Basline 
Autowline—read of the experience of Mr. Guy 
Oliver, of the Oliver Electric Co., St. Louis, who 
writes us as follows: 


“Last month I was driving my touring car out 
around St. Clair, Mo., when I had a serious break- 
down. 


“Luckily, a friend happened by in a 48-Pierce- 
Arrow and he offered to tow me in to St. Louis, 
a distance of 55 miles, with an Autowline. 


“If there are any rougher roads anywhere than 
in the foothills of the Ozarks, I’d like to see them. 
Frankly, I was very skeptical about your Autow- 
line standing the gaff of that long, hard journey 
home. 


“But home we finally did reach, thanks to 
Autowline, and the whole affair made such an im- 
pression on me that I am writing you about it. 
If there is anything a motorist really ought to 
carry with him all the time, it is Autowline. It’s 
like a life preserver—not thought about until 
needed, and then you simply can’t get along with- 
out it.” 


Money for Jobbers and Dealers: 
Basline Autowline pays you a good profit, it sells well, and 


is the ONLY Nationally-Advertised towline on the market. 
Push it this season. 


Broderick & Bascom Rope Company 
ST. LOUIS—NEW YORK 


BASLINE 
r-NUb weh’ 2m nT = 


GR-195 














TERRITORY ORGANIZERS WANTED 
Have openings in our field organization for territory = 
development men preferably with retail experience = 
on Overland, Ford, Chevrolet or Dodge cars. Wire =: 
or write giving age, earning capacity, merchandis- = 
ing experience during the last five years. State = 
whether married or single. A 

BRANCH MANAGER, : 
Willys-Overland, Inc. Denver, Colo. = 


WITITITITITIIIII 








‘‘many replies’’ 
to this ad 


And three weeks after above letter was 
written the company said: “We are still 
receiving replies, which is proof that 
your advertisements certainly do reach 
the man who is looking for a job.” 


Broadcaster Service covers all your busi- 
ness wants. Whether it’s finding help or 
employment, agents or agencies, salesmen 
or accounts, buyers or sellers of used ma- 
chinery, equipment or surplus bargain 
stocks, a Broadcaster ad will give you 
contact with your best prospects. 


Broadcaster ads are inexpensive. The ad 
shown above cost but $4.50. Undis- 
played ads, 6c a word. 


Skee Broadcaster 


A DEPARTMENT THAT 
































PROFITS 


MOTOR AGE 























ll 


THAT SHOULD 








BE YOURS! 


Every day, good customers are going right by your door with 
motor reconditioning work that ought to be done in your shop. 
All because you are not equipped to handle this class of business. 


Yet, with the investment of a few hundred dollars in Foster- 
Johnson Motor Reconditioning Tools you can do better motor 
reconditioning than that turned out on $2,000 to $3,000 cylinder 
grinders. You could save these customers considerable, give 
them greater satisfaction and earn handsome profits that right- 


fully should be yours! 














Easy to Operate 


F-J Cylinder Reamers and Hones are so simple to 
operate that any mechanic can do first-class work with 
little experience. You don’t even need to remove the 
engine from the frame. This saves time, for the 


average cylinder block can be reamed and honed in 
from thirty to sixty minutes. Hence your customer’s 
car is tied up only for a short while. The job costs 
less and you can do a great volume of this work. 


Send for Station Manual and Catalog 


Write for our Station Manual and Catalog of Re-Conditioning Tools. Let 
us show you how to increase your profits. 


FOSTER-JOHNSON REAMER CO. 


1306 Beardsley Avenue 


Elkhart, Indiana 

















There’s a Bigger Profit in Peer- 
less Fenders 











The dealer handling Peerless 
Fenders has a live market 
that stays alive all year 
‘round. Fenders are common 
on the casualty list and with 
some 6,300,000 Fords running 
around the country, the deal- 
er stands in for a fair share 
of this business anywhere. 

Fenders that flop in the 
breeze or have taken the brunt 
of a mix-up need replacing 
and there’s usually nothing 
else to do about it but to re- 
place. A need for replace- 
ment should be looked upon 
as an opportunity to install 
good fenders — Peerless Fen- 
ders because they are built 
better and stronger and will 
last for the life of the car 
under normal conditions. 


20 gauge steel is used in the 
manufacture of Peerless Fen- 
ders because it requires this 
weight to give the strength to 
stand up under hard use. They 
are patented after the stand- 
ard equipment and are guar- 
anteed to fit into place per- 
fectly. 

Two coats of jet black enamel, 
baked on, give them an ap- 
pearance that in itself attracts 
sales. When a Ford owner 
looks at his old fenders and 
then sees the Peerless beau- 
ties at $15 per set he’s sold. 
Peerless fenders take no vaca- 
tion—they are profit makers 
all year ’round. Get a line on 
the Peerless Line. Write to- 
day. 


THE CORCORAN MFG. CO. 


CINCINNATI, OHIO 


PEERLESS FENDERS 
for Ford Cars 
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AUTOMOTIVE EQUIPMENT 


Cable Comes Ready Packed for 
the Customer—in 100 Foot Lengths 


The customer gets a neat package—he can cut off what he 
needs and keep the balance for future use. 

This method of merchandising cable helps the sale, makes 
Goodrich Cable convenient to handle and works out to the 
satisfaction of everybody concerned. 

The Goodrich line combines a complete assortment of wires 
and cables for use on all classes of motor driven vehicles and 
includes a wide variety of special sizes and types that cover 
every requirement. 

For Jobbers we have catalog inserts, electrotypes, counter 
literature, samples for salesmen and other sales helps that 
make Goodrich Cable a decidedly profitable line to carry. 
We pledge cooperation of the REAL kind and support you 
in every way. 


The Goodrich-Lenhart Mfg. Co. 
Hamburg, Pa. 
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TEMCO 
Half-Inch 
Garage Drill 


“With the Motor that doesn’t run hot” 





ANY users of these latest types of 
Temco Drills tell us they get a greater 
measure of service from them than from any 
other Drills they ever used. Such results can 
come only from built-in Quality, plus these 
essential features; — Ball Bearings — Oil-hard- 
ened Gears—and a Fan-cooled Motor that 
doesn’t run hot. 


You get ALL of these features in ALL 
TEMCO DRILLS. 


Ask your Jobber or write us direct 
for complete information on eco- 
nomical hole making. 











' The Temco Electric Motor Company 
707 Sugar Street, Leipsic, Ohio 
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If you are a Distributor, Dealer, Service 
Station, Garage Owner or Repairman, 
you should promptly secure details of 
the Robert Bosch Franchise which will 
best suit your individual needs. 














ROBERT BOSCH MAGNETO CO., Inc. 


OTTO HEINS, President 
109 West 64th Street 


Chicago Branch: 1302 South Wabash Ave. 






New York 

















Sales and Service Stations in Principal Cities the 
World Over. 
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Effective! Harmless! 





Forget the Tar 


All the roads get a bath of tar and oil when 
summer comes along—and that’s when the 
automobile owner loses his religion. But he 
changes his mind when he uses Pontoklene. 
No longer does he have to detour from 
tarred and oiled roads, for Pontoklene abso- 
lutely removes the tar and grease, it cleans 
and restores the original lustre of the car 
without injury to the finest body finish. 
Order Pontoklene from your Jobber today. 
It retails at $1.00 a can. 


THE PONTOKLENE COMPANY 
2604 Main Street 


Norristown, Pennsylvania 
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ALLEN 


Universal Test Stand 
(With Lathe) 























Your Best Investment Our literature is in- 

structive. You'll find 
To give real service and to pay many service helps in 
dividends on money invested you it. Ask for it. 
cannot equal Allen Universal Test 
Stand. It is absolutely complete— 
even with Lathe. 







Power is there in abundance. 
Simple to operate, little or nothing 
to get out of order, performs any 
number of service operations. 


Service Stations who 
have added this, Allen’s 
latest and finest equip- 
ment, are solid in their 
praise. 


Allen Electric 
Mfg. Co. 


2051 W. Lafayette Blvd. 
Detroit, Mich. 


The Only Test Stand With a Real Mica Undercutter 
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OUT OF GAS? 
NEVER AGAIN! 





A Gas Gage for your Dash 


The “R-K-D” Dash Gasoline Gage goes right in front of you, on 
your automobile instrument board. Tells, fram the seat, just how 
much gas is in your tank. Makes it as easy to read the gas in your 
tank as the miles on your speedometer. 

Get an “‘R-K-D” and never be “out-of-gas” any more. Never caught, 
far from help, because you ‘‘didn’t look’’—or because you depended 
on an unreliable tank gage. 

You, or your garage man, can easily install the “R-K-D’’. Goes in 
where the old-fashioned tank gage comes out. Electrically operated. 
No fussing, no fixing. Officially approved by Underwriters’ Labora- 
tories for Accuracy, Safety, Durability. 


Money-back Guarantee 


We guarantee the “R-K-D’’. Send for an “R-K-D” and test it thor- 
oughly. If you are not satisfied, return it at our expense and we will 
refund your money. 

The “R-K-D” retails for only $8.50 complete. A check or money 
order, with make and year of your car, will bring a guaranteed gage 
by return mail. 

DEALERS and AGENTS:—We want you personally to use and 
sell the “R-K-D.” Absolutely biggest money-making opportunity 
in years. Write for terms and literature. Special Agents’ intro- 
ductory offer (good for one sample Gage only)—only $5.95. 














SAFETY 
Front Wheel Brakes 


Can be attached to ANY MAKE of car. Wonderful 
overhaul opportunity as every motorist wants to be 
up-to-date. Operates from the regular brake-pedal. 
Permits any car to stop in less than HALF THE DIS- 
TANCE required with rear wheel brakes alone. Safety 
feature appeals to all—especially women-drivers. Ab- 
solutely no danger of skidding. 


Don’t pass this up. It is one of the biggest money- 
making opportunities you will have this year. Write 
us NOW about this. Big discounts. 


GREEN 


ENGINEERING COMPANY 


740 MAIN ST., DAYTON, O. 


Distributors for Front Wheel Brakes Pedro, Cal.; Walker Auto Supply 
only. H. F. Morgan, Tampa, Fla.; Co., New Kensington, Pa.; John 
Reid Air Spring Sales Co., Pitts- J. Schiffmacher, Brooklyn, N. Y.; 














THE REITER-KING-DUGAN COMPANY burgh, Pa.; Clarion Buick Co., John B. Mezey, New York City; 
Clarion, Pa; Kittanning Buick Co., McCarthy Bros., Ine., Philadel- 
Federal Oil & Gas Bldg., Akron, Ohio Kittanning, Pa.; F. L. Wirick, San phia, Pa. 
? 
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2Oc each 





Insist — 
Upon 


Genuine 


APEX 


Innering’s 





They Are 
the 
Original 


Don't take chances equip; every “job’ with Guarantee 
“Apex. Unscrupulous imitators invariably offer a 
cheaper product which usually results in trouble. “Apex” 
are engineered—made to exact size for every type motor. 
Look for the Guarantee Tag—always refuse substitutes. 
he Original and Genuine Apex Innerings positively stop 
piston slap and oil pumping without reboring. Write to- 
- day for discounts 
and facts. 


Thomson Mfg. 


Dept. C Peoria, Ill, 


20c each 





(less discounts) up to 3%” wide 
or 5” diam. Larger 35a 
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$15.00 in this box 
for you! 


When the Jobber’s salesman calls he’ll 
tell you the “Peck” story and it’s good— 
so listen well. 
Peck’s Improved Assortment of Springs 
specially selected for Garages and Serv- 
ice Stations costs $5.00. The use of 
these springs on repair jobs brings you 
in $20.00—Plus. Your profit is $15.00— 
Plus. 
If the salesman doesn’t reach you 
soon—write your jobber. 


The Peck Spring Co. 
PLAINVILLE, CONN. 
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STAR 
BALL RETAINERS 


For Thrust and Cup and Cone Bearings 


THE BEARINGS COMPANY OF AMERICA 
LANCASTER, PENNA. 


Detroit Office, 
1012 Ford Bldg. 











as 
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THE BEST TOOL IN THE SHOP! 


garage ces ‘ i he | for the 


needs : Bs small 





one se iS “eecaee =| 2 jobs 
i Seen eo rue — Saks ae asaiierers oe 
Every purchaser of TORIT ACETYLENE TORCH No. 13 says it beats anything 
they ever saw. We guarantee it. 
USES NOTHING BUT ACETYLENE, Simply connect to Presto tank, light gas, 
and the outfit is put to work. 
Complete as above, with connection for Presto auto tank, and full instructions. 


$7.50 IN U. S. A. $10.00 in Canada 


Order from your Jobber’s salesman, or 


ST. PAUL WELDING & MFG. CO., 169 W. Third St., 
St. Paul, Minn. 























PFAFF SPOTLIGHT Inner Control 


A Beautifully Finished Accessory With a 414 in. Lens 
The size and finish attract attention instantly. The price is 
astonishingly low for an inner-control spotlight. 

When the car owner sees it can be turned in any direction and that 
it can be installed by simply drilling a 3% in. hole in the corner post, 


sales are made easily. 
$10 List 


The list price car- 
ries an attractive, 
profitable discount. 


Send for literature, 
discounts, etc. 


PFAFF MFG. CO. 
6340 Stewart Avenue 
Chicago, IJilinois 


6 
UNION Fuses 
AND ACCESSORIES 


Fuses for every make of car. Fuse Block 
protects Ford lights and wiring. Also Fuse 
Boxes, special parts, stampings, etc. 

Guaranteed satisfactory by oldest and 
largest manufacturers of electrical protect- 
ing devices. Write for catalog 


CHICAGO FUSE MFG. CO. 


‘orp FUSE BLock Chicago New York 


























OUT WHERE THE RUTS BEGIN 


Anchor Auto Bulbs Find the Smooth Stretches 


Ordinary lamps will serve on brilliantly 

lighted boulevards, but it takes a quality 

. . bulb to point the safe way along a bad 
PNG; 89 Never stretch of road. 

Paeee Gested”’ To know that your headlights, with 
their seemingly fragile filament will take 
more bumping than a piece of cast iron 
= = assuring feat when you need light 

adly. 


ANCHOR AUTO BULBS 


“Triple-Tested Never-Bested”’ 
are especially watched to see that the fila- 
ment has no weak spots. Each bulb gets its 
bumps before it is permitted to be stamped 
with the Anchor mark of merit. And this 
quality lamp—willing to meet all comers on 
that basis—strange to say costs less than 
mediocre lamps. 

Purchased everywhere for all cars, 


Anchor Eléctric Company, 555 W. Jackson Blvd., Chicago, II. 
Originators of “Same Day Service’ in the Auto Bulb Industry 








See the 
Broadcaster 


Department 
Pages 120 and 121 





























] EXCELSIOR TEST BENCH 


With the Positive Drive and Speed Control 


INCREASE 
YOUR PROFITS! 
Starting, lighting and 
ignition pays bigger 
profits than any 
other branch of 
automotive service. 


The Excelsior 
1 Test Bench 


equips your shop come 
i plete for this work. 
Price $385.00 


Payable $50 per month 
Write for bulletin 975M 























hehRiCar do Head 


Even though casual inspection 
of the Ricardo Head discloses 
evidence of wide improvement 
over conventional types of com- 
bustion chamber design, nothing 
is quite as conclusive, quite so 
determining as Ricardo Ell 
Head Engine behavior in 
service. 

There performance is a definite 
thing. There its economies can 
be appraised and compared. 


WAUKESHA 


Motor Company 
ENGINE BUILDERS 
Waukesha, Wisconsin 
New York, N. Y. 
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INSTANDIM 


Light Control System 


At last a safe easy way to dim headlights! 
INSTANDIM fits snugly on the wheel and 
'; operates through a simple toggle switch. 
#4 Hands stay on the wheel, eyes on road and 
foot on pedal. They need it, they’ll buy it. 
Style ‘‘A” for Headlights sells for $2.25. 
Style “‘B’ for Headlights and Spotlight, 
$4.25. Install with screw driver in 15 min- 
utes. An excellent profit maker for dealers, 
jobbers and distributors. Write for good 
discounts, 


H & H MFG. COMPANY 


Bucyrus, Ohio 





























LANDIS} 


The LANDIS Cylinder 
Grinding Machine is the 
perfected product of the 
world’s largest ex- 
clusive grinder 
builders, Because of 
our volume we can 
afford to give you MORE 
VALUE for your money. 
Built expressly for auto- 
motive repair shops. Ex- 
tremely simple in design 
and operation. Don’t buy 
ANY machine without first 
getting a LANDIS quota- 
tion, Catalog. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 








Absolutely! 


ET’S talk it over, dealers. Profit and 

turnover are the essentials of a good 
stock. We offer the Arrow Grip Jack to 
you on that basis. Absolutely! And Arrow 
Grip Jacks are good salesmen themselves, 
for they build sales through consumer con- 
fidence and word-of-mouth advertising. 
Don’t pass up a good thing. Write today 
for particulars on the 


ARROW GRIP JACK 


The trouble saving jack with the com- 
mon sense appeal. Placed in position 
and adjusted by means of long exten- 
sion handle. Topple proof. Conveni- 
ently capable. A help to dealer and 
motorist alike. 


Ask Your Jobber or Write for Literature. 
Arrow Grip Mec. Co. Inc. 


106-126 Cooper Street, Glens Falls, N. Y. 
Export Office: 290 Broadway, New York 


























MONEY MAKING MACHINES 


STORMIZING machines are truly 
money makers. They enable you 
to make biggest profits on every 
overhaul job. They handle all your 
cylinder renewing, accurately and 
efficiently, enabling you to turn out 
the high quality work that wins 
your customers’ lasting approval. 
The automatic time and labor sav- 
ing features make big profits pos- 
sible by lowering operation costs. 


Write for the Storm Book, 
“Modern Cylinder Methods” 








New Departure 
Ball Bearings 


Outsell because they Excel 


The New Departure Mfg. Co., Bristol, Conn. - Detroit - Chicago 





























LACK & DECKER MFG.CO. 
‘Towson, Md. 



































ROOF 16 OVERHEAD VALVE EQUIPMENT 
For Ford and Dodge Motors 
ROOF 8 VALVE HEAD FOR FORD MOTOR 


Stupendous Power— 
Lightning Speed 
Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation—no machine 

work necessary. 

We are headquarters for 
all speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. <A. postal 
ecard brings you complete 
list of our specia%ties. 
Jobbers—Dealers—Consumers—Write Us. 


THE LAUREL MOTORS CORPORATION, ANDERSON, [NDIANA 
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Cyclo “Dynamic” Hot-Spot 
for Fords 


This ‘‘Modified Vapor’ manifold gives a gas with lots of 
. “kick”? in it for hill-climbing — exceptionally smooth 
y running and economical at all seasons. Vacuum control 
© Varies the heating inversely with the load. 
uy 


The best permanent proposition for dealers. 


CYCLO MANIFOLD CO. High & Chestnut, Akron, Ohio 


CABLES of Quality 
She ‘C2 a — the beginning 
WARREN, 


Cledtiic Company ——OvW0 

















EATON a 


BUMPERS 


Let us send you our FREE Catalogue on 


uetter's 


Fly-Wheel GearBands 


Huetter Machine & Tool Co. 


646 Kentucky Ave. Indianapolis, Ind. 


























MEGSON WIPER RINGS 








A sure cure for oil troubles. Prices: 234” 
to 4” 75c; 4 to 4%” $1.00; 4% to 5” 
$1.25. Write for literature. 


The Auto-Diesel Piston Ring Co., 157 Brewery 
St., New Haven, Conn.; Megson Wiper Ring Co., 
1993 Bedford Ave., Brooklyn, N. Y.; Megson 
Wiper Ring Co., 4518 Superior Ave., Cleveland, 
Ohio; Auto Parts & Repair Ce., 551 Liberty St 
East, Savannah, Ga. 


Round top cannot 
push oil up. Knife 
edge wipes surplus 
from _ side walls. 


Real High Tension Ignition 
for Ford Cars 


Varley coils eliminate nearly all chronic ignition 
trouble. Save gas. Add power. Keep plugs clean. 
Stop misfiring. Save repairs. $2.50 each. Write for 
full particulars. 


The Autocoil Co., Jersey City, N. J. 




















SHNSON Gas Appliances 


Metal-Melting Soldering Heat-Treating 
ean TUNEG. 


Pacifico Coast Repr., C. B. Babceck Ce., San Franciseo, Calif. 
New York Offico—277 Lafayette St. 








The oldest standard 
plug 
Soon ’ Seeuily —_ — 
=A I 1 wet a while others spar 
(Neen) | A 
ca va ENERGETIC 
IGNITION— 
GREATER 
POWER 








MOSLER METAL PRODUCTS CORP. 
P. 0. Box 292, Mt. Vernon, N. Y. 
Manufacture “Spit Fire’? Red Top and Timers 

















USE THE AMMCO 


Cylinder Re-Conditioning Tool 
Regrinds and refinishes cylinder bores. It is 
self-adjusting, self-aligning and self-centering. 
Write for Bulletin. 

Automotive Maintenance Machinery 
Company 


551 W. Washington St. Chicago 








Quality rings at 
lowest prices. Get 
our list. 


Meachem 


Gear Rings 
for Fly Wheels 


MEACHEM GEAR 
CORPORATION 


Syracuse, N. Y. 














WELCO “NEVA-LOST”’ 
GAS TANK CAP $1.50 


The Welker-Hoops Mfg. Co., Middletown, Ct. 





























The 100% Lubricants 


Guaranteed not to cake or harden or to con- 
tain any Moisture, Mineral or Fatty Acids. 

Attractive. proposition for. Jobbers and 
Dealers. 


RADIANT OIL CO., Inc. 


Manufacturers and Compounders 
Lima 





























B ° fl Cushion 
1 CX Bumper 
for every car 
“PROTECTION 


WITH DISTINCTION” & 
THE BIFLEX CORPORATION, Waukegan, IIl. 


Fi) 
































All steel construction pro- 
‘ ' vides ‘ightweight with extreme 
j strength. Outlast chassis. 
truck 
Ton ard Half-ton sizes. 
THE HYMAN PRKESSED BUDY CU., Huntington, W. Va. 
Patented 
Jobbers—Get it today. It does the trick. Put up in 1 Ib. cans. If your Jobber 
\\ AW 
\ 
E\) 
ms J 
me i\ Write Milwaukee Dle Casting Co., Mil- | 


YOU can handle this body PROFITABLY 
One desi fill ost light 
PRESSED user’ requirements 
Shipped knocked down. Low 
priced. Distributor and dealer 
terms liberal. Write. 
66 99 
CONNEAUT 
e . e 
Plastic Metallic Packing 

Stops the leaks in automobile water pumps. Mold it with your fingers. Makes 

@ smooth metal bearing—adjustable and practically frictionless. At your 

doesn’t carry it, write us direct. Price $1.65 per pound, f. o. b. Conneaut, Ohio. 

The Conneaut Packing Company Conneaut, Ohio 

@ 

“In Stock- 
Not OveraDay Away’ 

ot Uvera Vay Away 
waukee, Wis., for name of one of our 500 | 
mii : distributors nearest you. | 





: MILWAUKEE Sf BEARINGS 
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American Bosch Magneto Corpn. 
Main Office & Works: Springfield, Mass. 
Branches: New York, Chicago, Detroit, San Francisco 
Over 700 Service Stations and 1400 Dealers 





Trade Mark Reg. 
U. S. Pat. Off. 














TRADE MARK 


IT’S EASY TO SELL 


“The only oil ring with a 
mileage guarantee” 
“Sav-Oll” Is stamped on bottom of every ring 


= The Sav-Oil Ring Mfg. Co. 


eae 1037 S. Figueroa St., Los Angeles 








You get quality work, SAE 
specification materials, and 
the right price if you send 
your connecting rods to a 
Watkins plant for rebuild- 
ing and refuse imitations of 





New bolts and nuts, lam!- 
nated shims, new piston pin 
bushing are part of the rod 
rebuilding at no extra 
charge. 

New Bearing tinned in the 
rod and broached to mirror 
finish fits quickly to crank- 
shaft and cuts time on flat 
rate repair jobs. Practice 
sending your rods in reg- 
ularly. There’s profit in it. 





WATKINS 


“One Day Service from factory 
nearest you” 


Chicago, Il!., Berguson Skinner Corporation. 

Hartford, Conn., Kipley Motor Services, Inc. 

Indianapolis, Ind., Indiana Watkins Mfg. Co. 

Kingston, Ont., Watkins Mfg. Co. of Canada, 
Ltd 


Los Angeles, Callf., Wright Mfg. Co. 
Memphis, Tenn., J. B. Cook Auto Machine Co. 
Minneapolis, Minn., Wright Manufacturing Co. 
New York, N. Y., Lake Sales Company. 
Omaha, Nebr., Interstate Machinery & Supply 


Co. 

Portland, Ore., Factory Motor Car Co. 

St. Louis, Mo., H. & H. Machine Co. 

Seattic. Wash., Solon Grinding Co. 

Syracuse, N. Y., Watkins Mfg. Co. of New York 

Toledo, Ohio, Stewart-Burgan Co. 

Washington, D. C., R-L Motive Parts, Inc. 

Waterloo, fa., All States Rebabbitting Service 

= Kans., Home Office, The Watkins 
Mfg. Co. 











ns 
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.. &Point"lest’ 


four $2.50 
HYDROMETER 


Health’’ 

Here at last is a battery tester of very finest quality. It is absolutely guaranteed to 
be accurate—every instrument must pass the two-point test. Green ribe of celluloid 
make sticking of float impossible. Write for details. 





N & N HYDROMETER CO. 3715 W. Grand Ave., Chicago 


=— 











= 
; 








Attractive in appearance, with cleaning 
features of removable heating coil with no 
connecting joints inside the heater pan to 
leak. Meets instant approval. No odor or 
noise. Easily installed and operated. Will 
boost your winter sales—get our attractive 
trade proposi‘ion. 

THE NORWALK AUTO PARTS CO. 

Norwalk, Ohlo 









Ra kk bine asad 


ARMATURE REWINDING 


We Are sin 
Experts in 
The Business 





ay Workmanship 
er] ‘aad and Service 
Guaranteed 


1000 SATISFIED CUSTOMERS 


Are You One of Them? 


I sstiricatisstevnciines 


Save Money by Becoming One 
$1.50 





Generators all other makes .......... 


$3.25 





DO IT NOW—DON’T DELAY 


Write for particulars 


PIONEER ARMATURE CO., Inc. 


2805 Cottage Grove Ave. 


Chicago, Ill. 























TESTBE Slos ‘inte Same 


Manufactured by 


AMERICAN ASBESTOS COMPANY 
Norristown, Pa., U. S. A. 














| 


DOUBLE YOUR FORD SELLING FIELD 
And Make Two Profits with 


arford 


AUXILIARY AN SMISSION 
. Two-Ton Capacity—High Speed 
Ask your nearest distributor to demonstrate it or write us. 


THE WARFORD CORP., 44 Whitehall Street, New York 


Get This 


‘‘Pioneer’’ 


5 Garage Special 






Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 


Louisville Electric Mfg. Co. 


Incorforated 
C. E. Willey, Pres. J. B. McFerran, Secy.-Treas, 


Louisville, Ky., U. S. A. 














Over 110,000,000 





Tapered 
ROLLER BEARINGS 


Have Been Manufactured 








Spring-steel, Oil-tempered Bumpers in Six Complete Styles. 


Guar- 


anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 
We invite comparison in appearance, quality and price. 


THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 








—— 

















































































Kokomo Long Life tires and 
tubes make money for deal- 
ers who handle them. 
Kokomo Twin-Grip Fabrics 
Kokomo Two-Grip Cords 
Kokomo Everlaster Red Tubes 
Kokomo Standard Gray Tubes 


KOKOMO RUBBER CO., Kokomo, Indiana 
131 South Main St. 
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FOR FORD CARS 
Makes riding and driving a pleasure. Eliminates road shocks and hard steer- 
ing, spring breakage, shock absorbers. Write for our money making dealer 


ti 
WD, LOWE & CO. 204 Mound St., Columbus, Ohic 


The new Columbia selling agreement incorporates those 
features interesting to successful dealers. You are invited 
to investigate. 


COLUMBIA MOTORS CO. 


Address Dept. “B” Detroit, Mich. 




















Wonderful Time Saver 


The C & G Wheel Puller removes wheels in a jiffy. 
No thread stripping. No wobbly wheels from spoke strain or 
Sprung brake drums. The harder the pull, the tighter the 
grip evenly applied over whole wheel hub. Write for further 
information. 

Sold on money back guarantee—$12.00 

Adapters—$2.00 each 
State for which car. Adapters fit from two to 15 cars. 


The C & G Wheel Puller Co., Wellsville, N. Y. 




















FISK TIRES 


There’s a Fisk Tire of extra value in every size, 
for car, truck or speed wagon 




















= 





Pulls Car Over 
Rough Spots 


Ki PTL 
gne™ 
No friction—no springs— 


no oiling. For Fords—solid Drop 

Forging—$24.00. 

YORK a & MACHINE Co. 
ork, 








Holds Chains Tight 


and Saves Tires 


—an exclusive feature of the Chaneeze Improved & 
Anti-Skid Chain Tightener. Self-adjusting tool 
Individually boxed—costs no more than ordinary 
chain tighteners. Easily attached, Retail Price 
$1.00 a pair. 


Electric Parts Corp. 
318 E. Genesee St., Syracuse, N. Y. 


Jobbers — Deal- 
ers— Write for 
discounts. 


























llfood:|mes 


Water Circulating Pump 

For Ford Cars and Trucks 
Is as reliable as the Ford Car itself and as- 
sures a positive cooling system that constant- 
ly functions. No more overheating—No more 
freezing In travel—Made engineeringly cor- 
rect of best materials—quickly and easily in- 
stalled. Write for Dealer Discounts and com- 
plete information. 

WOOD-IMES MFG. CO., MINNEAPOLIS, MINN. 
Formerly Mid-West Mfg. Co. 


> 3° 


Be equipped with these 
two efficient machines to 
render good service on cyl- 
inder reboring and valve 
grinding jobs. 

Save time and labor and 


WAYNE 


CYLINDER REBORING 
MACHINE & VALVE get more profit. 
GRINDER Write for details. 


WAYNE TOOL MFG. CO., WAYNESBORO, PA. 


























Kawneer 


STORE FRONTS 





Write for Special Book Garage Fronts 
THE KAWNEER CO., 1219 Front St., Niles, Mich. 








DRIVING 


INSHIELD treats 


INSIDE THE WINDSHIELD—NO GLASS TO CUT 


INSHIELD 8 INSHIELD SENIOR 
4% in. diameter. _ Heavy 5% in. diameter. Nickel 
Nickel or Black Enamel. finish only. Simplest and 
Made of heavy sheet brass. best inner-controlled driv- 
21 c. p. Mazda precision ing light made. 

type tipless bulb, _ silver, $10.00 
triple-plated reflector $7.50 


The Inshield Products Co., Toledo, Ohio 




















Patented Oct. 30, 1923 





Formerly the Thal & Bitter Machine Co. 























DALL REPLACEMENT 
MACHINED PISTONS 


Semi-steel—for use after a rebore or re-grind 
job. Made to manufacturer’s specifications, 
Made to pass motor builder’s inspection. 
Standard sizes and oversize. Write for price 


eee DALL MOTOR PARTS CO., 
400 South Street, Vermillion, Ohio. 





See the 
Broadcaster 


Department 


Pages 120 and 121 


























THE QUINCY SILENT AIR-MASTER 
The Most Air Per Dollar Cost 


WALL PUMP & COMPRESSOR CO. 
Quincy, Ill., U. S. A. 


UNIVERSAL 9s, 


Adjustable. Two sizes will clamp any hose of 
any diameter. Made from cold rolled steel out 
of wire. No rough edges to cut hose. Put on 
in less than a minute. Everlastingly leak-proof. 
Order Universal Hose Clamps. Trademark on 
every clamp and carton. Get them from your 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J- 





























" Dhirby-seilen as 
BRANCHES \,;" 


AHLBERG BEARING COMPANY 


3521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 














OVER 100 ACCURATE SHORT -CUTS 
Js Be TO GOOD WILL AND PROFIT ~ ~ 
| ‘ata log “Thru your jobber - his service 1s economy” 


STEVENS & COMPANY . 
375 BROADWAY ‘NEW YORK 
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‘GATES VULCO 


Fan Belts and Radiator Hose 


Made By 


The Worlds Largest Makers of Fan Belts 














- SPEED-O 


Multiple Valve Lifter 


LIFTS 8 TO 12 VALVE SPRINGS 
IN LESS THAN 30 SECONDS 
Manufactured by 
SPEED-O MULTIPLE VALVE LIFTER CORP. 
1926 Broadway, New York 

















CRANK PIN 
RE-TURNING 
TOOL 








The Auto Hone Co., Buffalo, N. Y¥. 


PYROLITE 
STOP SIGNALS 


High in Quality—Low in Price 
Get Our Plan 


Steinberg Products Co. 
3146 Olive St. St. Louis, Mo. 























RED GIANT RIM TOOL 


The name “RED GIANT” is a guarantee 
of satisfaction. Known and used in the ma- 
Bm jority of the civilized world. If your jobber 
cannot supply you write direct. 


RED GIANT TOOL CORP. 
Lynchburg, Va. 







( el ~ , 








Cold- 
Drawn 





The Allen Manufacturing Company, Hartford, Conn. 























The i $2 50 
ETER ° 

Greatest clock value ever offered the trade. 

Accurate—handsome. Protected against vibra- 


tion. Regulated without dismantling dash. 
Great seller. Price in Canada $3.50. 


Whe Lux Chock MANUFACTURING Co., live. 


Waterbury - Connecticut - U.S.A. 








Lamps and Accessories 


A quality group of fast selling items 
for every automotive requirement. 


Organized to supply the jobber and 
ealer exclusively. 


THE CINCINNATI VICTOR CO. 
714 Reading Road Cincinnati, Ohio 


























NO-LEAK-O PISTON RINGS 
Won’t Leak Because They’re Sealed With Oil 


“*NO-LE [KO : No-Leak-O Piston Rings are making money for 
veil i 


dealers everywhere. Their ‘‘oilSEALing’’ groove— 
ont P! 








found only in No.-Leak-O—packs an oil film in 
| between piston and cylinder walls like “‘packing’”’ 
nice” @ in a pump. Oil and gas stay where they belong. 
S il National advertising is helping the dealer sell 
c, No-Leak-O. 
= It will pay you to stock No-Leak-O at once, 
Stoos Price 35c and up 


NU-LEAK-Q PISTON RING CO., Dept. 376, Muskegon, Mich. 





More 


verb, 
| ~ Power 
Le Fee Less 





Fuel 
Zenith - Detroit Corporation, Detroit, Mich. 




















Now offering both the matchless Peerless 
Eight and the Superb Peerless Six 


PEERLESS 








The remarkable showing of the three Fronty- 
Fords in the 500 mile race was due solely to 
the Frontenac Cylinder Head. This head is 
adapted for use on YOUR Ford by its de- 
signer and builder, Arthur Chevrolet. Book, 
“How to Build a Fronty-Ford,” $2; free with 
orders of $50 or more. Write for FREE catalog. 


CHEVROLET BROS. MFG. CO. 
410 W. 10th St. INDIANAPOLIS, IND. 





rontendac 


CYLINDER HEAD 








PERFECT PERFORMANCE | 




















Write — and find out how 
WATSON 


STABILATORS 


} Change the Whole Nature of Your Car 
JOHN WARREN WATSON Co., 24th & Locust Sts., PHILADELPHIA 











“It pays to buy a Kellogg” 


KELLOGG 





ROCHESTER, NEW YORK 




















LINCOLN 


FOR ALL CARS—$15 to $36 


[SHOCK ABSORBEF 


































Ve 







SS ’ ness, sold at almost 
S Jn dia ala 


Le 


Ws 


















ns 














MOTOR 








Electric Drills- Grinders Butters 
A tool for every pur- 
pose. Long service 
makes them cost the 
least. 

The Cincinnati Electrical 

Tool Co. 
1515 Freeman Ave., Cincinnati, 0. 


Py eee 111111) 


AGE July 17, 1924 











KING QUALIT G a UAL a y 
STEERING KNUCKLE BOLTS anp BUSHINGS 
PISTON PINS, PISTON PIN SET SCREWS 

Automotive Division 
KING SEWING MACHINE Co. 
BUFFALO, N.Y. BRIDGEBURG, ONT., CAN 























20th Century 
Compressors 


The most compressor value your money can 
buy! The least of your money to buy it! 
Get the facts! Write for booklet describing 
all models. 
GASCO MFG. CO., Lancaster, Pa. 
Sales Dept: 25 Church St., New York 





Isolators _ 
Leck Nt The Auto Industry 


Plates. 
Vesta has 27 years of experience built 
An into it. The isolators have been used 
I for 8 years. Always in keeping with 


Exclusive automotive requirements. Write for our 
proposition. 


esta 
™ NEA Vesta Battery Corporation 
Feature = Chicago, Ill. 























MAKE $150 TO $300 MONTHLY 


Buy an HB 8-Hour Constant Potential Battery 
Charger on long easy terms, more than paid by 
big monthly profits. Small cash payment puts 
HB outfit in your shop, complete ready to con- 
nect up and operate. 30 days’ free trial on 
money-back guarantee. Only $20 monthly pays 
for your outfit. Write today for information. 


HOBART BROS. CO., 
Box AR 124 TROY, OHIO 








A MONEY MAKER FOR 


JOBBERS DEALERS DISTRIBUTORS 
When a car owner sees this piece of equipment he 
wants it—he realizes what a great convenience it will 
be. This accounts for the record breaking sales now 


being made. DUPLEX 


Second Spare Tire Carrier and Rim Tool carries sec- 
ond spare—locks both spares against theft—attached 
or removed without tools—tires cannot chafe—con- 
tracts and expands rim when changing tires. Only 
one size to stock for all cars. Write for details. 
TRIPP-SECORD & CO., 606 Kerr Bidg., Detroit 























REPAIRMEN 


Here’s a new 


source of profit! 
Send us your rewind jobs. We 
are ‘‘Armature Winding Spe- 
Ccialists.’’ 
Profit for you in our service. Ford generator armature rewound—$1.95. Other 
prices in proportion. All work guaranteed. Write for catalog and prices on 
all generators. 

H. M. FREDERICKS CO., Lock Haven, Pa., U. S. A. 











RAMCO 


INNER RINGS 


fit behind piston rings and keep them in perfect con- 
tact with the cylinder walls at any motor speed or 
temperature, 


RAMSEY ACCESSORIES MFG. CORP., ST. LOUIS, MO. 





























GAYLORD IITILE GIANT 


Water Saver 


Cuts your water bills in half by stopping water waste. 
Screws on end of hose. Gripping the nozzle starts the 
flow. When nozzle is released, the water stops AUTO- 
MATICALLY. Self-operating. Impossible to get out of 
order. Made of brass; hose nozzle of pure rubber. List 
price $3.00. : 

THE GAYLORD MFG. CO. Paterson, N. J. 





ELGIN QUALITY 


PISTON PINS 


Regular, Oversize, Orphan 
Shipped Same Day 
Elgin, Ill. 


























Buick Continues Hall Endorsement 


After using Hall Hones for over one 
year Buick test out the New Hall Hone 
and approve of it. It is the only Hone 
endorsed by Buick. 
THE HALL CYLINDER HONE CoO. 
135 Dorr St., Toledo, Ohio 


MOTOR CARS 


J. I. CASE T. M. COMPANY 


Racine Wisconsin 



































140 Combinations 
—all in this ONE set 


Everything you need, in one small box, compact, 
accessible, and a real mechanic’s outfit. Sockets 
will not break. Fully guaranteed. Ask your dealer 
or write us. 
The Eastern Machine Screw Corp. 
10-20 Barclay Street, New Haven, Conn. 


“The Sherlock Holmes of the | 
Road” 


dkwab SPOTLIGHT 


$4.00—$7.50—$9.00 
































—AN AUTOMOTIVE _ 
NECESSITY THAT SELLS 
—LORENTZEN HEADLIGHT KONTROL, INC. 
60 Grand St. New York City. — 











“REQUIRES ——— AMPLE 
ONLY SPREE 
HEAT” \ at 
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A New Superior Line which 
brings Perfection to Inter- 
changeable Socket Wrenches. 


HUSKY WRENCH CO. 


928 16th Ave, 
MILWAUKEE, WIS. 


pusky 


TRADE MARK REG 


Dealers and Distributors 





(a0 yl A Vacuum Gas 
Feed and Emergency 
Reserve Combined 


For Ford Cars and Trucks 
$7.50 





Mountain Accessory Co. 
Emporium, Penna. 


= 

















Wanted. 
___— 























Send U. S. Your Armature Repair Work 





FORD TWO UNIT 
ARMATURES ” GENERATOR 
REWOUND 
$2.00 ARMATURE 


$5.00 
ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. S. AUTO SUPPLY CO., 3845-49 S. WABASH AVE., CHICAGO 


Make the Air Cleaner 


Profits in Your Community 
UNITED MFG. & DISTRIBUTING CO. 


9707 Cottage Grove Ave., Chicago, Ill, U.S.A. 
Wm. E. Kemp, 245 W. 55th St., New York City 
New York and New England Distributor 


’ THE UNITED AIR CLEANER 


Dustless Air to the Motor 
































The Aristocrats of 
Motordom 
7Models- Open andClosed 


Distributors in principal 
cities. Open territory now 
being closed. 


Kissel Motor Car Co. 


Hartford, Wis, 


FL 


Built Car 




















Standard Equipment on Practically 50% 
of all Cars in America 


FRAY ES WEeens 


Hayes Wheel Company, Manufacturers, Jackson, Mich. 


























POWERFUL — SAFE — FAST! 
“DICKERSON” TURNTABLE JACK 


Handles all cars for all kinds 
of work. Great for spring and 
chassis repairs. Saves time— 
makes money for you. Priced 
RIGHT. Write for catalog. 
C, A. DICKERSON 
COMPRESSOR CORP. 
Buffalo, N. Y. 





Dealers INSIST UPON Over a 
Every Million 
Where In Use 








The Original 


SILENT TIMING GEARS 
CELORON 


Dalton & Balch, Inc. 2333 Michigan Ave., Chicago 


























3,000 Dealers Make Bigger Profits 
a It will pay you to investigate 
* GUARANTEED 
18 MONTHS 





(COLE BATTERY SALES CORP.**tiicatorny* 


“The Best-Equipped Shop 


Gets the Bisiness” 


































NOG 
ORIGINAL 


SELF LOCKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd., CHICAGO 















(>, REEL INNER RINGS 


25 ft. Lengths. Cut Your Size. 


A wonderful jobber and dealer proposition. 
TP Economy and convenience for the service 
12c FT. WY pies. oe station, Cut the diameter needed. 2 sizes 
23 fit 80% of cars. 
Smalley Accessories Corp. 
5119 Lake Park Ave. Chicago 


25 ft. in 
Carton 
4”x 1”x1 1%” 























FOLBERT H 


utfomatic 
WIADSHIELD CLEANER 


A good profit for you in this 






“It Cleans 


wea ” wonderful, fast-selling necessity. 
u Drive Ask your jobber or write. 
THE FOLBERTH AUTO SPECIALTY coO., CLEVELAND 














$17.30 COLONIAL CYLINDER HONES §,,7 50 
PRICES REDUCED ONE HALF 


You can now buy the Colonial Cylinder Hone, an approved tool for this class of 
work and one of the best Hones on the market at $17.50 each F.'O. B. Kalamazoo. 
Made in three sizes, one, two and three, No. 1 2%” to 3%”, No. 23%” to 3%” 
bore, No. 3 3%” to 4%”. 

Colonial Cylinder Hones are now being used by some of the best factory Service 
Stations in the country as weli as by numerous Service Station Owners. 


Colonial Gear & Manufacturing Co., Kalamazoo, Mich. 
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N BATTERY SERVICE EQUIPMENT! 


LINITRON | PORTOSTAT 


Rectifier Test Set 
FOREST ELECTRIC COMPANY 
New and Wilsey Streets NEW, N: -J- 
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ADepartment that will Find What You Want 
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If you don’t find what you want here, 
your advertisement here will find it 
for you 


This Broadcaster Department serves a real purpose in the industry by affording a cen- 
tral clearing house for all kinds of business wants. It will help you to get a position 
or secure competent assistants or executives; get agents or agencies, representatives or 
accounts. It will find a partner or financial backing. It will secure more business for 
you or sell your business at a fair price. It will help you to dispose of dead or slow- 
moving stock, sell equipment or machinery you no longer need, or it will find a new 


plant or factory for you. 


PARTS and REPAIRS 


It is of special value for auction notices, the sale of books, 
patents, parts, industrial sites and business opportunities of all kinds. This advertis- 
ing is the opportunity advertising of the industry. It is inexpensive, quick-acting, re- 
sult-producing. Have you tried it? 








? ANY PART 


Send for Catalogue 


Cincinnati Auto Parts 
& Wrecking Co. 


712-714 Walnat St. 
CINCINNATI, OHIO 
Parts eur middle name 


for 
ANY CAR 
NEW 


USED 











JANSEN FLY WHEEL GEAR RINGS 
Chevrolet 490 $3.00 
Chalmers 4.00 


JANSEN MACHINE COMPANY 


Des Moines, Iowa 














DOWMETAL PISTONS 
Lighter, stronger, and longer wearing than aluminum 
or iren. Can be fitted with bronze bushings in the 
wrist pin holes same as in iron pistons. Dowmetal 
has no permanent growth. The expansion is little 
more than iron. 

SEND FOR PARTICULARS 
LAMMERT & MANN CoO. 
Cylinder and Crankshaft Grinding 
215-21 N. Wood St. CHICAGO Phone West 4918 











AUTO 2000 Noaers PARTS 


AND USED GEARS, AXLES, BEARINGS, 

SPRINGS, MAGNETOS, GENERATORS, ETC, JOB- 

BERS IN BANKRUPT AUTO SUPPLIES. 
BRIGHTMAN AUTO EXCHANGE 

321 Windsor Ave. HARTFORD, CONN. 


SUCEHUCECRCER CECE e eee eeeeeeES 











NEW AND USED AUTO PARTS 


We have wrecked over a 
thousand cars. 


SANDER BROS. AUTO WRECKING CO. 
WEST POINT, IOWA 





INFORMATION 


Six cents a word is the rate for all undisplayed 
advertisements set solid, regular want ad style; all 
capitals, 9c. a word; all capitals leaded, 12c. a 
word; minimum charge $1 an insertion; payable 
in advance (see next paragraph). 


Ten per cent discount if one payment is made 
in advance for four or more consecutive inser- 
tions, Advertisements other than ‘Positions 
Wanted” will be billed monthly if run more 
than four times. 

Add five words for address if replies are to 
come to a box number address at any of our offices. 
These replies are forwarded each day as received, 
in new envelopes, at no extra charge. 

Refund will be made if all insertions ordered 
are not needed, the amount refunded being the 
difference between cost of insertions given and 
full amount paid. 

Telephone orders must be confirmed in writ- 
ing same day. No allowances can be made for 
errors of any kind unless prompt notification is 
sent us. 

When replying to blind ads be careful to put 
on your envelope the correct box number and do 
not enclose original letters of recommendation— 
send copies. 

Displayed advertisements are sold by the 
inch. Rates will be furnished upon application. 
The right is reserved to refuse any advertise- 
ment and also to rewrite and edit copy furnished 
whenever the publishers consider it advisable to do 
this. 


THE BROADCASTER DEPARTMENT 


THE CLASS JOURNAL COMPANY 


239 W. 39th St., New York 
5 8S. Wabash Ave., Chicago 





PARTS and REPAIRS 


AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 
New and Used Gears—Springs and Axles—Cylinders— 
Motors—Rear Systems, ete. Wire or Write 
INDIANA AUTO PARTS CO. 
316-18 NO. ILLINOIS ST. INDIANAPOLIS, IND. 
LARGEST CAR WRECKERS IN INDIANA 


TTT 


TITTLE 


jenuececsage 





PARTS and REPAIRS 





Bargains—Champion Plugs, all sizes each 30c.  Fyrac’s 
30c, Bethlehem’s 25c, Famous Brands Plugs each Lic. 
Plugs packed in plain boxes 10 to a carton. Ignition 
Coils for all car makes, each $3.47, Terms Cash F.O.B. 
Kelly Lamp Works, Oak Park, Ill. 


PARTS FOR AUTUS AND TRUCKS 
WHAT DO YOU NEED? We have it. Gray’s Auto 
Parts Company. 3212 Brighton Road, Pittsburgh, Pa. 


Ohio 
Philectric Co., 








Closing out large assortment 
Write for particulars. 
Cleveland, Ohio. 


ve and PATENT ATTORNEYS 


~ AUTOMOTIVE PATENTS 


Engineer-Attorney Specializing in 
Power and Automotive Inventions 


M. P. LAUGHLIN 


47 West 42nd St., New York 


Pistons at sacrifice. 
4608 Prospect Ave, 














PATENTS 


BOOKLET FRE eed REFERENCES 
PROMPTNESS. ASSURED EST RESULTS 
Send ee or model for Fa 
and report as to patentability 
WATSON E. COLEMAN, Patent Lawyer 
644 G. Street, N. W., Washington, D. C. 








TTT 
Attorney-at-Law and Solicitor of Patents 


C. L. PARKER 
Member Examining Corps, 

States Patent Office 
American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent sults 
conducted. Pamphlet of instruction sent upon request. 5 

McGill Building, WASHINGTON, D. C. 





Formerly United 











MISCELLANEOUS 


—" 
WORK in your Auto Repair Shop bs 
“Hadco Safeguard System 
1 Losses 

and free 
sales slips. 





SIMPLIFY THE 
sending for our free booklets: 
for Double Checking the Time, Material and To 
and ‘‘How to Lay Out the Auto Stock Room” 
samples and price list of repair orders,parts ; } 
job tickets, time sheets, store room requisition slips. a 
labels, bin markers, card holders, celluloid card prote 
tors, auito stock boxes, steel shelving and cabinets. Ha 
don Bin Label Co,, Haddon Heights, New Jersey. 
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MOTOR AGE 
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PARTS and REPAIRS 








The Largest Stock of New and Used Car and Truck Parts in the World. We 


Have Everything. Write Us S. 








New Motors 
Continental Red Seal 4N, 334x5......$250.00 








Herschell Spillman, 4 Cyl, Model 
7) cS ce 125.00 

Buda, 4 Cyl., Model R, 334x5.......... 150.00 

Lycoming, 4 Cyl., Type K, 334x5.... 65.00 

New Clutches 

Borg & Beck, Type DX, 12”.............. $18.00 

Borg & Beck, Type DX, | _ ene . 8.00 

Hoosier, 10” 7.50 








Starters, Generators and 
Magnetos 
New and Used, for All Cars and Trucks 


Universal Joints 


New and Used, for All Cars and 
TRUCKS 


Radiators 
New and Used, for All Cars and Trucks 











WHEELS 


New and Used, Wood, Disc, Wire and 
Steel, for All Cars and Trucks 


SPECIAL 
Budd Wire Wheels, New Type, 
32x4. Will Fit Oakland 34C, Paige 
6-44, and Other Cars... . $8.00 Each 


Set of Five $37.50 
NEW GEARS 


For All Cars at 33 1-3% to 50% 
Discount Off List 








Milwaukee Bearings 
Arrow Head Piston Pins 
Mohawk: Piston Rings 





MITIITII 








SPECIAL 


FORD CUSHIONS. FRONT AND 
REAR. TO FIT 1921-2-3 


$2.85 Each 





New Carburetors 


























Zenith HP5A $15.00 
Zenith O04 7.50 
Zenith T4 7.50 
Stromberg % 4.90 
Stromberg LB1 ........ 12.50 
Stromberg M1 ........ 9.00 
Stromberg M2 - 11.75 
pS .. 14.50 
Ss ee 11.50 
Rayfield MR3V 9.75 








25% deposit required with all out of town orders 
Always mention model and 
serial number in order. 





DOUGLAS AUTO PARTS CO., Inc. 


2003-5-7-9 So. State St. 


MITITITITITITTTTTLT TITEL 


HOUSE OF A MILLION PARTS 
Dept. P Phone Calumet 7174-7175 


Chicago, IIl. 


COGeeeeeeeeeeeeeeecceeeeceee> 








direct over piston. 
Philbrin Ignition with 2 
to drive same off standard 
interchangeable with 
lands Track, 
speeds of 96 miles per hour. 
fold, water manifold, ete., 
Manchester, Mass, 





On eetenee 


Two sparkplugs per cylinder. 
distributors and coils and gears 
distributor shaft. Immediately 
standard head. Designed for Brook- 
England, and cars so equipped have attained 

Complete with intake mani- 
$160.00. Glentworth, Box 65, 





What have you to trade for a 240 acre farm in Howell 
Co., Mo.? 
land. Any information gladly given. H. E. 
White Ave., 


Well watered, about 140 acres creek bottom 
Hay, 951 


Grand Jct., Colo. 


possibilities. 
Cummington St., 


Boston Automotive Specialty concern, established 12 years, 
will consider articles of real merit with sales volume 


Boston, Mass. 





Michigan town. 
one hundred twenty. 
Age, 5 S. Wabash Ave., 


For Sale—Old established automobile business in a live 
Good car agency, Garage forty-six by 
Box 6156, care of Motor 


Address 
Chicago, Il. 


Perrine Quality Products Corporation, 48-52 





quick cash sale. 


Fantus Bros., 


Vulcanizing and Tire Repair Plant at sacrifice price for 
1321 So. Oakley, Chicago. 


INCANDESCENT AUTOMOBILE BULBS. 
FR 
CARS. 


MISCELLANEOUS MISCELLANEOUS HELP WANTED 
. — WE want 
SPECIAL RACING CYLINDER HEAD for 4 cyl. ESSEX . District Distethabere—Agente 
with intake manifold outside and one large intake valve More Lines Make big money with Radiolite, marvelous battery 
Couble To Sell electrolyte. Better and quicker than expensive 8-hour 


charging system. Removes and prevents sulphation in 
auto and radio batteries, makes frequent recharging 

unnecessary. Preserves plates and prolongs life of any 
battery. Great opportunity for live dealers. —— 
is the original product and is protected by U. S. and 
foreign patents. Gallon free for testing. 


RADIOLITE CO., St. Paul, Minn. 











SALESMEN WANTED TO ACT AS DISTRIBUTORS ON 


STOCK AND MAKE DELIVERIES 


CARE OF MOTOR AGE, 5 S. 
‘CAGO, ILL. 


TO CARRY 
OM 


THEIR 
GOOD OPPORTUNITY. ADDRESS BOX 6155 
WABASH AVE., CHI- 





To locate business opportunities 
To sell, rent, exchange or buy 
To find men or employment 


The 


TUUEUUOOOUOEUOUOUOSORRGOECHEQECROOROOROEOEESCOREOROS 


Broadcaster Department 
will help you 
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Ring Can B 
a e 

e s-—— 
The SLOTS make it the WON- 
DER RING of the industry. Sim- 
plex is made .010 in. oversize in 
width and the staggered slots allow 
it to be compressed sideways to 
enter the ring groove. Positively 
stop OIL PUMPING in ANY 
motor. FULL COMPRESSION 
even with ‘taper or out-of-round 
cylinders. Stop PISTON SLAP 
regardless of excessive clearance. 


Insures correct LUBRICATION 
as oil passes through slots. 


Make resizing of cylinders UN- 
NECESSARY. EASY to _ install. 
Sold DIRECT to dealers. Full dis- 
counts. LIVE DEALERS WANT- 
ED. Wonderful opportunity. Write. 





The Solenberger Piston Ring 
Co. 
1966 East 66th St. 
Cleveland, Ohio 


SIMPLEX 


PACKING RINGS 


for Pistons 





































THAT 


KNOCK gp: 


MAY BE CAUSED 
BY END-PLAY IN THE 
FORD CRANKSHAFT 


There are lots of motor 
troubles resulting from 
Ford crankshaft end-play. 
Connecting rod knocks are 
among the most _ trouble- 


some. a 
Jf Ps 


END-PLAY EASILY CORRECTED 


The C-A ADJUSTABLE BEARING presents a new and better way of stopping Ford 
crankshaft end-play. A cheaper, easier method that positively corrects this cause of 
hard starting, poor lights, knocking and the many other troubles due to destructive 
end-play. A quality device. Easily and quickly installed—leave the motor in and 
simply drop the oil pan. Let us tell 
you how to stop end-play without ‘‘pull- 
ing’’ the motor. 


ADJUSTABLE BEARING 
COMPANY, INC. 
Dept. 401 
BRAZIL, INDIANA 
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The Advertisers’ Index is published as a convenience 
and not as a part of the advertising contract. Every 
care will be taken to index correctly. No allow- 
ance will be made for errors or failure to insert. 





A. ©. Boer Pie CG. ncisiccscccsses..: 84 
Adjustable Bearing Co., Inc....... 122 
Ahlberg Bearing Co....................... 116 
PN Fe seein seciesicnssisienscsscens 80 
Allen Electric Mfg. Co................... 110 
ee is) Ta isn ssccsestncssnesccseasnanncnss 117 
American Asbestos Co................... 115 
American Hamm. Piston Ring 
Co 5 65 to 68 
Anchor Electric Co....................:00 112 
Arrow Grip Mfg. Co., Ince............. 113 
Arrow Head Steel Prod. Co......... 78 
Auto-Diesel Piston Ring Co......... 114 
Auto-Hone Co., The.......... seieauieee 117 


DOOR GOO. scicciciccniccccn 


Automotive Maintenance Mach. 














Os, caged cscs acosaveasaserepnscossssioreescasecs 
Bearings Co. of America..............112 
Bellevue Mfg. ai 
Bethlehem Spark Plug Co., Inc... 82 
Biflex Corp., The 114 
Black & Decker Mfg. Co............... 113 
Bosch Magneto Corp., Amer....... 115 
Bosch, Robert, Magneto Co......... 110 
Boyle Valve Co 104 
Broadcaster Dept................. 120 & 121 
Broderick & Bascom Rope Co.....108 
a a a | ne nee 85 
Buick Motor Co 1 
Burroughs Adding Machine Co. 2 


C. & G. Wheel Puller Co. 





ee fe a Ae eee 

Champion Spark Plug Co...Ft. Cov. 
Chevrolet Bros. Mfg. Co............... 117 
Chicago Fuse Cor..............c..ccccsccoce 112 
Chicago Solder Co 118 





Cincinnati Electrical Tool Co.......118 
Cincinnati Victor Co., The 





CAR TORI, CO ivvcscccccisciccincesecesiece 


Cole Storage Battery Co............... 119 
Colonial Gear & Mfg. Co............. 119 
Columbia Motor Car Co................. 116 
Conneaut Packing Co..................... 114 
Corcoran Mfg. Co......................--...109 


Crosley Radio Corp., The...... 100 
Curtis Pneumatic Mach. Co.........123 
Cyclo Manifold Co..........................- 114 


Dall Motor Parts Co....................... 116 
ee iy Ti kiviiscciicceccccss 119 





Diamond State Fibre Co............. 105 
Dickerson, C. A., Compressor 
MMM: <sccipsteeastoniasiaikeviawecoditercsecacae 
Durant Motors, Ine........000000000........ 91 
Eastern Mach. Screw Corp........... 118 
Eaton Axle & Spring Co............ 114 
Electric Parts Corp....................... 116 
Elgin Machine Works................... 118 
Fafnir Bearing Co......................... 90 
Feasel’s, H. L., Laboratory.......... 105 
Federal Tire Co..................c-.0.0.....107 


ee, | es 
Folberth Auto Spec. Co 
Forest Electric Co..............cccccc0... 





Foster-Johnson Reamer Co.......... 109 
Fostoria Pressed Steel Co............. 95 
Fredericks, H. M., Co.........000........ 118 


G. H. Tension Ring Co., Inc.......103 
Gabriel Mig. CO s.....0....-.ccececcessssecce 98 
MHMMOD THER, Cinna oncccscsssccestasccc BD 
Gates Rubber Co 
Gaylord Mfg. Co 





Gemco. Mig. CO sncve.cnsessseosssenccssnscceos 07 
General Automotive Corp.............119 
General Motors Corp............. 62 & 63 
GOOUETIHP EAE COs scc..icecsscesescsccssiussone 60 
Goodrich, B. F., Rubber Co........... 3 
Goodrich-Lenhart Mfg. Co........... 109 


Green Engineering Co., The........ 111 








H. & H. Manufacturing Co......... 113 
Hall Cylinder Hone Co...................118 
BERG OS: WOE CO. vcssccscssssessessasecesscsace 119 
Hobart Bros. Co...............-.-.---:----118 
IO COD: sasasccaesecctssskcssencscsicone 93 
Huetter Mach. & Tool Co.............114 
Husky Wrench Co cuca 
Hydraulic Brake Co....................« 57 
Hyman Pressed Body Co...........-... 114 
Inshield Prod. Co..............:00---++-0L16 
Johnson Gas Appliance Co...........114 
Kawneer Co., The......... o <iie 
Kellogg Mfg. Co..............-.. me 
King Sewing Machine Co...........-- 118 
Kissel Motor Car Co............ 119 
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Kokomo Rubber Co......................--. 115 
Krafve Automotive Corp............... 94 
hee TE Giiincwnee 113 
Laurel Motors Corp.............--...--+++- 113 
Dieareiis RU. Ci incsrisssicsicicsscscrenccees 117 
Lorentzen Headlight Kontrol, 

DN esicisccataanicsuenccapiwavenctacesusteisaccsaveiseta 118 
Louisville Electric Mfg. Co......... 115 
Rie. WR. Bi Ciiciscstesccctencscecsnsecss 116 
Lupton’s Sons, David, Co............. 97 
Lux Clock Mig. C0.......sssssssssesssse0 117 
Manhattan Rubber Mfg. Co......... 69 
Manley Mfg. Co..................... 2nd Cov. 
Maxwell-CRryaler ...:....0.00cs..0cccsccseses 8 
McQuay-Norris Mfg. Co................. 61 
Meachem Gear Corp..............-....-.--114 
Mechanical Production Co............. 104 
Mechanics Machine Co. 

Milwaukee Die Casting Co........... 114 
Mosler Metal Prod. Co................. fe 


Mountain Accessory Co 
MeN GOR i ee cccanines 





N. & N. Hydrometer Co............... 115 
Nash Motors Co 
National Lamp Works.......... Bk. Cov. 


New Departure Mfg. Co............... 113 
No-Leak-O Piston Ring Co......... 117 
Nordyke & Marmon Co...............-. 7 
Norwalk Auto Parts Co 115 
Olds Motor Works...0.........0:cc:cc0--0-- 59 
Packard Electric Co........sss-so+-..--0- 114 
Packard Motor Car Co.......-:.-...--. 124 
Paraflector Co., The......coccccceecsse--0-- 83 
Peck Spring Co., The... 111 
Peerless Motor Car Co...............---. 117 
Pfaff Manufacturing Co............... 112 
Pioneer Armature Ce, Wen. 115 
Pontoklene Co. o...ccceccccsssssesecsoeesseoms 110 
Prest-O-Lite COs: WiBsicdcticiciivecse 101 


Radiant Oil Co., Inc., of Ohio......114 
Ramsey Accessories Mfg. Corp...118 


Red Giant Tool CN iicis etced eases 117 
Reiter-King- OGRE CObciccocsisiccsesics 111 
Rickenbacker Motor Co....... & 

Rollin Motors Co...ccccccccccccccssscssssse 96 
Ross Gear & Tool Co.cc. 99 


MOTOR AGE 


Safe-T-Stat Co....................0-. 72 & 73 
Sav-Oil Ring Mfg. Co................... 115 


Service Equipment Associates...... 119 


Shafer Bearing Corp....................... 106 
Smalley Accessories Corp............. 119 
Smith Motor Equip. Co.................106 
Solenberger Piston Ring Co......... 122 
Speed-O-Multiple Valve Lifter 

GTI, actin tcceathatecsinancshidiutienviéseduadindien 117 
St. Paul Welding & Mfg. Co....... 112 
Steinberg Products Co................... 117 
Claw et BD  Cicrcncccccccsicinisrvictcrccivocas 116 
Stewart-Warner Speed. Corp....... 118 
SOU le aise cctcciccccccensecieaces 79 
SOOT: TT Ci icin cncecccncrccanttnccensi 113 
Stromberg Motor Devices Co....... 81 
Studebaker Corp., The.................... 5 
Temco Elec. Motor Co...................110 
Thompson Products, Inc....... 70 & 71 
Tiemnmete MEER CW ivcccsiecsisccccrcscccects 111 
Timken Roller Bearing Co........... 115 
Toledo Steel Prod. Co., The.......... 119 
Tripp-Secord & Co...............0.:c0000 118 
Fee Waited - Ctieknciccccnnss 64 
U. S. Air Compressor Co............. 92 
U. S. Auto Supply Co................... 119 
U. S. Elec. Tool Co............... 76 & 77 
United Mfg. & Dist. Co...............119 
Universal Industrial Corp............. 116 
Vesta Battery Corp......................... 118 


Walden-Worcester, Inc...........86 & 87 





Wall Pump & Compressor Co.....116 
Weel: Came scscscscciicncisocscesisecc ES 
Weettiis: NRT Cticisanssscivccesscccscecscs 115 
Watson, John Warren, Co........... 117 
Waukesha Motor Co....................... 112 
Wayne Tool Mfg. Co....................... 116 
Weaver Wiles CGisncicccccccccnns 115 
Weidenhoff, Joseph, & Co........... 112 
Welker-Hoops Mfg. Co................... 114 
Wilkening Mfg. Co......................... 117 
Williams Bros. Aircraft Corp..... 
neil 3rd Cov. 
Willys-Overland, Ince............... 74 & 75 
Wood-Imes Mfg. Co.....................-- 116 
York Electric & Machine Co....... 116 
Zenith-Detroit Corp. ...................... il7 















Real Air Service 
in This Curtis 


st above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 








Style “S” Single Stage 
Outfit. Belted only. Five 
sizes—14 to 3H. P. motor 





CURTIS PNEUMATIC MACHINERY CO. 
1527 Kienlen Ave. - + St. Louis, Mo. 


Branch Office: 
530-H Hudson Terminal « New York City 









COUPON 


Curtis PNEUMATIC 1527 Kienlen Ave., 
MACHINERY Co, St. Louis, Mo. 


Gentlemen: Please send me : full full detaits on Curtis Air Compres- 
sors—your proposition and prices. 


US) SiS) 


I ec wecddcndtudevadeccccddaususcdsaddadsdediaciedde 
PEE ivcciitccdntedgddwdddddaddaceddeiesiesadiadedes 
Jobber’s Name....... eee eeeeeeee Fee*-Seeeeeeeeeseeeeeese 
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PACKARD 
CAN BUILDA 





ONLY 


MOTOR AGE 














Who Are Buying Packard Six Cars? 


A recent investigation covering 
2700 sales selected at random 
showed: 


One out of three had previously 
owned cars costing less than $1500; 


One out of three had previously 
owned cars costing $1500 to $2500; 


One out of three had previously 
owned cars costing more than 
$2500; 


One out of two decided to buy 
the Packard Six over heavy, 
bulky, complicated cars. 


This is obvious: 


Men and women in moderate 
circumstances, as well as many 
of wealth, are finding in the 
simple and economical Packard 
Six the answer to their personal 
transportation problems. 


Packard Six and Packard Eight both furnished in ten body types, open and enclosed. Packard’s extremely liberal time- 
payment plan makes possible the immediate enjoyment of a Packard—purchasing out of income instead of capital 


ASK THE MAN WHO OWNS 


July 17, 1924 
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THE FINEST FORD FOOT THROTTLE IN THE WORLD 


CHECKV _ a0) 


This combination of worth-while features, found ay 
Williams Accelerators alone gives you the poral. 
why they are the fastest selling, most profitable Ford 
foot throttles a dealer or jobber can sell. 


Check these points over—then order your service stock 
from your jobber TODAY. 


Aluminum Pedal C a 3-inch Throttle Capacity 0 ‘a 
(Light. Good looking. Scientifically curved.) (Throttles up or down with perfect smoothness 

All Metal a a Unit Construction 1 a 
(No rubber used 1n its construction) (Not simply an assembly of parts) 

Armored Control Wire CC a Vibration Proof a a 
(Housed 1n flexible brass tube) (No rods to rattle. No holes to drill.) 

Babbitt Carburetor Slide a CC Never in the Way Cc a 
(Proot against oil, mud, dust) (Floorboards easily removed) 


Automatic Alignment a CC Nationally Advertised ia ww 
(Cannot stick or jam) (Saturday Evening Post and leading farm papers 


WILLIAMS ACCELERATOR 


Regular $3 Je r Fi ORD CARS 


WILLIAMS BROS. AIRCRAFT CORP. 
25th AND POTRERO AVENUE 
SAN FRANCISCO * 


Junior $4 

















This poster, in four colors, is one of a striking series you'll find from Maine to California, 
and from the Gulf to the Canadian Line 


TO HELP YOU SELL 
LAMPS BY THE KIT! 


) Handy to Cary 
| | inthe Car 


ADO EVA DY Our big 24-sheet billboard displays are spread over 
— the United States in the greatest auto lamp adver- 
tising campaign ever attempted. Youll see these 
striking messages everywhere. They re on lines of 
heavy auto traffic—in trading centers—in the 

most conspicuous locations that could be bought. 


Now's the time to have a counter kit assortment 
Here's the counter kit assortment. It’s in a prominent place on your counter where it 
printed in blue, orange and black and will remind the customer to say, -— “And one of 
contains 29) filled kits of 5 lamps each. these handy kits, too!” 
10 kits for Fords and 10 for the other . 
makes of cars. Ask your National MAZDA auto lamp distributor 
about this assortment and the weekly window news 
posters which go with it. 


NATIONAL MAZDA | 
¢@ AUTO LAM PS @) 


A GENERAL ELECTRIC PRODUCT 
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